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The Style Pace Eliminates “‘Small-Time’’Competition 


years in the number of places where shoes are 

sold is proof of one thing—that it has been easy 
to sell shoes to the public. But we can see a period 
approaching when selling shoes will be concentrated 
more and more in the hands of men who make a 
business of it, or who at least make it a feature and 
an important department of their business. 

It is a curious fact that the ‘‘small fry,” crossroads 
store and country general store have been taking on 
shoes because of the profit “in it.” Of general shoe 
knowledge, experience, and merchandising instinct, 
they had none. Fortunate in being able to have a 
little capital to play with, they turned it into footwear 
and the result was thousands of mushroom handlers 
of shoes. The same is true of the development of 
mushroom jobbing houses the country over. 

Perhaps what we have gone through has been in 
the nature of a sweating out of “‘small-time competi- 
tion.”” We see indications of a Fall season during 
which the pace will be far too hot for the inexperienced 
vendor of shoes to continue in business. It is going to 
take real merchandising ability not only to keep the 
business continuous, but to make a profit as well. 
There will be an excessive eagerness to unload, and to 
return to staple and stable businesses, on the part of 
many small dealers whose main stock is something 
other than shoes. These merchants are beginning to 
figure that the policy of giving the same amount of 
time and effort to their regular line of goods is safer. 

When the farmers’ wives from the back districts 
want fancy strap effects and cut-out boots, then is the, 
time that the “‘small-time” shoe pedler weakens on the 
shoe game. He simply entered the shoe game with a 


a ih HE phenomenal increase during the last three 


few case lots to “‘gather loose change.’’ The business 
becomes too complicated for him to continue. 

We look for an increasing ability on the part of 
the normal sized shoe stores in the regular towns and 
county seats to render real service. These stores are 
run by merchants with years of experience in shoe 
selling back of them and much opportunity ahead of 
them. 

The shoe business will be on a better footing 
when it is in the hands of men competent to venture 
in trade, to buy and to sell under the swift competi- 
tion of style changes at high prices. It is going to be a 
better business for the young man to embark in. One 
of the tests of the vitality of any business is its at- 
tractiveness to young men of enterprising ability. 

Undoubtedly, there have been many young men 
who have attempted the shoe business in the last four 
years. We know of several war veterans who give 
promise of great merchandising ability in their 
communities. They have had a first hand glimpse of 
the French individuality in footwear. They are sold on 
the idea of personal service and active style changes. 
They are determined to win out. They know that 
system in business—the compilation of simple facts 
and figures—will facilitate their development. They 
are in the business to stay—not to reap when the 
harvest is ripe for the gathering and to depart when 
the sowing season returns again. 

There is a better opportunity offered the young 
man who starts at the fitting stool, because no longer 
will his job be merely that of standing before the 
public and handing out the shoes. He will be called 
upon to sell shoes with greater intelligence, ‘to attain 
greater experience, and to achieve greater selling 
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ability. We know that to make a profit in the selling 
of shoes hereafter will be more difficult, but that very 
fact itself will make the retailing of shoes more worth 
while. 

Vigorous business can only be developed under the 
stimulus of intensive competition, and that is before 


us. 





Return of the “Fitting Stick’’ 


HE old proverb, “The cobbler ought not to 
go beyond his last,’’ dates way back to the days 
before Caesar walloped the Germans. The Latins 
used it—‘‘Sutor ne supra crepidam judicaret,”’ and it 
has been used as a club on shoemen ever since the 
day when a bad painter rushed out and belabored a 
good shoemaker for criticising the shoes in his painting. 
Our modern form of it runs: ‘Let the cobbler stick to 
his last.’”” The modern shoe industry, however, is no 
longer conducted by cobblers and the old proverb 
is an impertinence. 

Here is another saying which applies within the 
trade only, and which ought to be posted up in every 
store: 

“Let the salesman stick to his stick.” 

There is nothing like an appeal to the measuring 
stick to settle the question of size and width required. 
There ought to be a measuring stick hung on every 
section of a shoe store, and the stick should always be 
used, unless, of course, the clerk happens to know the 
exact measurement of a customer’s foot. 

Using the stick for length and allowing two sizes 
extension, putting the tape around the foot at ball, 
waist or instep, and getting the proper width from the 
table is a first class beginning for the proper fitting 
of any foot. (The salesman will, of course, note any 
peculiarities of the foot in taking off the shoe and 
in doing the measuring.) Furthermore, it is both a 
businesslike and a workmanlike proceeding, which 
cannot fail to give the customer a good impression. 

It is most emphatically true that “Time is money” 
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these days. It is more and more money every year, 
as wages keep climbing up. It is necessary to com- 
plete sales as quickly as possible, in order to get a 
maximum amount of business done in the course of a 
day. The measuring stick helps along the process 
of fitting shoes—a great time-consumer in a shoe 
store. In fact, the time required to make a purchase 
is one of the great elements of waste in many stores. 
The stick should be used and there should be one of 
them on the nearest section, so that the salesman need 
not lose two seconds in reaching it. 

Let the measuring stick return as an emblem of 
shoe fitting in the tested institutions of shoe service. 





What Is Value? 


O much emphasis has been placed upon the term 
“‘value”’ of late that it is necessary to establish a 
better understanding of the term. Here we see shoes 
of a seasonable character the component parts of 
which represent many dollars in cost, yet these shoes 
actually command a preposterously low price. 

A big store in Boston sells 10,000 pairs of shoes at 
$1 per pair in one day. Some of these shoes represent 
a cost many times the price obtained. Who can say 
what is the real value of these shoes? Remember 
that, after all is said and done, “‘value” is a term for 
the public to apply. 

The value of a shoe is in the price it will bring when 
sold to the public. 

First cost has nothing to do with the price the shoe 
will command. There may be price-fixing rules 
which forbid prices above a certain peak, but there 
is no bottom to the values which a mid-season clear- 
ance may develop. 

It is a difficult matter to.convey to the public any 
definite, technical information relating to shoes 
which will give a real working knowledge of the sub- 
ject. Inasmuch as even expert, professional shoe 
buyers will sometimes vary 50 cents a pair in their 
estimates of the value of an unknown shoe, it can easily 





To the Editor: 


faces mostly empty chairs. 





Just a line of commendation for the splendid editorial on page 51 of the July 3rd issue of the 
“‘Recorder,”’ headed ‘‘A Six Months’ Preparation.” 

My sentiments exactly. We need more constructive, pertinent discussions at our conventions. 
The waits in between the interesting addresses are killing to the audience, and the succeeding speaker 


The exhibits are helpful. We musc have them, but I can sit in my store, and have ample op- 
portunity to buy more shoes than I can ever hope to use, and I find myself sitting in some salesman’s 
booth. smoking his cigars. most of the time at the conventions. I get some good out of them always, and 


believe in them thoroughly, but—well, your editorial says it. 
Yours ever, 


ROY WHITMORE, 
Providence, R. I. 
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be understood that no brief manual of instruction 
can make the casual, non-technical consumer a 
competent judge of shoe values. 

One difficulty is that leather is an infinitely variable 
substance. No two skins are just alike. Different 
parts of the same skin differ greatly in quality, and 
the entire process of handling and tanning is one 
vhich necessarily admits the possibility of accidental 
lamage at any one of a dozen stages. Consequently, 
quality in leather cannot be determined by any such 

imple inspections or tests as will determine the 
juality, for example, of a carload of wheat, or an 
ngot of steel or iron, or a certain weave of cotton or 
-oolen fabric, in which a certain percentage of chemi- 
cally determined carbon, or so many threads to the 
inch, or like comparatively simple test, is the princi- 
yal basis. 

The general public cannot become experts in foot- 
wear. It learns through its study of values presented 
that the price is a factor sufficient to induce purchas- 
ing, or it finds in styles an incentive to buy no matter 
where the price strikes. 





Will It Happen Again? 


l ATE shoe buying. plus conditions in the produc- 
4 tion field, plus the break-down in transportation 
are likely to bring about exactly the same condition 
which developed in April. Shoes ordered after 
August 1 will, in all probability, be completed in the 
factory not sooner than October 1 and, with railroad 
delays, how can these shoes be expected much sooner 
than November 1? 

If a slip-up should occur, shoes might arrive some 
time in December. Can it be that the trade is build- 
ing for itself another period of cancellation and 
rejection of footwear? If so it is time to watch out. 
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The trade cannot afford a dumping season in mid- 
Winter patterned after the late lamented episode. 
In all safety the retail shoe industry should plan an 
aggressive style season commencing in September 
with a full seasonable volume well under way by 
October. This necessitates new shoes on early de- 
livery. If general buying comes with a rush in the 
next few weeks would it not be safer to spread out the 
delivery dates according to your anticipated demand? 





Develop Skill in Selling 


HE man who expects to SELL shoes with any 
degree of success must KNOW shoes, from toe- 
cap to top-facing. Full knowledge is a requisite, most 
especially and particularly, for the man who sells 
shoes at retail, because upon his skill and knowledge 
depends the final test of the shoe. 
A shoe designer, pattern maker, last maker, manu- 
facturer and worker may all combine to produce the 
finest style of shoes in the world; the traveling sales- 


. man and the merchant may come to an agreement re- 


garding their fine quality, and may land an invoice of 
them on the merchant’s shelves; but all this good 
work will be nullified if the salesman through lack of 
thorough shoe knowledge on the floor gets the right 
shoes on the wrong feet—if he persists in putting 7 D 
shoes on 8 A feet or recommending wrong materiais 
and styles. 

The Recorder Fitting School lessons which are 
running as a series of educational articles on the foot 
should prove invaluable in the education of the new 
sales staffs developed in the past few years. The Re- 
tail Shoe Salesmen’s Institute should furnish many a 
merchant with the training course necessary in edu- 
cating his store salesmen into the technique of shoe 
selling. . 





The First Big Step Forward 
Outlining the plans for arbitration adopted 
by manufacturers, wholesalers and mer- 
chants. 


An Invigorating Development of Style in 


Showing the tendency toward more 
beauty in shoes for Fall. 


Prosperity Predicted by Frank P. Meyer.... 69 
Report of address made by president of 
I, S. R. A. before Chicago convention. 


Getting Hep to Conditions 
An interesting survey of the footwear 
world as it is today, by A. B. Caspari. 





High Lights In This Issue 


The Following Are Among the Recorder Features Which Should Be 
Checked and Initialed by Your Entire Salesforce 


News of Conventions and Style Shows either 
being held or to be held in Boston, Chicago, 
Syracuse and Philadelphia. 





Note Carefully 
Mr. 





Articles | - Advt. 

















Return to 
circuit is completed, with comments or sug- 
gestions, if any. 
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The First Big Step Forward is Taken 


Orderly Business is Greatly Aided by This Trade 
Tribunal, Just Created 


“In those cases in which there is an honest difference of opinion as to the interpretation of a con- 
tract, it would be a much shorter route to real justice to submit the case to an impartial board of shoe 


men, rather than to a court of law. 


A judge is a proverbial ‘misfit’ when a technical point in trade is 


brought before him. Any litigation is an expensive lurury. Such a board composed of men of high 


standing can be depended upon for a fair report.” 


From editorial in “‘Boot and Shoe Recorder”’ 


‘“‘procedure for submission to arbitration of 
disputes between shoe buyer and seller as 
adopted by the National Boot and Shoe Manu- 
facturers’ Association, the National Shoe Whole- 
salers’ Association and the National Shoe Retailers’ 
Association, the complete text of which is as follows: 
The National Boot and Shoe Manufacturers’ 
Association, The National Shoe Wholesalers’ Asso- 
ciation, The National Shoe Retailers’ Association 
do hereby establish and create a Council of Arbitra- 
tion for the purpose of affording opportunity to their 
respective members of adjusting and settling com- 
mercial differences arising between them, which 
they are unable to settle or adjust to their mutual 
satisfaction. 


. ND now comes to us, in booklet form, the 


Council of Arbitration for 1920 
J. Franklin McElwain, president National Boot 
and Shoe Manufacturers’ Association; E. M. Scat- 
tergood, president National Shoe Wholesalers’ 
Association and James P. Orr, president National 
Shoe Retailers’ Association. 


POWERS 


1. In any matter referred to it, the council shall, 
upon request, have the power to select an arbitrator, 
or in case the arbitrators chosen by the parties are 
not able to agree in the determination of any matter, 
may select a third arbitrator who need not be a 
member of any association. 

2. The party desiring to arbitrate shall notify the 
other party to that effect and the secretary of the 
council. 

3. The secretary, immediately upon receiving 
notice of intention to arbitrate, both parties not 
having joined in the application, shall notify the 
other party of the application and invite him or it to 
join. 

PROCEDURE 

1. In case where one party makes application to 
arbitrate, the arbitrator or arbitrators selected shall 
notify the other party of receipt of the matter and 
invite his or its participation? 


April 24, 1920. 


2. In all cases a brief statement of the matter in 


controversy and all correspondence including orders, 


shipping bills, statements, exhibits, etc., shall be 
forwarded to the secretary of the council, who shall 
arrange and forward same to the arbitrator or 
arbitrators selected. 

3. The arbitrators shall within twenty days after 
receipt of submission render a decision in writing 
and forward copies of same to the secretaries of the 
two associations whose members are involved, who 
in turn shall notify the respective parties of the 
decision. 


ARBITRATORS 
National Boot and Shoe Manufacturers’ Association 


NEW ENGLAND DISTRICT 

Maine—A. J. Sweet, Lunn & Sweet Shoe Company, Auburn. 

New Hampshire—Hovey E. Slayton, F. M. Hoyt Shoe Com- 
pany, Manchester. 

Massachusetts—C. H. Jones, Comqpeneat Shoe & Leather 
Company, Boston; tog 3 R. Briggs, Thos. Plant Company, 
Boston; H. L. > W. L. Douglas Shoe F nerd Brockton; 
John S. Kent, M. A. Packard Company, Brockton; Chester C. 
=. Chas. A. Eaton Company, Brockton; H . Lewis, Herman 

eee Haverhill; L. = Downs, Charles K. Fox, Inc., Haver- 
hill; Creighton, A . M. Creighton, Lynn; A. N. Blake, 
Wale Slice Company, 7, Sam Herbert a Drake, Emerson Shoe 
comaany Rockland; Donovan, E. T. Wright Company, 
Rockland and J. ly Jr., J. Brown & Son, Salem 
Connecticut—A. H. Gaines, A. H. Gaines Gordon Company, 
Inc., Stamford. 


MIDDLE ATLANTIC meg sid 
gg York—F. L. erson, Dunn &* McCarthy, Auburn; 
Geo. W. Baker, Geo. W. ny <4 Shoe Company, Brooklyn; Ray- 
mond P. Morse, Morse & Burt Company, Inc., Brooklyn; Emil 
Weil, S. Weil & Ca., Brooklyn; Frank X. Kelly, John Kelly, Inc., 
Rochester; — B. DeRidder, E. P. Reed & Co., Rochester and 
Henry W. Cook, A. E. Nettleton Company, Syracuse. 
New Jersey— Herbert P. Gleason, Johnston & Murphy, Newark 
and James B. Banister, James A. Banister Company, Newark. 
Pennsylvania—aA. S. Kreider, A. S. Kreider Company, Annville 
and John C. McKeon, Laird, Schober & Co., Philadelphia. 
Maryl iand—W. A. Dixon, Dixon-Bartlett Company, Baltimore. 
L Vire einen W. Craddock, Craddock-Terry Co., Inc., 
ynch! 
West Virginia—T. E. Graham, Graham-Baumgarner Company, 
Parkersburg. 
a. STATES 
Georgia—Rockwell Johnson, J. K. Orr Shoe Company, Atlanta. 
Tennessee—J. W. Carter, J. W . Carter & Co. , Nashville. 
; Louisiana—W. J. Martinez, W. J. Martinez & Bro., New Or- 
leans. 





CENTRAL STATES 

Ohio—Robt. Wise, Wise, Shaw & Feder Comp 
John G. Holters, The Holters Company, Cincinnati 5 Mark w 
Selby, Selby Shoe Company, Portsmouth. 

Indiana—A. P. Butterworth, Marion Shoe Company, Marion. 

IlMinois—Louis Florsheim, Florsheim Shoe Company, Chicago; 
Oliver M. Levie, Levie Shoe Company, Chicago; J. Harry Se 
Selz, Schwab & Co., Chicago and Robt. E. Smith, J. P. Smith Shoe 
Company, Chicago. 

teeie—dee, W. Montgomery, Hoge-Montgomery Com- 


pany, Frankfort. 
Missouri—H. L. Tomes, Brown Shoe Company, St. Louis; 
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Submission of Disputes to Arbitration 
Opportunity to Adjust and Settle Commercial Differences 


Arising Between Buyer and Seller 


M E. Ross, Hamilton-Brown Shoe Company, St. a and W. F. 
cElroy, McElroy-Sloan Shoe Company, St. 
Michigan—Howard F. Johnson, Rindge, Kaimbach, Logie 

Company, Grand Rapids. 

Wisconsin—C. O. "Chention, Harsh & Chapline Shoe Company, 
Milwaukee and F. L. We ee. Weyenberg Shoe Co., Milwaukee. 
s — O’Donnell, O’Donnell Shoe Company, 

t. Pau 
CENTRAL WEST 

Nebraska—Glenn C. Wharton, F. P. Kirkendall & Co., Omaha. 

Texas—Cosimo Lucchese, Lucchese Boot Manufacturing Com- 
pany, San Antonio. 


COAST AND FAR WEST 
California—Ely H. Wiel, Buckingham & Hecht, San Francisco, 


ARBITRATORS 
National Shoe Whoiesalers’ Association 
Alabama—C. I. Levy, Levy & Wolff Shoe Company, Mont- 


gomery. 
an Arkansas—S. A. Norton, Norton Berger Shoe Company, Little 


k. 
Colorado—J. P. Dunn, Jr., J. P. Dunn Shoe & Leather Com- 


pany, Denver. 

Florida—H. V. Covington, Hutchinson Shoe Company, Jack- 
sonville 

Georgia—R. W. Johnson, J. K. Orr Shoe Company, Atlanta and 
A. S. McDougal, McDougal Shoe Company, Savannah. 

Illinois handler, Smith Wallace Shoe Company, 
Chicago and H. k ‘Smith, R. P. Smith & Sons Company, Chicago. 
1 a . Crowder, Crowder Cooper Shoe Company, 
n a 

Iowa—E. B. Piekenrock, E. B. Piekenbrock & Sons, Dubuque 
and L. Matless, Huiskamp Bros. Com » Keokuk. 

Kentucky—J. F. Streng, Stren 1eimer Shoe Company, 
——_ and W. J. Martinez, W. 2 Martinez & Bros., New 

leans 

Maine—A. H. Berry, A. H. Berry Compeny, Portland. 

Maryland—Milton Halle, S. Halle & = aon Baltimore. 

Maesepohucctse_E. pao, Parker, H Co., Boston 
pg ed = a Ry Son, Worcester. 

ic wort nswor' ompany, 
Detroit and H. F. Johnson, Rindge, Qelmbe Logie Company, 
Grand Rapids. 

Minnesota—J. H. Murray, A. W. Hartman Shoe Company, 

Duluth and J. E. Rounds, Foote, Schultze Com ny, St. Paul 

Missouri—A. . Ellet,. Ellet, Kendall Shoe ompany, Kansas 
City; C.A. Battreal, Battreal Shoe Company, St. Joseph; W. G. 
Battle, James Clark Leather Company, St. Louis and P. A. Becker, 
Geo. F. Dittman Boot & Shoe Company, St. Louis. 

Nebraska—Glenn C. Wharton, Kirkendall Shoe Co., Omaha. 

New York—Daniel T. Merritt, Merritt, Elliott & Co., New 
York; Cortland Godwin, sey New York; Frank C. 
Herrick, pai Comneny. Aan 5 Peg ‘we Eg furd, Dyn 

y, Utica; Fra n, F. 
Rashertes and doe J. Walker, Wm. H. Walker & Co. Buffalo. 

Ohio—Martin Marks, Marks & Stix neon seme ’ Cincinnati; 
W. F. Lyon, Cady Ivison Shoe on Compeng Cleve com A 
eck, cElwain, wy yoy mpany, Columbus and a W. ee 
mons, Simmons Boot & Shoe Company, Toledo. 

m—QO. H. Fithian, Fithian Barker Shoe Co., Portland. 

Penns: oy Ss Haines, Thos. Ray & Co., a 
burgh; H. J. Lang Shoe Company, B Pittsbur, 
John Weston, *3— . Weston, Honesdale; W: Weimer, oy 
Weimer, Wright & Watkins Company, Philadelphia and Henry 
Bell, Bell, Walt & Co., Inc., Philadelphia. 

Rhode Island—Byron 8. Watson, Greene, Anthony & Co., 
Providence. 

South Carolina—E. K. Marshall, Brown, Evans Company, 
Charleston. 

Tennessee—J. E, Dooley, Henegar Pag > = Shoe Company, 
Knoxville; H. C. Yerkes, bar & » Memphis and Edward 
Murray, a Ri m & Dibrell ‘Camanen. a 

Texas—F. A. Brown, Geakomn ay my Company. 

Virginia—C. B. Snow, W. L. Miles Shoe Com ns "Richmond. 

Washington—H. H. Merritt, Melheim Company, 


kane. 
West Virginia—John E. Norwell, Norwell, Chambers Shoe 
Company, Huntington and H. E. Payne, Payne Shoe Company, 


Charleston. 
Wisconsin—A. J. Mayer, F. Mayer Boot & Shoe Company, 


Milwaukee. 
ARBITRATORS 
National Shoe Retailers’ Association 


Pg | ENGL —_ DISTRICT 


Maine—Fred S. Smith - ee Company, Portland; 
dent M ~ &, hesadletion , 


president Maine Shoe Re 


New ohn. So C. Boece, Beacon Shoe Company, retail 
department, Manchester, N 

Vermont—E. J. Boynton, Bitetns: president Vermont Shoe 
Retailers’ Association. 

Massachusetts—Hollis B. Scates, care of Filene’s, Boston; ex- 
president Massachusetts ny Shoe Merchants’ Association. 

Rhode Island . Pierce, 172 Westminster Street, 
Providence; president Hhode Island Shoe Merchants’ Association. 

Connecticut—Thos. J. Mildren, care of Luke Horsefall Com- 
pany, Hartford; president ‘Connecticut Shoe Retailers’ Association. 


MIDDLE ATLANTIC DISTRICT 

New York—Ernest N. Park, 321 S. Saline Street, Syracuse; 
president New York State Shoe ‘Retailers’ Association. 

New Je M. A. Allen, 25 East State Street, Trenton; 
secretary Trenton Shoe Club. 

Pennsylvania—H I. Boyd, 3 E. King Street, Lancaster; 
president now wat Is Wg hoe Retailers’ Association. 

Mississi yy i—J. D. Eubanks, Greenville; vice-president Tri- 
— —— etailers’ Association, including Mississippi, Tennessee 
an 
Maryland—I. Ss. Hows, 8 E. Baltimore Street, Baltimore, Md. 

ware—Edw. W. . Pyle & Co., 619 Market Street, Wilming- 


Del. 
Virginia—J. C. Hofheimer, 444 Main Street, Norfolk, Va. 
West Virginia—Seaton Alexander, 1049 Main Street, ‘Wheeling. 
Washington, D. C.—Arthur Burt, 1343 F. Street, president 
Washington, D. C., Shoe Retailers’ Association. 


ton, 


SOUTHERN STATES 

Georgia—W. S. Byck, ome of Byck Shoe Company, Atlanta; 
president Goenpie Shoe Retailers’ Association 

Florida—W. F. Abbott, Walk-Over, 1s. “Ww. Forsyth Street, 
Jacksonville. 

Tennessee—Reuben Stiefel, care of Goldsmith Company, 
Memphis, pensions Tri-State Association. 

uisiana—I. R. Jacobs, 807 Canal Street, New Orleans; presi- 

dent New Orleans Retail Shoe Dealers’ Association. 

he = gi . K. Cohen, Little Rock; vice-president Tri-State 

Ohio T. H. Siebert, care of F. & R. Lessons & Co., Columbus; 
president Ohio den th Shoe Retailers’ Associati 

Indiana—Ed art, care of Fashion Shoe a Indianapolis; 
president Indiana ~¢ Retailers’ Associatio: 

Ilinois—F. P. Meyer, 18 N. Vermillion Street, Danville; 
president Illinois Shoe Retailers’ Associa 

Iowa—E. W. Hertzler, 412 Jefferson Street, Burlington; presi- 
dent Iowa Retail Shoe Dealers’ Association. 
oun a Fedler, The Boston Shoe Company, 442 4th 


treet, 

Missouri—C. E. Williams, 6th and Franklin Avenue, St. Louis; 
president Missouri Retail Shoe Dealers’ Association. 

Michigan—J. E. Wilson, 183 Woodward Avenue, Detroit; 
president Michigan Shoe Dealers’ Association. 

Wisconsin—Wm. Schlaefer, 515 om pentane Wausau; presi- 
dent Wisconsin Shoe Retailers’ Associat' 

Minneso arles Deppey, Duluth “Glass Block, Duluth; 
president Minnesota Shoe Retailers’ Association. 


CENTRAL WEST 

South Dakota—Albert Robinson, 922 W. 3rd Street, Huron. 

Nebraska—A. L. Anderson, Wahoo; president Federation of 
Nebraska Retailers. 

Kansas—Clarence L. Brosius, 219 E. aie Avenue, Wichita; 
president Kansas Shoe Retailers’ Associat 

Oklahoma—J. W. Krueger, Ardmore; rein Oklahoma Shoe 
Retailers’ Association 

Texas—T. M. Reensies 415 Main Street, ton; pr 
Texas Shoe Retailers’ iation. 


MOUNTAIN STATES 
Utah—Hirschman Shoe Company, 118 S. Main Street, Salt 
Lake City. 
Arizona—Harry A. Drachman, 118 E. Congress Street, Tucson. 
Colorado—Harry E. Fontius, 826 16th Street, Denver. 
Wyoming—E. Mosher, | Rawiins 
New Mexico, G. J. Wolfinger, Almagordo. 


COAST AND FAR WEST 
California—Frank Werner, 422 Pacific ponene. 5 San Francisco; 
——. ay Retail Shoe Dealers 
. A. Knight, ome of Kni t =. Shoe Compeny. 
A ny ‘preideat Oregon Shoe Retailers 
Idaho—J. E. Beachy, 446 Park hmen, Idaho Falls. 
Nevada—H. zB Tait, 106 Virginia Street, Reno. 
Washington—F. P. Shockley, care of Hill Bros. Shoe Company, 
520 Riverdale Avenue, Spokane. 
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Chicago, July 15. 
HE big two-ring circus of the shoe industry of 
the Middle West started with a whirl Monday 
morning. Practically all the shoe travelers 
had their lines spread ready for the inspection of the 
visiting buyers at the Palmer House, in time for the 
early arrivals. Never before in the history of a Chi- 
cago shoe exposition have so many merchants visited 
the booths on the opening day of the show. Never 
before have they shown such keen interest in the 
styles and prices. In all the corridors, as well as in 
the sample rooms, small groups of merchants were 
seen comparing notes, all of them anxious to find out 
how the other fellow is solving the unprecedented 
problems with which he is faced today. 

At 2.15 p. m. President P. Meyer rapped the gavel 
for order at the annual convention of the Illinois 
Shoe Retailers’ Association, approximately 150 retail 
merchants besides a number of traveling men and 
manufacturers being present. 

At the conclusion of his address, he introduced 
John O’Connor of Chicago, past president of the Na- 
tional Shoe Retailers’ Association, who welcomed the 
out-of-town merchants and then made way for “‘Joe”’ 
Kalisky, president of the Chicago Shoe Travelers’ 
Association, who also extended a welcome and made 
the prediction that this joint meeting arrangement, 
now an experiment, would prove a permanent factor 
in shoe merchandising of the Middle West. 


Must Work Together 


Departing from the regular program, President 
Meyer then introduced Mr. Selz, of Selz, Schwab & 


HOE - EXPOSITION + 


























News of Styles 
and Prices 


Co., who launched into a talk on general business 
conditions. At the outset he said: 

**The interests of every man in the shoe busi- 
ness are mutual. The success of one depends 
upon the success of the other. Unless the re- 
tailers succeed, there can be no success for the 
manufacturer. Unless the manufacturer suc- 
ceeds, there can be no success for the tanner.”’ 

“Most retail merchants,”’ he said, “buy too many 
lines, and consequently overbuy. Every creditor 
clamors for money, and the one who makes the loud- 
est noises gets his first. Be a good customer for 
somebody who will then feel it to his interest to take 
care of you if you overbuy or finances run low.” 

Mr. Selz made an effort to find the condition of 
stock at the present time in retail stores. A dozen or 
more merchants responded to inquiry, and in nearly 
every instance it was brought out that stocks were 
heavier in both pairs and dollars than in former years. 

Mr. Selz expressed the opinion that there would 
be a shortage of felt goods, men’s house slippers and 
children’s shoes. He believes that the popular price 
of shoes at retail for Fall will be twelve dollars, and 
the under eight and ten dollar shoes will be the biggest 
sellers. John O’Connor and several of the large 
merchants in the convention coincided in this opinion. 

Mr. Selz asked the co-operation of the mer- 
chants in eliminating trade abuses such as the 
unwarranted return of merchandise, cancell:- 
tion of orders and delinquent payment of bill-. 
He in turn was asked whether in his opinion i' 
was legitimate to cancel shoes on back orde* 
thirty days or more after shipping dates an« 
whether it was legitimate to cancel merchan- 
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An Open Forum 
For Merchants 


dise that was shipped thirty to sixty days late. 
He agreed that, generally speaking, such can- 
cellations were legitimate. 


Compensation Discussed 


The next speaker was R. M. Atterbury, of Gales- 
burg, on “On What Basis Shall I Pay Salary and 
Who Runs the Store?” Mr. Atterbury maintained 
that the customers run the store, furnish the capital, 
determine the styles and, to a great extent, do the 
advertising. 

He outlined his plan of paying help, which consists 
of a stipulated weekly salary plus a bonus of one per 
cent of the gross sales. The fund is divided for dis- 
tribution, first on a pair basis and, second, on a dollar 
basis. 

Other speakers were W. A. Catlin, of Belvidere, 
who spoke on “Correct Fitting,” and H. G. Kemper, 
who explained the insurance plan of the National 
Shoe Retailers’ Association. 

A round table, conducted to determine to what ex- 
tent the merchants present were covered for Fall, 
elicited the information that twenty-five or more 
merchants were.covered up to 75 per cent. An equal 
number had bought 50 per cent, while a few had 
bought only 10 per cent. At another round table the 
consensus of opinion was that cut-price sales are 
more of a habit than a necessity. If a merchant is 
careful in his buying, they agreed, he can ordinarily 
get rid of his odds and ends by cutting the prices and 
merchandising shoes in a regular way. 


Tuesday’s Session 


The entire forenoon of the second day was given 
over to inspection of displays at the Palmer House. 





(Drwention of te ILLINOIS « SHOE. 
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Many merchants seemed to be of the opinion that, 
in view of the many cut-price sales, it would be diffi- 
cult to re-establish a reputation for oxfords that will 
permit them to be sold at a normal and reasonable 
profit. Consequently, the trade is already inquiring 
about when the new Fall boots will be in. During 
the afternoon session a round table discussion was 
conducted on shoe styles where the same sentiment 
seemed to prevail. As one merchant put it: 

“Style all the while is the motto that means future 
prosperity to the shoe industry.” 


Fancy Shoes Essential 


Tom Sherman of Memphis, Tennessee, said that 
any shoe man who attempts to kill fancy shoes had 
better get out of the business. Women in Tennessee 
do not buy boots in September and October because 
they need them for protection against weather, but 
because boots are the style. They do not buy oxfords 
and pumps in February because of hot weather, but 
because low-cuts are the style. In the opinion of 
Mr. Sherman, $15 and down will be the prices the 
public will be willing to pay for shoes this Fall. The 
same sentiment was expressed by President Meyers, 
Tom Folrath of Decatur, Ben Schulien of Sioux City, 
Ia., and prominent merchants from other States. 


Federal Control Attacked 
The federal control of business was the subject of 
a paper by R. D. Hamblin of Monmouth, Ill. He 
attacked the federal control of private business as 
undesirable and bad. Any legislation, he said, that 
is unpopular is seldom good legislation, is hard to 
enforce and does not add to the public respect for 


law. 
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Speaks on European Conditions 


E. B. Terhune electrified his audience, and at the 
close received a rising vote of thanks for his delinea- 
tion of European conditions today as they affected 
American business. In opening his address the 


speaker said he felt many American business men, 
and especially shoe men, have an unwarranted case 


of blues. 
In referring to conditions in America, Mr. Terhune 


said that in his opinion the conditions from which we 
were suffering at the present time are largely due to 
the lack of export trade in shoes and leathers; that 
the rate of exchange is the principal cause for the 
lack of export business which this country should be 
enjoying at the present time. Referring again to do- 
mestic business conditions, Mr. Terhune expressed 
himself as an optimist and unwilling to believe that 
we were facing a business panic. The present con- 
dition is not due to over-production but to temporary 
congestion, largely brought about because our har- 
bors are locked up by the discrepancies in inter- 
national exchange. 

**The shoe business,”’ he said, “Shas been go- 
ing at high speed. With easy riding we have 
recently struck some rough places and some 
cobblestones, but within a few months we will 
again be back on the smooth macadam. Other 
spots will undoubtedly be met with in the fu- 
ture, but they will gradually grow less until 
finally we reach a new normal price level.”’ 


Meyer Again Made President 
The ‘principal features of the last day’s sessions 
were the election of officers and the adoption of 
resolutions. 
Frank P. Meyer of Danville was again elected 
president—an unusual honor and one probably with- 
out precedent in the history of retail shoe merchants’ 


FRANK A. MAHLER 
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CHARLES W. EVANS~ 


associations in this country. Other officers named 
were: Vice-president, A. H. Simon, Chicago; secre- 
tary and treasurer, L. S. Wynes, Moline. Directors 
for three years—Lyle S. Abbott, Canton; F. W. Sie- 
bert, Springfield; Tom Folrath, Decatur; director 
for two years, R. Huber, Peoria. Date and conven- 
tion city for next city were left to their discretion. 

Of the resolutions the most important was the 
first, dealing with cancellations, rejections and re- 
turns. Its text is as follows: 


““Resolved—That we most heartily commend the 
splendid declaration of policy as to cancellation of 
orders, promulgated in the bulletin of May 2, 1920, 
from the National Boot and Shoe Manufacturers’ 
Association, the National Shoe Wholesalers’ Asso- 
ciation and the National Shoe Retailers’ Association, 
in establishing a definite thirty-day period of grace 
as being fair to manufacturers and retailers alike: 
that we put our business practice upon the same plane 
on which we hold our individual personal honor, ask- 
ing the same from others; urging our members to use 
proper consideration before committing themselves 
to obligations, but after an order is placed and ac- 
cepted in good faith, that its terms should be held 
binding upon all parties concerned. When every- 
body in the trade will ‘take their own medicine’ the 
boomerang effects of cancellations will be cured.” 


(In the Commercial Traveler department of th: 
“Boot and Shoe Recorder’’ we publish this week th 
full report of the address made by Ralph Stadeker. 
one of the best-known of the Chicago Shoe Traveler 
before the Illinois convention. From time to tin” 
other addresses made by commercial traveler: 
throughout the country will be published in this de. 
partment—also articles written and signed by thes 
trade ambassadors of the road.) 
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Travelers’ Outing to Follow Philadelphia Show 


Complete Footwear Exhibit Program Announced— 


Philadelphia, July 14. 
GodeouhforViliceRee You could hardly say, as one might 


in writing of a boxing contest, that 
Philadelphia awaits the stroke of the 
gong, but something closely akin to 


Bee 


Sh Ge Ste? that air of expectancy which is sug- 
gested by the figure of speech reigns 
among Philadelphia shoemen as they 

Anat Goan ste; take stock for the last time of their 


jad enough for Jou preparations for the Footwear Style 
Show which opens Monday in the 
sellevue Stratford. 

The completed program has been announced—the 
jinal touches have been added—and nothing remains 
except to welcome the merchants who are headed 
ihis way and to prove to them that Philadelphia 
is the home not only of good shoes but of many good 
shoes as well. 

A Terrific Baseball Game 


Incidentally, the end of the Style Show at 10 o’clock 
Tuesday night will not be the end of the festivities, for 
on the following day will be held the annual outing 
of the Philadelphia Shoe Travelers’ Association. 

Having done their bit by acting as a reception 
committee at the Style Show they will repair in 
automobiles to the grounds of the Philadelphia Rifle 
Club and there stage something so different from 
a style show that feeble words (or even some which are 
anything but feeble) fail mis- 
erably in attempting to de- 
scribe it. 

What the program refers to 
as a ball game will be nothing 
less than an epic encounter, 
followed by field sports and a 
dinner guaranteed to outdo 
anything ever produced in the 
state of Pennsylvania. Music 
will be another feature. Pres- 
ident Frank Oberfield of the 
travelers is entitled to much 
of the credit for the fun which 
will cause the day to be long 
remembered. 


Official Program 
Announced 





Following is the complete 
three-day program: 


Ready for Opening on Monday. 





July 19—10.00 a.m., Registration and Reception; 12 m., 
Lunch Recess; 2.00 p.m., Musical Concert; 5.30 p.m., Dinner 
Recess; 7.15 p.m., Balcony open to Ladies; 7.30 p.m., ‘Motion 
Pictures and Musical Concert; 10.00 p.m., Closing Hour. 

(Inspection of Exhibits from 10 a.m. to 5.30 p.m.) 

July 20—10.00 a.m., Registration; 11.00 a.m., Musical 
Concert; 12 m., Lunch Recess; 2.00 p.m., Musical Concert; 
5.30 p.m., Evening Recess; 7.15 p.m., Balcony open to Ladies; 
7.30 p.m., Motion Pictures; 10.00 p.m., Closing Hour. 

(Inspection of Exhibits from 10 a.m. to 5.30 p.m.) _ 

Jaly 21—Philadelphia Shoe Travelers’ Association Outing. 
10.00 a.m., Auto Parade, Forming at Broad and Thompson 
Streets, to the Philadelphia Rifle Club’s grounds. Tabor 
Station (Reading). 11 a.m., Baseball Game; 12.30 p.m., 
Sports; 1.30 p.m., Dinner. 

(Good speeches, Music and Novelties) 





Two Veteran Shoemen Die 

Boston, July 16—Two veteran shoemen—warm 
friends—passed away this week. One, Joel C. Page, 
was the first traveling shoe salesman in the United 
States and vice-president of the first traveling shoe 
salesmen’s association ever organized. The other, 
Henry M. Currier, had been connected with the 
wholesale shoe trade since 1872. 

Mr. Page died at his home in Melrose, Mass., 
July 14, at the age of 88 years—two years short of the 
span for which he had frequently been heard to wish. 
He was an optimist and a worker—therefore a success. 
A more extended account of his remarkable career will 
appear in next week’s issue of the ‘‘Recorder.”’ 

Mr. Currier, who was sole 
owner of H. M. Currier & Co., 
died a few hours following 
the death of his friend, at his 
home in Wellesley Hills. 

The funerals of both were 
held Friday afternoon, July 
16. 





Are Stocks Unusu- 
ally Low 


Shoe merchants returned 
many goods, and are selling 
what they kept, the pleasant 
Summer weather aiding them 
much. So stocks of low shoes 
should be small by the end 
of the season. Stocks of boots 
are small. according to com- 
mon reports. 
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FRANK R. BRIGGS 


President and Chairman of Executive 
Committee 
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Chairman of Board of Directors 
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ALBERT N. BLAKE 


Chairman of Style Show Committee 
and in Charge of Lynn Display 


diiais Shoe Style Show 


Boston, July 16. 


market vitally interesting this season is the 
fact that under one roof at Mechanics Hall 
next week 180 exhibitors will show all lines of mer- 
chandise under conditions exceptionally favorable to 


Oe big reason why you will find the Boston 


the buyer. A market place with footwear and ma- 
terials in open display under one roof permits of a 
test by comparison of values and qualities that insures 
every advantage to the buyer. Competition engen- 
dered by such a test proves itself of service to the 
trade. Examination of lines that will be shown 
gives you some idea of how you can apply the measur- 
ing stick of comparisons to the merchandise that you 
have been accustomed to sell. 

The style show as a runway feature will permit of 
the showing of 400 pairs of shoes on models—shows 
every evening. Wednesday and Thursday will be 
separated into two divisions—first, a show of style 
with credit to the manufacturer; and second, a show 
of advanced tendencies in style, provided by the 
Style Show Committee. This advanced portrayal of 
new styles will prove most interesting. 

A big gathering in Mechanics Building of New Eng- 


land shoe merchants is predicted as the result of a . 


call sent out by W. W. Willson, general chairman and 
J. J. Buckiey, president of the Massachusetts Retail 
Shoe Merchants’ Association. Wednesday, July 21, 
will be shoe merchants’ day with an open forum on 
trade conditions. On Thursday, manufacturers and 
wholesalers will be invited to participate in the con- 


vention. A general invitation sent the country over 
promises an attendance of many merchants, both to 
see and to buy, and to profit from attendance at the 
National Shoe and Leather Exposition and Style 


Show. 
New England Merchants’ Program 

The third annual convention of New England Re- 
tail Shoe Merchants will be held in Paul Revere Hall, 
Mechanics Building, Boston, July 20-24. The pro- 
gram is as follows: 

Tuesday, July 20, 10 a. m., Copley Plaza Hotel—Meeting 
of the directors of the Nationai Shoe Retailers’ Association. 

2.00 p. m., joint conference of retailers, manufacturers, 
wholesalers and tanners. 

Registration of retailers and distribution of badges at the 
entrance of Mechanics Building, all day. (No charge for this.) 

Inspection of exhibits. 

Evening, left open to delegates without a set program. 

Wednesday, July 21, 10 a. m.—First sessions of New Eng- 
land Retail Shoe Merchants, Third Annual Convention, will 
be called to order by W. W. Willson. 

J. J. Buckley, president, extends greeting on behalf of the 
Massachusetts Retail Shoe Merchants’ Association, to the 
shoe men of the United States. 

Frank R. Briggs extends welcome to the visiting sho« re- 
tailers on behalf of the National Shoe and Leather Exposition 
and Style Show. 

James P. Orr, president of the N.S. R. A.; A. C. McGowin, 
ex-president of the N. S. R. A. and A. H. Geuting, ex-p:esi- 
dent of the N. S. R. A. will be present and will give tal's. 


Important Subjects will be Treated by Prominent S'10¢ 
Merchants 


Subjects in keeping with the occasion may be offered {om 
the floor. 
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W. W. WILLSON HERBERT T. DRAKE CHARLES F. MAXWELL 


Chairman of Hospitality Committee Chairman of Publicity Committee and Official Representative of the Boston 
Third Vice-President Shoe Trades’ Club 











An open forum discussion from the floor will take place Evening, visit Style Show. 










on the following subjects: Friday, July 23—Outing for shoemen along the North 
“Cause of Present Conditions.” Shore under the auspices of the Boston Shoe Travelers’ 
” Merchandising Conditions Today.” Association. Make arrangements through William Noll, 
“Basic Conditions for the Next Six Months.” care of Foster Rubber Company, 105 Federal Street, Boston, i 
“Some Thoughts on What You Should Buy and How Mass. 
to Operate.” Saturday, July 24, closing of the National Shoe and Leather 
“Ethics on Manufacturers’ Sales.” Exposition and Style Show. 





“Who Cancelled the Orders, Retailers or Wholesalers?’ 

2.30 p. m., Lt. Gov. Channing H. Cox and Mayor Andrew J. 
Peters introduced. 

An open forum discussion from the floor will take place P. rogram : 
on the following subjects: i 

‘Should Orders be Placed as far in Advance as Heretofore?” 

“Should Retailers be Allowed to Change the Details of the 
Order before Shoes are Cut.” 

“Arbitration Committee on Cancellations,—Manufac- 


turer, Wholesaler and Retailer.” es 
Association, the Copley-Plaza, July 20, 10 a. m. 


“Twenty-five New Ideas in Women’s Shoes.” “ . 

“Manufacturers Selling Direct to Corporations or Direct Third Annual Convention of the New England Re- 
to the Consumer?”’ tail Shoe Dealers, Paul Revere Hall, Mechanics’ Build- 

“Question of Organizing a New England Federation of State ing, July 21, forenoon and afternoon, and July 22 fore- 


and Local Associations to be Known as ‘New England Federa- earned 
tion of Retail Shoe Merchants’ Association.’ ” National Shoe and Leather Trades Conference, Paul 


Finishing the set program. Revere Hall, Mechanics’ Building, July 23,3 p. m. 
Evening, visit Style Show. Addresses by prominent representatives of the allied 


Thursday, July 22, 2 p. m.—Joint meeting and conference industries. si 
of members of the allied shoe and leather trade of the United Meeting of Sole and Belting Division of the Tanners’ 
States. All are welcome. Frank R. Briggs, president of the Council, Algonquin Club, Boston, July 22, 12.30 p. m. 
National Shoe and Leather Exposition and Style Show, pre- Annual Outing and Reception to the visiting buyers 
siding. of Boston Shoe Travelers’ Association, United Shoe 
Speakers: J. F. McElwain, president of the Manufac- Machinery Corporation grounds, Beverly, Mass., 
turers’ Association; A. S. Kreider, ex-president of the Manu- July 23. : 
facturers’ Association; H. I. Thayer, president of the New Shoe Factory Superintendents’ and Foremen’s Day, 
England Shoe and Leather Association; Bryon S. Watson, National Shoe and Leather Exposition, July 24. 
ex-president of the National Shoe Wholesalers’ Association; Various other Trade Meetings and Conferences to be 
James P. Orr, president of the National Shoe Retailers’ held during the week. 
Association and A. C. McGowin, ex-president of the National National Window-Dressing Competition, $1,000 in 
Shoe Retailers’ Association. Two representatives from the prizes, daily. 
Tanners’ Council. 












National Shoe and Leather Exposition—10 a. m. 
till 10 p.m., July 20, 21, 22 and 23; 10 a.m. till 
6 p. m., July 24. 

Style Shoe—July 21 and 22, 8 p. m. 

Meeting of directors of the National Shoe Retailers’ : 
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Lounge in the Onondaga Hotel, Syracuse 
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Tudor Dining Room in Onondaga Hotel, Syracuse 


— 


Better Organization Keynote of Syracuse 
Convention 


Ex-President Park Urges That Association Work Be Carried On in 
Every City 


Syracuse, N. Y., July 14. 
ORE than 200 shoe merchants, members of 
M the Retail Shoe Dealers’ Association of New 
York State, listened to the opening remarks 
of Ernest N. Park, president, in the Convention Hall 
of the Hotel Onondaga here, Monday afternoon, when 
the shoe merchants of the Empire State convened 
for their second annual convention. Following the 
community singing, Elmer -D. Gildersleeve, chaplain 
of the National Shoe Retailers’ Association, pro- 
nounced the invocation, after which there was an 
address of welcome by Mayor Henry Farmer. 
The mayor’s address was followed by an inspira- 
tional talk by Joseph O. Whitcomb, salesmanager for 
one of Syracuse’s important industries. 


Response Made by Pidgeon 


William Pidgeon, Jr., of Rochester, first vice-presi- 
dent of the association, in responding to the addresses 
of welcome, pleaded for better organization among 
merchants. He epitomized the origin of the Syracuse 
Retail Shoe Dealers’ Association and of the New 
York State Association, shoe manufacturers and other 
exhibitors who had co-operated in making the finan- 
cial end of the convention a success, and praised the 
work of President Park and his committees. 

Harry H. Phelan, of Rochester, secretary of the 
State association, reported that the Empire State 
organization now listed more than 350 members in 


good standing. President Park, in reading a paper 
entitled “The Growth and Future of Our Associa- 
tion,” pleaded for more workers so that the extensive 
plans that have been conceived by the association 
can be efficiently carried out. He derided the acts of 
Congress and also the New York State Legislature in 
passing the Lever and similar acts, and offered all 
possible support to members of the New York State 
Association who are wrongfully accused of profiteer- 
ing. Mr. Park also urged an amendment to the asso- 
ciation constitution that will make possible the ap- 
pointment of a committee whose duties it shall be to 
visit the different cities of New York State which at 
present have no organization and help line them up 
so that not only the State association will be strength- 
ened, but the National Association will be benefited 


as well. 
Talks on ‘“‘Business Efficiency”’ 


That looking after details makes for perfection and 
efficiency in business was the thought advanced by 
R. H. Kennedy of the National Cash Register Com- 
pany of Dayton, Ohio, in a talk illustrated with 
stereopticon slides and motion pictures. Mr. Ken- 
nedy spoke on “Business Efficiency.” The speak’ 
was authority for the statement that thirty-five p: 
cent of the failures in retail merchandising are due ‘\ 
incompetency and inexperience; thirty per cent i» 
lack of capital or inability to secure credit; 17.1 p«: 
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cent to specific conditions; and that fraud was: re- 
sponsible for 7.4 per cent. 

“Store organization is a valuable factor in the suc- 
cess of the retail store,” said the speaker in outlining 
the chart showing scientific retail merchandising 
which was thrown on the screen. “The merchant 
who tries to assume the burden of all the responsibil- 
ities soon finds that he has none to shoulder, for his 
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business is gone. Instead of trying to do all the work 
alone, distribute the responsibilities among your em- 
ployes. Make every salesperson, cashier, delivery 
boy or elevator man responsible for something defi- 
nite, and then see that they are keeping you informed 
as_to the progress of their work,”’ said the speaker. 


Endorses Newspaper Advertising 


Mr. Kennedy urged the retail merchants to adver- 
tise regularly and consistently in their local news- 
papers. He quoted from statistics which showed 
that from 75 to 80 per cent of the failures in the retail 
business did not advertise in their local newspapers, 
believing it better to depend on transient trade lured 
into the store by window displays. 

The speaker advocated better window displays 
and recommended that the shoe merchant select one 
of his retail salesmen with taste and ability and train 
him to trim windows as well as sell shoes. ‘‘Proper 


window lighting and the use of new and modern fix- 
tures aid in effectively showing footwear,” he said. 

Reuben Stiefel, president of the Tri-State Shoe 
Retailers’ Association, which comprises the States 
f Mississippi, Arkansas and Tennessee, spoke on the 
value of organization as an aid in building a better 
business for the retail merchant. 
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Committees Appointed 


The following committees were appointed by Presi- 
dent Park: 

Credentials Committee: Harry H. Phelan, Roch- 
ester, chairman; M. B. Hughey of Watkins,’ Jay Van 
Vranken of Poughkeepsie. 

Resolutions Committee: Ranney Webster of 
Rochester, chairman; J. L. Patten of Schenectady, 
William Angel of Cortland, E. H. Millard of Troy 
and Charles Strange of Binghamton. 

A pop concert, smoker and stag under the direction 
of Thomas Fairbain, Elmer L. Beasley, Friend Schaef- 
fer and H. C. Roy, the Entertainment Committee, 
furnished the recreation for the first night. Boxing 
bouts and vaudeville acts were run off in the Con- 
vention Hall of the hotel. 


Second Day’s Session 


“Jazz” orchestra music and community singing 
opened the second session. 

Arthur L. Evans, president of the Retail Shoe 
Salesman’s Institute of Boston, addressed the gath- 
ering on ‘Service.’ 

**The old relation between employer and em- 
ploye has been superseded by the new,”’ said 
Mr. Evans, ‘“‘in which the partnership-of-inter- 
est idea has come to the front. I am not one of 
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those who believe that either now or in the 
future labor, in any of its middle-responsible 
phases at least, will ever be admitted toa full 
share of executive management. They are not 
qualified, excepting in rare instances, for such 
management of enterprise. But a recognition 
of mutuality of interest and interdependence is 
good gospel. And where individuals show signs 
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of latent executive ability they must be afforded 
opportunity for its exercise. Make your sales- 
force a unit instead of a collection of individ- 
uals. Get them together often. Create an 
esprit de corps. Institute a co-operative spirit. 
You can do it by showing them that it is to 
their interest to do all these things. If you have 
their confidence, what can be accomplished 
will be a revelation to you. Above all, get your 
sales folks into the habit of using their heads; 
of being thinking people instead of automatons. 
The quality of work depends upon what is fun- 
neled into the brain.”’ 


Slight Price Change Expected 


Speaking on the “Problems of Production,” Major 
Charles T. Cahill of the United Shoe Machinery Com- 
pany of Boston devoted a goodly portion of his ad- 
dress to the difficulties of manufacturing footwear as 
well as the expected prices for Fall. 

“On the principle that all things that go up must 
come down,” said the speaker, “‘we are now forced to 
the realization that the peak of shoe prices has been 
reached and that the recession has begun. This is 
the time when the best judgment is needed. I take 
it that the profits of the last four years with the aver- 
age shoe merchant are now on the shelves and that 
upon his ability successfully to merchandise his pres- 
ent stock depends his financial standing in the com- 
ing year. Nobody should be misled into the belief 
that shoes are going back to the old prices. This is 
not so, and it is to be hoped that the recession from 
the extraordinary high prices which have been main- 
tained will be one of logical and orderly reductions. 

“There are many reasons for the belief that shoe 
prices will be on a relatively high scale in the coming 
Fall. While there may be a recession in prices of 
commodities used in the making of shoes, all labor 
having to do with the production of shoes will con- 
tinue high.” 

Officers Elected 


In the evening a Style Show was held at the con- 
vention headquarters. Living models, displaying 
Fall’s newest footwear, promenaded up and down 
the runway under the focus of two powerful spot- 
lights. Shoe men who came to the Salt City gather- 
ing especially to see the very newest creations for the 
coming season were bewildered at the variety as well 
as the beauty of the shoes shown. 

Officers and directors were elected as follows: 

President, William Pidgeon, Jr., Rochester; first 
vice-president, Kenneth Watters, Buffalo; second 
vice-president, H. Irving Pratt; third vice-president, 
Burt J. Gosper, Elmira; fourth vice-president, J. L. 
Patton, Schenectady; secretary, Harry H. Phelan, 
Rochester; treasurer, A. B. McCormack, Syracuse. 
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Directors for one year are those who were elected 
last year for two years. 

Directors for two years are those elected last year 
for three years, with the exception of the retirement 
of Ben Jacobson, who was made an honorary mem- 
ber and succeeded by Percy E. Hart of New York 
City. 

Directors for three years are Ernest N. Park, Syra- 
cuse; Fred Breker, Buffalo; Charles Strange, Bing- 
hamton; Willard Platner, Fort Plain, and Jay Van 
Vranken, Glens Falls. 

Chaplain, E. B. Gildersleeve, Poughkeepsie. 





Frederic F. Cutler Dead 


Was President of Shoe Retailer—Prominent in 
Club Work 


Boston, July 16—Frederic F. Cutler, president 
and treasurer of the Shoe and Leather Reporter 
and the Shoe Retailer, which latter paper he 
founded in 1898, died at his home, No. 111 Ho- 
bart Road, Newton Center, at 5.45 this morning. 
The end came suddenly, and was a distinct 
shock to his many friends in the trade. 

Mr. Cutler was a member of the Board of 
Governors of the Boston Shoe Trades’ Club, a 
member of the New England Shoe and Leather 
Association, and many other trade organiza- 
tions. He was prominent in club work, being a 
member of the Boston Athletic Association, the 
Country Club of Brookline, and the Boston 
Yacht Club. 

The members of the staff of the “‘Boot and 
Shoe Recorder”? extend their deep sympathy to 
Mr. Cutler’s co-workers on the Shoe Retailer 
and Shoe and Leather Reporter in their great 
loss. 





Record Sale of Women’s Comfort 
Shoes Is Made 


Chicago, July 16—All records for a single shoe sale 
to one retail concern have been broken by Charles 
Netcher, vice-president of the Boston Store here. 
This enterprising young merchant bought from 
Atkinson Blumenfeld Company of Boston, represented 
by Jacob J. (Jake) Blumenfeld, 101,400 pairs of 
women’s kid and cabretta comfort shoes made by the 
J. L. Walker Company of Lynn and Lewiston. The 
sale amounted to $250,000 and the transaction was 
completed within half an hour to the satisfaction of 
all concerned. 

The sale started yesterday and has proved to be 
one of the most successful sales of any retail shoe store 
or shoe department in the country. 
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Good business principles 
nake imperative a revision 
if footwear styles. The 
vomen of the country must 
e shown something new to 
nterest them this Fall. 
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The oldest principle of in- 
telligent merchandising is to 
change style when there is 
an abundance of any one 
type of footwear in the pos- 
session of the public. 














An Invigorating Development of Style in 
Footwear 


There is no such thing as mathe- 
matical certainty in style. If such 
were the case there would be noth- 
ing to prevent business from de- 
clining into the simple and 
unprofitable practice of shop-keep- 
ing. The very name “merchant” 
implies ability to “venture in 
trade.”” The development of the 
artistic impulse in the shoe industry 

in a buyer’s season comes into full flood only when 
supply exceeds demand. The tendency when de- 
mand exceeds supply is to design and manufacture by 
the easiest possible methods from the tanner to the 
shoe merchant. 

The present style period is simply an invigorating 
development made imperative by the demands of 
business. Women of this country must be shown 
something new to make them interested this Fall. 
It is the oldest principle of intelligent merchandising 
to change style when there is an abundance of any 
one type of footwear in the hands of the public. 


The French Last Didn’t Last 


There is simply no possibility of certainty in pre- 
dicting the scope or extent of the vogue on any par- 
ticular model which may become the style. Take the 
array of style ideas which has been developed the 
past five months. 

Of the French last this can be said. It flashed 
quickly into favor, had a short run and dropped dead. 
Predictions to this effect were made by the “Recorder” 
in advance of the development of this style. 


The better style, such as the Theo, developed very 
quickly and is rapidly going through the city trade 
and into the towns and may, perhaps, develop into a 
semi-staple. ; 


An Undue Share of Attention 


Still again, another style will develop slowly, and 
by reason of some combination of circumstances, a 
later season will militate against it, and it will die out. 
No two types of style ever progressed side by side 
with equal rapidity, even though they started on equal 
terms. 

There is an indication that the cut-out boot will be 
popular as a novelty, but its popularity is due mostly 
to the fact that there is always a tendency to focus an 
undue share of attention on what is new. A few 
dozen pairs per live store is the present development 
of that style as spice to a stock of regular shoes. 


Variety in Pattern 


It is well to plan ahead, and, in trying to lift the 
style veil of the future, to remember what the recent 
past has been with reference to any style change in 
material, ornamentation, and what-not. The buyer 
is best equipped who has made the most careful study. 
For a year the “Recorder” has featured Paris pat- 
terns. The fact that the Frenchmen give to their 
stock of shoes almost infinite variety on one type of 
last is indicative of what can be done to develop style 
and individuality through patterns. 

The adherence to mass production in the United 
States the past few years has made variety in pat- 
terns practically impossible. A return to a buyer’s 
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popular demand. 


An Analysis of Styles 


In an analysis of the latest style development for 
Fall, we crystalize the following facts: 

On vamps, make your purchases upon the 314 and 
3 5-8 lines with heels not over two inches in height and 
look well to the development of the Cuban Louis heel, 


New Boots at 10 Inches 


Indications are that a ten-inch boot will prove ac- 
ceptable to women of fashion. Remember that the 
top line at this height needs some irregularity or 
broken line, for the straight top is not in itself par- 
ticularly interesting at that height. Be sure that top 
patterns are built wide enough to prevent the gaping 
lace stays. 


The Effect of Newness on Price 


Shoes have got to be different this season to com- 
mand the price. Merchants are not going to get the 
top price for ordinary shoes. So look well to develop- 
ment of open-front and cut-out boots. There is much 
merit to the revival of blue leather in novelty foot- 
wear. One of the smart shoes now in the making is a 
ten-inch patent boot with a red under-lay under the 
punchings and carrying a red heel—‘‘a la Carmencita.” 
This boot has Cuban Louis heels. A boot of similar 
style value is satin over patent. 

That combination will prove most salable which 
sticks to the combination of two materials of the same 
color. For example, black suede and black kid or calf. 
Or in the browns develop a combination of two ma- 
terials in practically the same shade. 


The Blucher May Come Back 


The return of natural tan and golden brown in 
style footwear is to be commended, for it breaks the 
monotony of very dark browns and tans that have 
prevailed for four years. In the low shoes keep a 
friendly eye on the blucher patterns. It is due for a 
return engagement, particularly inasmuch as high 
throat pumps and bals have made sensitive the 
muscles at the throat of the foot. 

In the strap effects there is a turn 
from the ribbon tie towards the 
buckle fastening. The buckle fas- 
tening is not of the old buckle type, 
but rather of simple clutch-grip fas- 
tening. The face of the buckle can 
be of white metal or in the enamel. 
It can be engraved with initials or 
simply bordered in line. 

The worked eyelets are also a 
noticeable style feature. 
There is no lack of new ideas. 


No 








market, however, makes it necessary to stimulate . 
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store need languish for lack of new styles with such 
an abundance of novelties. Look out for radicalism 
and an excess of freakishness. Shoes to sell must 
have practical features to interest the people. 

The novelty can be there, in combination with 
the practical, without violating good taste. We 
look for a smartness in style in keeping with the 
demand for something to stimulate style. 


The Ultimate Net Profit Comes Only After a 
Study of These Factors 


The appropriateness of style selection; a fair 
profit; grading staples to a profitable price; analysis 
of past stock records; influence of season, events and 
competition; classes of customers; their tastes next 
season; influence of dress and local customs; past 
fitting experience; new fields for sales; flexible 
policies to cover novelty speculation; date of dis- 
count payments; date of deliveries. - 


Shoe Judgment on Duty 


Your own shoe judgment needs to be on duty six 
days a week. 

You are responsible; you are to decide what shoes 
are to go on your shelves, and you should use your own 
judgment when reading shoe style news, or inspecting 
shoe illustrations. That full measure of attention 
should be given as you would use in viewing the 
samples presented by the salesman. 


Will It Sell 


Apply it to your local community. You know your 
own trade and your town best. You know that de- 
mand varies. Test it by “Will it sell in this 
town?” 

If you maintain your proper attitude of judgment 
you are not likely to be misled. Apply the acid test, 
“Will it fit right?”’ Measure it by some past per- 
formance laid down in black and white, in pairs sold, 
as shown by your stock record—but add a _ proper 
increase to cover anticipated growth. 


News of Style 


The “Recorder” is steadily en- 
deavoring to get at the best in 
shoe production. The general 
style reviews presented are the re- 
sult of careful observation, backed 
by practical experience and guided 
by an earnest desire to give you 
information that is correct, sane 
reasonable and practical, as well as 
up-to-date. The “‘Recorder’s”’ Fal! 
Styles Showing is the first in the 
field, and what is more, it i- 
reliable. 
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SEASON for novelty — 
styles aplenty — a ten- 
inch boot, satin over 
patent and Miss Looking- 
For-Attention forgets the 
dozen pairs of slippers 
from the ‘‘mid-season fol- 
lies of 1920” put on by 
the retail shoe industry. 
We want a close-up of 
your mind on this style— 
combination as you please, 
but in height 10,inches, for 
newness and a freshness 
to shoe selling early this 
Fall. Never a straight 
top on so high a boot and 
no skinny tops either— 
get the pattern right. 


Posed by Dorothy Dalton 
Paramount Star 


Especially for the Boot 
and Shoe Recorder 





Posed by Edith Roberts 
Universal Star 


Especially for the Boot 
and Shoe Recorder 


PEN fronts and clever 
cut-outs show a de- 
velopment of the artistic 
impulses of the trade. 
There is simply no possi- 
bility of certainty in pre- 
dicting the scope or extent 
of the vogue of any par- 
ticular style which may 
become the fashion. The 
“Recorder” was first to 
show the cut-out boot—it 
is now flashing into favor. 





Posed by Peggy O’Dare 


Universal Star 


Especially for the Boot 
and Shoe Recorder 


HERE never was a time 
in the history of the 
trade when shoe styles 
appear more rapidly and 
are more radical than now. 
Don’t scoff at this button 
effect with an open front 
—it is the smartest boot 
on the trim foot of Miss 
Style that we have ever 
seen. It is in blue kid 
topping over a_ golden 
brown forepart. Super- 
fluity of novelty—an 
abundance of unnecessary 
radicaiism—yet who can 
say it is impossible. 





ANDSOME éssstyles_ are 
in the making’ with 
the clever pattern-maker 
as usual—not the fantas- 
tic cuttings of a knife, but 
the well-thought-out new 
features. The public can 
be influenced, swayed 
and guided toward new 
cut-out patterns—it will 
take quick merchandising 
to make the _ novelties 
profitably popular. Here 
we have a gray boot, with 
lace to match. Why not 
gray if the thought is 
utility of all the materials 
that make for distinction 
in style footwear? 


Posed by Anne Cornwall 
Universal Star 
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ror a style unique see 


the able handiwork of 
a Paris designer—the 
throat cut low and not 
too tight—the waist band 
in position right and just 
above a jeweled buckle. 
So is new style created. 
If the season continues 
as it gives promise, it will 
mean pleasant surprises 
to the public in the infin- 
ite variety of fashionable 
footwear. When a hair- 
comb cost $75 and a pair 
of hose $15, why not a fair 
price for this new style in 
blue? 


Posed by Beebe Daniels 
Paramount-Artcraft Star 


Especially for the Boot 
and Shoe Recorder 





Posed by Marjorie Daw 
Paramount-Artcraft Star 


Especially for the Boot 
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OW about a smart blucher 
for newness in style? 
Especially good, we say, 
considering bluchers have 
been out long enough 
to be due “a _ return 
showing.” ‘Think of 
the sore throats caused 
by some bals and pumps, 
and you get another rea- 
son for a pliable adjust- 
ment. Brown Suede with 
lace band in brown calf— 
also revealing brown calf 
under punchings. Of the 
style value of this model 
oxford we are confident. 





Posed by Alta Allen 
Fox Star 
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ERE is an easy brogue 
to look at—it is well 
within the bounds of 
good taste as well as good 
style sense. As there is a 
marked difference between 
women’s shoes intended 
for street wear and those 
intended for dress wear, 
consider this Class A— 
service and smartness 
with something absolute- 
ly new in throat and 
brogue lines. 





LUE in kid and suede 
and the combination of 
the two makes a style 
which cannot be forgot- 
ten. Would that the 
flickering screen gave the 
colors! Again Paris gives 
us an idea for style. Per- 
haps your community has 
had bows a-plenty—well, 
try buckles instead. 
heel in Cuban Louis shap- 
ing is the best new feature 
to be noted. The dull 
leathers have had their 
sway. ‘Try the brighter 
leathers when style must 
serve and sell. 


Posed by Mildred Moore 
Universal Star 
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ET us put the perfo- 
ration into the vamp 
and upper to simulate the 
brogue, and there you 
have it—a walking oxford 
—without the “‘strap that 
binds.” There area lot 
of regular women who 
keep offices and businesses 
a-going with such good 
sense as suggests footwear 
appropriate to the utility 
given. When the ten- 
dency is to focus an un- 
due share of attention 
upon the novelty of a 
season, never forget that 
it is the safe-smart styles 
that build up the volume. 


Posed by May Bus 
Universal Star 


Especially for the 
and Shoe Recorder 
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Posed by Lois Wilson 
Paramount-Artcraft Star 


Especially for the Boot 
and Shoe Recorder 
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PORTS in the program 
of health assume a much 
larger place with each 
coming season. Sturdy 
footwear comes into de- 
mand, and let this be one 
season when the sporting- 
goods store will not have 
the entire trade. Con- 
stant nibbling—first the 
drug store with bath- 
ing shoes and then the 
sport-shop with athletic 
footwear—and ere long 
the shoe store will be an 
emporium of safe but 
slow staples. 





Eddie Lee 
Lyons Moran 
Universal Universal 
Star Star 


Posed Especially for the 
Boot and Shoe Recorder 


ETTER fitting values 
in brogue effects give 
token of the future of 
these styles. Here are 
two clever patterns in 
Scotch grain for the ox- 
ford and golden brown 
calf for the boot—a smart- 
ness of color in each with- 
out that dismal off-shade 
of brown which at night 
is neither brown nor 
black, but will “get by” 
as either. More shoes 
for “style value” and 
your men’s business be- 
comes the most active 
profit-maker. The coun- 
try has found out that 
two million men return- 
ing from war made busi- 
ness better and smarter 
—so let’s “carry on.” 





Posed by George Walsh 


Fox Star 


Especially for the Boot 
and Shoe Recorder 


ERT MONROE AND 
Paul Jones have 
found that few things are 
more difficult than the 
obtaining of ‘“‘he-men”’ 
for models on the style 
show runways. Yet what 
can be smarter in style 
than the young man who 
divides his pay envelope 
50-50 clothes and eats. 
We persuaded Mr. Walsh 
to doll up ‘“October- 
morn” in a pair of bals, 
“smoke” buck tops over 
“Chippendale” vamps, 
with fibre soles—a_ vari- 
ety of materials stimu- 
lant of novelty. 








Posed by Harry Carey 
Universal Star 


Especially for the Boot 
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ATENT LEATHER has 
of course never been 
superseded for _ strict- 
ly dress shoes, and with 
the promise that the so- 
cial season will be larger 
than ever this Fall and 
Winter—consider well 
footwear for formal util- 
ity. As to the hat Mr. 
Carey is wearing, it isn’t 
half as out of place as 
the cordovan boots worn 
by a_ well-known shoe 
man at the Convention 
Ball. 
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Here Are the “Makins” of a First-Class Shoe 


It Is Up to the Trade as to How the Ingredients Shall Be Assembled 
in Order to Meet with Popular Favor 


plicated in its construction as the shoe. Per- 

haps the very fact that it needs so many in- 
gredients makes the problem of shoe manufacturing 
seem the most important item in the industry. The 
assembling of the various parts of the shoes is a highly 
technical process and the losses that can come through 
errors of production are many. 


TL pices is no article of wearing apparel so com- 


Trading Instinct Developed 


The development of the trading instinct in a season 
that is a buyer’s period is bound to result in an im- 
provement in quality in footwear. Selection will be 
more careful, and every effort toward economy will 
be made. 

The forces of intense competition are at work. The 
retail shoe merchant and the public will be the ulti- 
mate gainers. Here are three examples of the de- 
velopment of the trading instinct. 

One factory, after taking a $100,000 loss on its calf- 
skins, which it had owned for four months, has figured 
the shoes with every possible economy and despite 
that loss and their efforts to “sharpen the pencil,”’ the 


shoes will cost them 18 cents per pair more than the 
cost of similar shoes last September. 

Another manufacturer. after taking a loss on the 
materials already owned and purchasing some in the 
open market, is able to figure Fall shoes at 75 cents 
less than the footwear of last season. 

Another manufacturer with no large stock of ma- 
terial on hand goes into the open market and simply 
because there is no activity in the supplies line is able 
to figure his shoes at $1.10 less than a year ago. 


In the Face of Intense Competition 


This is cold, calculating shoe pricing. It is the 
effort to bring the cost down. It is the science of try- 
ing to serve the merchant on a buyer’s market in the 
face of intense competition. There is one thing, how- 
ever, that will compensate for the fact that there is to 
be no big drop downward in prices of shoes and that is 
that shoes made will be better merchandise. 


Time for ‘“‘Last Testing” 


The shoes will be more salable because the lasts will 
be tested. One of the big errors of the past season 
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Interior View of Shoe Department in Store of the H. & S. Pogue Co., Cincinnati 





was the extreme length of lasts in low effects. One 
four and one-half-inch vamp on the size stick was 
figured to be a 51% size. It had a long slim toe but 
when tested, proved to have only the actual fitting 
area of a size 4. The foot had been crowded into a 
pair of shoes a size and one-half too short for the foot, 
and three sizes too short for the length of the shoe 
covering the normal extension given in shoe stores. 
It is obvious that such a shoe is wrong and that it was 
bad merchandise at any price. 

With the return to the 34% and 35-inch vamp, 
there will be an improvement in fitting values that 
will justify the services of the industry and the shoe 
merchant and the fitter. With a good selection of 
materials available, a proper testing of the lasts, a 
distinction of pattern and a fair price, there is hope 
for the coming season’s business, but all four of these 
items have got to be considered, with accuracy and 
economy. 


“When’’—a Whole Flock of Them 


When did you inspect your insurance policies last? 
When did you last inventory? 


When did you compare the prices marked on your 
goods in stock with the prices of your competitors? 


When did you refresh your mind by comparison of 
profits made? 


When do you make it a point to assemble your 
clerks and helpers in a business meeting? 

When did you last encourage your helpers and say 
“Well done!’’? 

When did you go carefully through your duplicate 
stock? 

When did you last clean and polish show cases? 

When did you last examine fire buckets and equip- 
ment, so if fire should break out in your store you 
will be prepared to fight it? 


The Goods on the Top Shelf 


When do you examine the goods on the top shelf, 
under the last counter and that obscure bin? 

When did you last examine the window curtains, 
awnings and signs of your store, so they will not re- 
flect on the neatness of your establishment? 

When last did you remove soiled drapery in the 
windows and in the show cases? 

When did you compare the sales averages of your 
clerks, and can you tell what percentage it costs to 
sell your goods? 

When last did you charge off a certain sum for 
depreciation? 

When did you last examine lighting, telephone and 
heating contracts, and are you sure you are getting 
the best prices and rates on all? 

When do you last recall asking a debtor for money? 
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Prosperity Predicted by Frank P. Meyer 


1919 President of I. S. R. A. Makes Stirring Address Before 


Chicago Convention 


ultra culture for the shoe man,” said Frank P. 

Meyer in his annual message delivered before 
the I.S. R. A. convention. “The shoe man who does 
not attend them is like the schoolboy who quits at 
the end of the sixth grade. He is an unfinished prod- 
uct. He lacks the niceties of the profession. He is 
and always will be untutored in the finer ethics -of 
the game. 

“The past five convention years have been the 
renaissance period for the shoe 
craft. They have educated and 
elevated us from. the cobbler 
class to the merchant class. 
Through the convention college 
we have found the paths of prog- 
ress in spite of the asinine attacks 
of pettifogging legislators. 

“Our National association has 
been a very bulwark of pro- 
tection during the insidious at- 
tacks of the Seigle, the McNary 
bills and others. Our attorneys 
at Washington have prevented 
the introduction of many other 
proposed inimical legislation. 
The National certainly deserves 
our solid support. 

“The National Association is 
responsible for what present pros- 
perity we enjoy, and to the Na- 
tional Association we are indebt- 
ed for the failure of the pettifoggers to embarrass us. 


. CONSIDER these conventions the college of 


Years of Prosperity Predicted 


“Shoe men are in better condition right now than 
ever before in the history of the business. The bad 
weather the early part of the season seemed to be 
against us, but the rush of business that accompanied 
the nice weather following proved that the people 
were hungry for shoes. As long as the public has the 
money with which to buy and the spirit to buy, all 
the Wall Streets in the universe can’t bring on a 
panic. The public seems to have both the money 
and the spirit. : 

“In contemplating the future, I can see nothing 
but continued prosperity for at least five coming 
years. On every hand we find the same condition— 
an excess of demand over supply. Statisticians tell 
us that we are four million men short in our common 
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labor fields. The bulletin boards of employment 
agencies throughout the United States are plastered 
with advertisements for common laborers. The least 
they are offering is sixty cents an hour—and they go 
as high as eighty cents. In addition, an offer of free 
transportation is made. Migration is exceeding im- 
migration, and these labor jobs will have to be filled 
with Americans. 
“Statisticians again tell us that we are four million 
houses short of taking care of our population in this 
country. The building of them 
means business for many crafts. 
All the railroads are making prep- 
arations for extensive improve- 
ments this Fall. and Summer. 
This means millions more of 
American dollars in circulation. 
Not so long ago, in spite of the 
high price of labor and material, 
a contract was let in this city for 
an eight-million-dollar office build- 
ing. It sure looks to me like a 
busy shoe business for Fall. 
+ * * * 


“The vilification of the shoe 
business during the last four or 
five years has created a stench 
that will require the winds of 
ages to waft away, and it has 
been as unjust and as Jibelous as 
it is insidious and should not go 
unchallenged. 

“IT defy any power or ‘fair-price commissioner’ 
to prove that shoe retailers in general have 
profiteered. The fact of the case is that the aver- 
age dealer, if forced to liquidate his stock on 
the present market, would face bankruptcy. The 
shelves of the average dealer are overburdened with 
shoes of questionable style, and unless we sit very 
steady in the boat we are apt to upset into a turbulent 


sea. 
Actual Cash Profits Are Low 


“Contrary to insinuations, our business of the last 
four years has not been conducted on the basis of re- 
placement value. We have been forced to put back 
into our business almost every cent we have gotten 
out of it, and while today our paper profits are some- 
where near satisfactory, their actual money value is 


nearly nil. 
“Of the much absurd, insidious and even insolent 
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Interior View of Shoe Department in Store of H. & S. Pogue Co., Cincinnati 





legislation that has been proposed to supposedly reg- 
ulate the shoe business during the last four or five 
years, the McNary bill grabs the guerdon. It was a 
grandstand play pure and simple, aimed to obtain 
the plaudits of a gallery, the occupants of which were 
entirely ignorant of the requirements of success in a 
commercial commodity such as shoes. McNary 
comes from Oregon, where the manufacture of shoes 
is almost unknown. The bill he proposed could in 
no way injure any of his constituents and, on the 
other hand, gave him an ideal opportunity to pose as 


a champion of the people. 


A Possible ‘*‘Backfire’’ 


“The absurdity of the McNary bill is obvious. It 
could ‘backfire’ beautifully, to the detriment of the 
very constituency he proposed to protect. 

“Suppose such a bill were passed and immediately 
the shoe manufacturers of the country made up vast 
quantities of shoes and stamped their selling price on 
them. Then suppose that enormous cancellation 
took place and these manufacturers were forced to 
sell these shoes at a fifty per cent, or greater, reduc- 
tion to the shoe merchants of Oregon. When these 
Oregon merchants stocked their stores with these 
stamped shoes, they could still add a supposed legit- 
imate profit and thus nicely get away with a bit of 
profiteering of which the greatest pettifogging ‘doper’ 
in the land could not possibly have dreamed. 

“Such bills as the McNary bill, the Seigle bill and 
others of like ilk, disturbing and distinctly inimical 


to the progress of the shoe business, should be 
smothered before they start. This can be accom- 
plished only by maintaining a lobby in each 
legislature. 

“The time of dilly-dallying is done. The time to 
temporize is past. We shoe men have been as a child, 
and we have thought and acted as a child. We must 
think and act as men from now on or the pulchritude 
of a bunch of bum politicians is going to put us on 


the blink. 
A Call to Arms 


“We possess an enormous persuasive power in 
these shoe associations—the kind of power that poli- 
tics bows the knee to, and we are a bunch of babes in 
the woods if we don’t use it. We have been libeled 
and lied on to an extent that no other craft or class 
would have stood without recourse to the law or even 
the club, and we have stood by and meekly 
submitted. 

“‘We have turned the other cheek time and time 
again, and every bum that wanted to get a reputation 
as a champion of the dear people has taken a wallop 
at the poor old shoe business. We shall be untrue to 
ourselves as an association and as individuals if we 
don’t employ this power of ours to defeat the aspira- 
tions of every politician that took a wallop at us.” 





What’s in a Name? 


“Resolute Blue,” the newest color, is named for 
the yacht Resolute, the cup defender. 
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Getting “Hep” to Conditions 


From Address Made Before Illinois Convention by A. B. Caspari, 
N. S. R. A., Director and General Chairman of the 
1921 National Convention Committee 


HOE merchandising is a game peculiar to itself. In 
7 other lines of wearing apparel, fewer sizes or units 
need to be purchased to complete a style range. In 
practically every other article of wearing apparel alterations 
can be made to make the article or garment fit the customer. 
Such is not possible with shoes. . Other articles of wearing 
apparel follow the general outline of the body or the part of 
the body which it is to cover. No other article has to fit as 
snugly and completely and at the same time comfortably and 
without pain as is the case with shoes. 
There are other articles of wearing apparel 
that are just as seasonable and represent as 
large a percentage of loss as obtained in shoes 
put in no other line are season-end accumu- 
lations apt to show a greater depreciation. 


Shoe Problems Are Difficult 

The average department store has more 
trouble to show a profit in the shoe depart- 
ment than in any other department of the 
whole business. 

This is true because the methods of buying 
and selling that are successful in other de- 
partments will not work in the shoe section. 

In few other lines of merchandise is it as 
difficult to get a rapid turnover and in no de- 
partment are the odds and ends—the season- 
end accumulation as hard to dispose of. 

The exclusive shoe store has these same 
problems to meet but, unlike the depart- 
ment store, it has no other department to 
pull it out of the hole. The shoe merchant 
must sink or swim on shoes alone. 


And They Take an Eagle Eye 

Expert and alert merchandising methods 
in the shoe store are therefore imperative, 
and an eagle eye must watch every detail. 

I am convinced through observation and through contact 
with many of the big shoe merchants of the country that 
90 per cent of the big city shoe stores had an overstock on 
hand May 1, and I believe the average small town merchant 
was in about the same condition. Not only that but through 
late shipments by factories and through the most deplorable 
freight and express service the country ever witnessed in 
peace time, the average merchant had a lot more shoes com- 
ing to him at that time. 

Weather had been cold, gloomy and rainy and business had 
been rotten. The factories and banks wanted money. What 
course should the shoe merchant pursue? What sort of a 
policy did good merchandising dictate? 

The wisdom of cut price sales in mid-season which have pre- 
vailed throughout the country, has been seriously questioned, 
especially the plan of a flat 20 per cent discount all over the 
house. y 

Cut Price Sales Were Wise 


In my opinion the sales in most instances were wholly 
justified and the course pursued one of wisdom. There are 
amany reasons for this opinion. 


A. B. CASPARI 


N. S. R. A. Director and Gen- 
eral Chairman of the 1921 Mil- 
waukee Convention Committee 


Shoes had reached an unprecedented high price. The pub- 
lic had become dissatisfied and halted their buying. They 
were watching and waiting for the reduction which the news- 
papers and the Department of Justice at Washington had so 
long and so fervently promised was on the way. 

Retail shoe merchants have been shaking hands with them- 
selves for a few seasons; they have been accredited with 
making good sound profit, but in most instances that 
profit has gone back into the purchase of more pairs of shoes 
at constantly increasing prices, and is represented almost 

entirely by stock on the shelves. It is in 
other words a paper profit not represented 
by dollars in the bank but by something that 
is likely to disappear if prices should sud- 
denly slump. 


Best to Average Down 


Ever since the first of February there has 
been a well grounded feeling that shoe prices 
have reached the peak and by May 1 it was 
apparent to every alert merchant that a 
break was unavoidable. Prices were com- 
ing down and stock on the shelves had to be 
moved. 

If it is good policy to revise prices on the 
basis of replacement value when prices are 
going up, it is vastly more important to 
adopt the same policy of merchandising as 
prices decline. 

The only safe way to play the game on a 
declining market is to keep stocks at the 
lowest possible ebb and the turnover com- 
ing as rapidly as possible. 

Cut price sales have enabled merchants 
to unload a lot of styles which they did not 
want and would not rebuy. They have been 
able to reduce the overloaded stock 
and pay their bills. They will thus be 
enabled to show new merchandise for Fall on the basis of Fall 
prices, whatever they may be. 

I am convinced that this is the time to unload surplus mer- 
chandise, get out from under and convert surplus merchandise 
into cash. 

Supposing you sell a lot of $12.00 shoes for $9.50. You have 
the $9.50 to use and it will buy more shoes on the present 
market than it did when you invested it six months or three 
months ago. You can use the $9.50 but the $12.00 shoes will 
not pay any bills so long as they are on the shelf. 

A long pocketbook will talk a whole lot louder to a manu- 
facturer than a long stock on a merchant’s shelf. 


Boost for the National Convention 


Now another thought and this I think the most important 
of all. We have cast off into an unknown, turbulent sea. 
Nobody can well foresee when we will reach the other side— 
when we will again set our feet on solid ground. It is a safe 
prediction that it will be many months. 

Here we are a group of merchants representing a com- 
paratively small.area of the country expressing our thought 
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Attractive Shoe Window in Filene’s, Boston 





and exchanging ideas. Each one of us is benefitted by in this 
way getting together, rubbing elbows and profiting by the 
experience of the other. 

Next January 10, 11, 12 and 13, as you all know, there will 
be a National Convention of Retail Shoe Merchants in Mil- 
waukee. That convention will be just as representative of 
the whole country as this convention is of a small section. 
Big merchants and little merchants; city men and small town 
men will all mingle together and exchange thoughts and ideas. 
This is the way we grow, become bigger, better and more 
efficient merchants. 

The program, the entertainments and the display features 
will be on a plane never before attained by any previous con- 
vention. 

Program Entirely Different 


The program will assume a different form from any of its 
predecessors. The men in charge realize the present condi- 
tions demand a more intensive study of merchandising 
methods. Consequently more stress will be laid upon store 
problems and the things that the merchant comes into daily 
contact with, than has prevailed heretofore. 

One of the distinctive features will be a model shoe store, 
fitted up with shelving, cartons, furniture and fixtures in the 
latest and most approved style. The store will have four 
show windows and there will be an almost constant change of 
window trim. Stock keeping methods, stock records, cash 
accounting, shoe fitting, advertising, in fact every detail of 
shoe merchandising will come in illustration and explanation. 

There will be more displays of footwear and accessories 


than have ever before been presented to the merchants of 
the country. In the main the displays will be grouped— 
New England in one section, St. Louis in another, Chicago 
in another, etc., through the various shoe centers of the coun- 
try. All of this vast show will be held under one roof and will 
be one constant school of education from ten o’clock in the 
morning until 10 o’clock at night. 

A convention hall of ample proportion and of unusual 
acoustic properties will accommodate the convention while it 
is in session. 

Some of you may have heard that Milwaukee Hotel facili- 
ties are inadequate. Don’t worry about that. Milwaukee 
does not do things by halves and we do not allow our guests to 
go hungry or lie out of doors if they be worthy guests. How- 
ever, the early bird gets the worm. The sooner your reserva- 
tions are in the better, no doubt, will be your accommodations. 
Bear in mind that this is not to be a Milwaukee convention. 
It is a National Convention, your convention, of you, for 
you and if it is a success it must be by you. You cannot 
afford not to be there nor can you afford to have your competi- 
tor stay away because the better he is educated on merchan- 
dising conditions the less trouble he will make for you, so get 
a meeting with the merchants in your home town and use 
every effort to get every merchant in your town to attend the 
biggest meeting of retail merchants that has ever yet been 
held. 

The success is already assured. Have 457 display spaces 
sold, which is 150 more than total of largest shoe convention 
held so far. 
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Shoe Merchants Can Supply All Their Needs In 
Footwear by Buying from the Following Houses 


BROWN SHOE CO. 
a White House and Buster Brown 


BRAUER BROS. SHOE CO. 
Litthe Prince and Princess 
Children’s Shoes. 


DITTMAN SHOE Co. 
Milady and Nine O’Clock School Shoes. 


CENTRAL SHOE CO. 
Men’s, Women’s and Children’s Shoes. 


L. DOERR SHOE CO. 
le Shoes for Women. 


FRIEDMAN-SHELBY SHOE GO. 
Atlantic, Pacific and Red Goose Shoes. 


JAMES CLARK LEATHER Co. 
Novelty Shoes, Hood Rubbers, “‘Kew- 
fe ry ld Distributors of Mudge Old 


G. E. LIPPMAN SHOE CO. 


High Grade Shoes For Women. 


LEO GORDON SHOE CO. 
Footwear for Women. 


JOHANSEN BROS. SHOE CO. 
Makers Women’s Shoes exclusively. 
JOHNSON, STEPHENS 
& SHINKLE SHOE CO 
The Fashion Plate Shoes for Women. 
A. 8. KREIDER CO. 


akers of Best Shoes for Boys, Girls and 
the Babies. 


LUND-MAULDIN COMPANY 
Fine Shoes for Men. 


McELROY-SLOAN SHOE CO. 


Masterbilt, Super-Tred and Billiken 
Shees. 


FEnGo- WaeEn SHOE CO. 
Fine Shoes for Women—"'Pedigo Style” 


PETERS SHOE CO. 
Peters “Diamond Brand” Shoes 
aos d Special, Classic, Jewel, Weath- 
or 


neeners, JOHNSON & RAND SHOE CO. 
Patriot, Society and “Tess and Ted’’ 


7 gues co. ones 
oung ‘omen’ irls’, 
Infants’ Specialty Shoes. 


TOBER-SAIFER SHOE CO. 
Novelty Boots and Oxfords. 


WIZARD LIGHTFOOT APPLIANCE CO. 
' Adjustable Foot Appliances. 


DAVID P. WOHL SHOE Co. 
Novelty Shoes for Women. 


Boys’ and 
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We Have What You Want 
When You Want It 


STYLE SHOES 


At 
POPULAR PRICES 
Daye» FP, Weyn. SiOz Ce. 


1216 WASHINGTON AVENUE 


SeleweNO. 
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Worlds Shoe Market: 
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[STAMPED ON THE SOLE OF EVERY 


cenuIne Billiken, sHoe. 























Western Distributors 
of 


DEPENDABLE FOOTWEAR 


At a 
LOWER PRICE 
DAyAiR> I, Whoyh, Se Co», 


1216 WASHINGTON AVENUE 


SelQweNe. 
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ST. LOUIS 








THE WORLD'S SHOE MARKET 





Two 
Popular Sellers 
For Fall 


1558 


Woman’s “Lady Louis’? Dark 
Russia Calf Brogue Lace Ox- 
ford, Wing Tip, 1%-in. Mili- 


cary Heel, Welt, Vassar Last. | N ~ T O C K 


A to D Widths 


It is always our endeavor to 
keep abreast of the styles— 
to offer the merchant new, 
seasonable and stylish foot- 


wear. 


© GENTRAL SHOE 


MANUFACTURERS 
ST. LOUIS, U. S. A. 





1411 


Woman’s “Lady Louis’? Dark 
Russia Calf 5-Eyelet Lace Ox- 
ford, Cap Toe, S. S., 134-in. 
Cuban Heel, Welt, Boulevard 
Last. AA to C Widths. . $6.75 











July 17, 1920 BOOT AND SHOE RECORDER 





The Shoes That 
Are Always 
In Style 


The Laws of Nature 
Never Go Out of Style 


Billikens are built along the lines of nature, but with 
a touch that makes them nifty, stylish and artistic. 


In Billikens we combine the genius of the artistic with the laws 
of common sense, and in this manner produce a perpetual style, 
perfect and lifelike. 


If you would buy shoes that are always in style buy the Nature 
Shaped Billiken—The National Shoe for Children. 


Made only by 


At M=ElroySloan 


Shoe Company 
ST.LOUIS MISSOURI 


AUAAUUUNELANCAOUNGNOOOUEOCCHOGOGOUUNEOOOECQOOUOOOGOOUUOCONOGOESUOUOOCCOUOOUOONONOOUCOUVONOOOUOOUOCCOOOOUUOONOOOOCOUOENONNOOUEOCCOUOROOU OOOO 


RUSSELL’S “NEVER-LEAK’’ 


The Boot that Hits the True Sports- 
man and Outdoor-Man Just Right 


leather can be made. Suited for every kind of going, they 
give the limit of service and satisfaction. 


Made from chrome-tanned leathers, water-proofed in tanning. 
Skillfully made throughout and 


[tether oan be a: comfortable and as water repellent as 


THE “NEVER-RIP’’? SEAMS 
are warranted not to break or open 


Sell? Ask the Sportsman or Outdoor fellow who owns a pair—their con- 
fidence is earned by the actual service the boots render in the “going.” 


Catalog and merchants’ price list yours for the asking. 


W. C. RUSSELL MOCCASIN CO. 


BERLIN 33 33 $3 WISCONSIN 
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hion Pageant 


[HE St. Louis Fashion Pageant will 

be presented in the Municipal Open 
Air Theatre in Forest Park each Tuesday 
and Wednesday evening during the rid 
three weeks in August. 








The Pageant itself will be a spectacle of extraordinary 
splendor through the medium of which there will be pre- 
sented the latest fashions in all lines of women’s apparel. 


Tickets for admission to the Pageant will be provided 
for visiting merchants and buyers by the wholesalers 
and manufacturers of St. Louis. 


The Pageant will be particularly noteworthy in its 
showings of fashions in ladies’ ready-to-wear, millinery 


and shoes. 


The Dates Are: 
August 3, 4, 10, 11, 17, 18 


For further information address St. Louis Style Show 
Committee, 1627 Locust Street, St. Louis. 
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A. C. Lawrence Leather Co. 
Originators 


GUN METAL 
NUBUCK 
WEILDA 

BLACK DIAMOND 


Will Have a Sample Display of all 
these Leathers 


BOOTHS 69 and 70 
Mechanics Bldg., Boston 


NATIONAL SHOE and LEATHER 
EXPOSITION and STYLE SHOW 
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A BROADSIDE FROM 
Colored GUN METAL Sides 


Today’s swing toward lower-priced footwear is bringing the quality side 
leather—GUN METAL SIDES—more and more into the limelight. 


This leather unquestionably represents topmost value in the grade. It has a 
finish and feel all its own, and in service will give a quality and quantity of 
wear that satisfies even the most exacting purchaser. 


This is the side leather to which you can safely pin your faith, Mr. Dealer. 
Specify and insist upon the genuine—A. C. LAWRENCE’S Gun Metal Sides. 


We emphasize the firm name, for while we are the only ones having the right 
to the use of the trade name, GUN METAL, still it has come to be commonly 
used in describing leather of the kind. This in itself is a genuine tribute to 
the value of the REAL GUN METAL leathers, for no one would borrow the 


name of an inferior article. 








Lawrence Leathers are Reliable Leathers 








A. C. Lawrence Leather Co. 


161 South Street, Boston 


NEW YORK CHICAGO ROCHESTER 
ST. LOUIS CINCINNATI GLOVERSVILLE 





















The clerk makes a 
complete record at 


the time of the sale. 

















Fill out this coupon 
and mail it today 


Dept. 27 
The National Cash 
Register Company 
Dayton, Ohio 


Please give me full partic- 
ulars about the N. C. R. 
Credit File way of handling 
credit accounts. 


Name 





Business. 








Address. 
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The record made at the time of 

e sale is placed in the credit 
file. No further recording or 
bookkeeping is necessary. 





One writing completes the record 
of a charge sale 


by the N. C. R. method of handling 


credit accounts 


After the clerk makes the original record at the time 
of the sale, no further recording, posting, or bookkeep- 
ing is necessary until money is paid on the account. 


And every account is always kept up to the minute— 
ready for instant settlement. 


Thousands of merchants in many lines of business are 
now using this up-to-date N. C. R. Credit File. 


They find it is the safest, quickest, and most econom- 
ical credit system they could use. It saves them time 


and money. 


The National Cash Register Company, Dayton, Ohio 
Offices in all the principal cities of the world 
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HIS Plymouth Saturday Even- 

ing Post advertisement is 

just another step in the extensive 

plan to make the Plymouth the 
best known rubber heel. 


It is one of a series in this leading 
magazine 


Plymoutl, Advertising with Ply- 
mouth Quality to back it up in- 
sures satisfaction to everyone who 
wears or sells Plymouth Heels. 


Order at least part of your stock 
“Well - Heeled-by - Plymouth.” 
Your manufacturer will be glad 
to supply you. 
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Presents some of the low’ 
Heel Novelties from their 


1921 Line of White 
Shoes. 












STAPLES?] YES! 
NOVELTIES? YES! { 





> HARTMAN SHOE CO. 
HAVERHILL, MASS. 


~ MANUFACTURERS FOR THE WHOLESALE TRADE ONLY 
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FOX FOOTERY 


IS THE STANDARD OF 
FEMININE FOOTWEAR 


THE NAME IS YOUR GUARAN- 
TEE OF STYLE AND QUALITY 


SEE OUR COMPLETE LINE OF 
HIGH GRADE TURNS AND 
WELTS AT THE BOSTON 
STYLE SHOW; BOOTH 105 


CHARLES K. FOX, Inc. 


HAVERHILL MASSACHUSETTS 
BOSTON 54 LINCOLN STREET 
NEW YORK MARBRIDGE BUILDING 
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WELCOME TO THE 


OPTIMIST’S 
HEADQUARTERS 


BOOTH No. 120 


AT THE NATIONAL SHOE AND 
LEATHER EXPOSITION AND STYLE 
SHOW, JULY 20-24, AT MECHANICS 
BUILDING, BOSTON, AND SEE 


SHOES for MEN 


We have men’s styles of Goodyear Welt Shoes to 
show that will put the “ Glooms” on the benches and 
enable the ‘Sunny Side” boys to run up a big score 


GET ACQUAINTED WITH THE 
“K. B. PATENTED INNERSOLE” 
WE ARE THE ORIGINATORS 


CIVILIAN SHOE COMPANY 


WARD HILL, MASS. 
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NATIONAL SHOE & LEATHER 
EXPOSITION and STYLE SHOW~ 


Boston. Jay 20-4 
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There are several distinct reasons why dis- 
criminating shoe merchants have full confidence 
in Welch, Moss & Feehan footwear. 

Namely: 

A factory—modernly equipped—producing a superior product. 
An organization, keenly alive to their responsibilities, assuring 
stability, service, and satisfaction. 

The selection of strictly refined lasts and’patterns of highest 
merchandise value. 


The standardization of construction which permits of sane 
economies and uniform excellence of product. 


Personal supervision of departmental details, thus closely 
guarding the customers’ interests. 

Attractive prices, made possible by operating a factory along 
the above lines—maintaining a maximum output high 
quality lines at a minimum cost of operation. 


We will be very glad to have you inspect our line at our Boston 
salesroom, 183 Essex St., Room 406. 


‘WELCH, Moss & FEEHAN Co. 


113 ESSEX STREET 
HAVERHILL 


a 
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Hitch Your Heart 
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to Haverhill 





The Boston Show a Meeting Place 


tomers on a friendly as well as a business 
footing is the intent of the Haverhill shoe 
manufacturers in connection with the Boston Style 
Show. The “get together” spirit will be emphasized 
hy manufacturers and salesmen to the end that all 
may become better acquainted with the other’s 
problems. To quote a Haverhill manufacturer: 
“Primarily, the show is a meeting place where men 
interested in shoe buying and selling may exchange 
views and discuss conditions. Never was there a 
time in the history of the trade when a renewal of 
cordial relations was so vital to all. We are not think- 
ing so much of the styles we are to show as the men we 
are to meet. There is nothing equal to personal con- 
tact and intimate talks for strengthening confidence 
in one another. The Boston Show is a means to that 
end, by enabling men to meet face to face at a critical 
period in business.” 


“ YO welcome visiting merchants and to meet cus- 


Haverhill’s Diversified Products 


Since 1643 Haverhill has been identified with 
leather working and shoemaking. In modern days the 
city has been recognized as the leading center for the 
production of women’s turn footwear. In Iater years, 
welt and McKay production has been added, until 
today Haverhill stands as a composite shoe city, one 
in which all kinds of footwear are produced and in 
unlimited variety of accessories made and dealt in. 
Haverhill is the largest producer of wood heels in the 
United States, sending these adjuncts of feminine 
footwear to all parts of the world. Ornaments are also 
an important part of Haverhill’s shoe accessory pro- 
duction. 

Designers Add to Fame of City 


Skilled designers evolve original ideas which add 
grace and selling quality to slippers and pumps. 
There are many skilled pattern designers in Haverhill. 
Their work has done much to build up Haverhill’s 
reputation for novelty of style. 

The same is true of Haverhill’s last makers whose 
skill in model making is unquestioned. Sole and upper 
leather, the latter in every conceivable variety, are 
handled by scores of Haverhill concerns. Local shoe 
manufacturers enjoy the advantages of having all the 


needed materials and accessories literally at their 
doors, and of being able to obtain these in any desired 
quantity. Boston, with its unlimited market facili- 
ties, is but 33 miles distant. In short, Haverhill shoe 
manufacturers are advantageously located for the 
production of Haverhill-made footwear. Their trade 
is limited only by the confines of the civilized world. 


A “*World’s Fair’’ Shoe Style 


Reminiscent of the World’s Fair held in Chicago 
in 1893 is a shoe which will be shown in the Haverhill 
section at the Boston Exposition. Thereby hangs a 
tale of accomplishment by a shoe manufacturer then 
and now doing business in Haverhill. Among the 
Haverhill concerns which exhibited at the Chicago 
Fair twenty-seven years ago was Woodman & Howes, 
makers of women’s turn slippers. With space engaged 
and the time for style plans approaching, Mr. Wood- 
man, who was an expert pattern designer, became 
seriously ill. Mr. Howes, who was not versed in shoe 
technicalities, appealed to a young man who, although 
his name didn’t appear on the sign, held a financial 
interest in the firm. He was Joseph C. Kimball, now 
a member of the firm of Kimball & Sherman Com- 
pany of Haverhill. 


Designer Got Diploma 


Mr. Kimball had never designed a shoe pattern, 
but he volunteeered to step into the breach and do 
his best. He went at his work in a unique way by 
drawing transparent paper tightly over lasts, then 
tracing his patterns. He evolved some entirely origi- 
nal designs which were worked into white and other 
delicate colors of upper stock. The result exceeded 
the firm’s most sanguine expectations. The Kimball 
designed shoes shown at the Chicago Fair met with 
such unqualified approval from the judges that not 
only were Woodman & Howes awarded a medal for 
excellence but a personal diploma was sent to the 
designer. This diploma is now among Mr. Sherman’s 
cherished possessions. Also he has one of his shoe 
designs that has survived a lapse of more than a 
quarter of a century. It will be featured as an old- 
time style in the Kimball & Sherman Company’s 
Exhibit at the Boston Show. 





BOOT AND SHOE RECORDER July 17, 1920 


KIMBALL & SHERMAN CO. 


MANUFACTURERS OF 


LADIES’ FINE TURNS 


HAVERHILL, MASS., U.S. A. 














HAPPINESS IN POSSESSION 
HAPPINESS IN OCCUPATION 








BOSTON OFFICE AT THE BOSTON STYLE SHOW 
10 HIGH STREET BOOTH 118 
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Hitch Your Heart 





Factory Office Improvements 


During the past few years there have been notable 
improvements in many Haverhill shoe factories as 
regards office arrangements and appurtenances. 
Concerns located in the older buildings of the shoe 
district have reconstructed offices, and sample rooms, 
installed telephone switchboards, labor and time-sav- 
ing machines and other modern equipment. In 
factory buildings of recent construction, the office de- 
partments represent the most advanced ideas in 
attractiveness and convenience. 

In short, the offices of Haverhill factories, which 
were formerly given little or no attention, are now re- 
garded as worthy of serious consideration. As one 
manufacturer put it recently: 


Attractive Offices Important 


“We have discarded old-fashioned methods of 
merchandising as well as manufacturing. There is 
something more to the shoe business than merely 
running a factory. We believe, in fact we know, from 
observation and experience, that it pays to spend 
money for office and sample room fixtures and furni- 
ture. Many of our customers come to Haverhill in 
the course of a year, to say nothing of the hundreds of 
annual visitors. Our offices are the approach to our 
factory and it is through these that the caller gets 
his first impressions. If these are pleasing, he is in a 
receptive mood as regards our sales _ proposition. 
Competition is keen and up-to-date merchandising 
methods are imperative. In this respect an attrac- 
tive office plays an important part.” 


Haverhill’s Foreign Trade 


Mention of Haverhill’s shoe distribution would be 
incomplete without the mention of foreign trade 
Haverhill-made footwear is worn all over the world. 
Europe, South America, Australia, Canada and Cuba 
are fertile fields for Haverhill shoe sales. - One foreign 
country, however, stands supreme as Haverhill’s best 
customer: Cuba. It seems fairly surprising that a 
country with the area of Pennsylvania and a popula- 
tion equal to Georgia, about three millions, should 
buy more shoes than other larger and more populous 
lands, but so it is; and Cuba is today buying more 
Haverhill-made shoes than ever before. 

Millions of newly-made sugar wealth is ready for 
spending. Dainty footwear brings high prices. 
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to Haverhill 





Several Haverhill factories manufacture exclusively 
for Cuban trade, while many others cater largely to it. 
Turn slippers and boots in white and colored kid and 
patent leather are demanded by Cuban merchants. 
Many wholesalers in Havana send travelers to ad- 
jacent islands and thus increase their sales. The island 
of Cuba was never one-half as prosperous as now. 
This unprecedented prosperity is reflected in the 
greatest demand ever known for goods produced in the 
United States. Through this demand Haverhill is 
reaping a big harvest of Cuban footwear orders, at a 
time when such orders are especially welcome. 


At Boston Offices 


Practically all Haverhill manufacturers have Bos- 
ton offices where they show their lines. Wholesale 
and retail merchants who visit the Hub at certain 
seasons find manufacturers and salesmen ready with 
the newest ideas in footwear modeled into samples. 
July is always an especially busy month as regards 
trade visitors in Boston, and Haverhill shoe men are 
on the alert to welcome them. Boston offices of all 
Haverhill shoe concerns will be open every day this 
month with competent salesmen on hand, showing 
attractive models. 


What Style Will Sell? 


“We are all up in the air,” said a Haverhill shoe 
man, “‘as to what style in women’s footwear will be a 
best seller the coming season.”’ Will it be straps, ox- 
fords or Colonial pumps? One guess is as good as 
another, just now. Will there be another style craze 
like the Theo tie which raged for several months and 
brought down big sales the country over? Haverhill 
manufacturers, by the way, were right at-the front in 
Theo tie production. Straps seem to have what call 
there is at present, but we are all set for any style 
‘break’ which may come. We have made a diversified 
line for the Boston Show and will play up any feature 
of it that appeals to buyers.” 


Factory First-Aid Rooms 


Haverhill manufacturing concerns have generally 
complied with the State law requiring first-aid rooms 
in factories where one hundred or more persons are 
employed. Classes of factory girls have been organ- 
ized and instructed in first-aid work. Emergency 
rooms have proved their worth during the past year. 
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One of our tan chrome side Good- 
year welt bals on half English last 
that will fit and suit everybody. @ 










Shoes that are priced tomeet @ 
today’s popular demand. 










Our Boston office is at 143 


Lincoln Street, in charge of 
F. C. Pope. 
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Patent Leather Turn Strap Sandal. 
Full Louis 14-8 Heel on No. 75 Last. 


Growing Girls’ 
Patent Leather 
Seamless Turn 


Pump 
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CHARLES L. MARKS 
Eastern City Trade and 
Southern Territory with 

New York 
1008 Marbridge Building 
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The shoes shown will - 
represent the very new- ee 5 wood military heel. Solid leather 
est patterns—worthy of £ a 
your closest inspection We the Granite State Shoe Co. 


We will Exhibit at the 
Boston Style Show, 
Booth 114 


Made with satin bow ornament, 9-8 


shank piece. Retailing at $7.00. 
Made in our No. 2 factory, known as 


Emery & Marshall Co. 


Haverhill, Mass. 


WARREN H. TUCKER 
In New England 
J. B. LAUGHLIN Office at 183 Essex St., Boston 
Throughout the Middle West LARRIE H. SASS 


On the Pacific Coast 
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Boudoir Slippers 
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Write for Samples 
See our shoe illustrations and prices elsewhere in this issue. 


MASS, 


b] 


SLIPPER COMPANY 


HAVERHILL 



























































CONSOLIDATED 
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THE “DALCO” DEVICE 


Is What You Need to Move Those Slow Pumps 


With Ties and Buckles 
They Sell on Sight 


Picture (1) shows the reverse side of the tongue and bow, with “DALCO” 
device ready for attaching to shoe. In Picture (2) the “DALCO” upright 
as fastened to the shoe. Picture (3) illustrates its application as a tie. 
Figure (4), the same shoe with a buckle. 


The “DALCO” tie (1) comes with tongue, bow and The “DALCO” device is attached so not to have any 
device assembled. material inside the shoe to hurt the foot. 


All that is necessary is to attach the “DALCO” up- ye pone Spall tie (1) in any color can be 


right (2) to shoe, a matter of a minute. 
; , ; Dealers find the “DALCO” device sells ornaments as 
The same shoe without alterations will also take a well as shoes. Get your money out of pumps and or- 


buckle. naments the “DALCO” way. 


Our illustrated booklet showing many popular designs in Rhinestone, 
Beaded and Cut Steel effects should be in the hands of every retailer. 
A postal brings it. 

(1) 


























(3) 


Dalrymple-Pulsifer Company 


Makers of Shoe Ornaments for World Trade 
Haverhill, Mass. 
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MEMBER OF THE NATIONAL BOOT AND SHOE MANUFACTURERS ASSOCIATION 


HAZEN B.GOODRICH & Co. 


SHOEMAKERS 


TURNS EXCLUSIVELY 
MEN'S AND WOMEN'S SLIPPERS, OXFORDS, PUMPS 


HAVERHILL, MASS. 


Will exhibit in Booth Number 93 at the National Shoe and 
Leather Exposition and Style Show, Mechanics Building, 
Boston, July 20-24. 


Visiting buyers will see here our very newest styles. 
































Meet us at 


BOOTH 94 
BOSTON STYLE SHOW 


12 


We are cordial in our invitation to visiting buyers. At Booth 
94 you may inspect our Haverhill-made Women’s Turns. 
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KNIGHTS-ALLEN CO., Inc. 


FACTORY BOSTON SALESROOM 


HAVERHILL, MASS. 207 ESSEX STREET 
J. Wallace Allen J. H. Brown 
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See the C & R line at 


the Boston Style Show, 
Booth No. 122 


CHESLEY AND RUGG 


Makers of Women’s Turn Shoes 


HAVERHILL, MASS. 


BOSTON OFFICE 89 BEDFORD ST. 
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COLLINS 
AND 
STAPLES 


See Our Exhibit 
at the 


Boston Style Show 
Booth No. 124 


BOSTON OFFICE FACTORY AT HAVERHILL 















110 Lincoln St. 118 Phoenix Row 


























MYER T. ORNSTEEN SHOE CO. 


HAVERHILL, MASS. 


Where we manu- 
facture women’s 
high grade Mc- 
Kay novelties. 


“*The Shoe of 
Quality.” 





Boston Office, 212 Essex Street Room 44 














EVERY DOLLAR that is spent for advertising 

in a publication that mis- 

represents its circulation and thus obtains money under false 
pretenses is a dollar lost to the publishers who give full value. 


In self-defense, therefore, the “‘above board”’ publishers 
have an independent audit made of their circulation records by 
the Audit Bureau of Circulations and invite their competitors to 


do likewise. 


When excuses or evasions are given for declining the 
challenge, the advertiser can draw his own conclusions. 


There are many excuses for not belonging to the A. B. C. 


There is only one reason. 


The Boot and Shoe Recorder is a member of the Audit | 
Bureau of Circulations. There are no hidden mysteries about its 


circulation records. 
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HOPKINS & ELLIS line of 
women's fine turn shoes will be 
very much in the public eye at the 
Boston Style Show, July 20-24. 










At Booth 112, Mr. John D. Ellis 
will show our complete line, and 
we believe that visiting shoe mer- ! 
chants will find in our footwear : 
unusual examples of real shoemak- | 
ing, up to the minute in style and 
quality. 















HOPKINS & ELLIS 
HAVERHILL, MASS. 


108 LINCOLN ST. 
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BOSTON OFFICE 














“EVERY SHOE A BUSINESS BUILDER’”’ 
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Number 1005 


EAUTY and symmetry of a degree nearly touching perfec- 

B tion, which has never been equaled. To this the Ancient 

Greek Sandal Maker sacrificed his all. The object of Mod- 

ern Shoemakers—Makers of Women's Shoes, in particular; men of 

vision who devote their lives to the creation of footwear—is to regain 
that wonderful charm of line and sense of proportion. 


Come and see how we, as shoe manufacturers, are striving to learn 
the secrets of a perfection which perished with a lost art. The pleas- 
ure of welcoming you is ours, at Booth 115, Boston Style Show. 


W itherell & Dobbins Company 


Quantity Producers of Quality Shoes 


Haverhill, Mass. 
Boston Office, 110 Lincoln Street 


The W & D Line is Featured in the Chicago 
Market by Harper Kirschten Shoe Ca. 
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At Booth 119 


Boston Style Show 


J. H. ‘Winchell: Co. 


Will show their line of 
men’s medium priced 
Goodyear Welts. 


J. H. WINCHELL CO. 


FACTORY BOSTON OFFICE 
HAVERHILL, MASS. 206 ALBANY BLDG. 
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Black $1.60 
Red 1.75 
Tan 1.85 








Our Boudoirs, Strap Sandals and Mary Janes 







ONE STRAP 
SANDAL 


7-8 HEEL 


BOUDOIRS 





Are always the best sell- 
ers and priced right. In 
stock for immediate ship- 


ment. 


ALSO 2-STRAP 


CONSOLIDATED SLIPPER CO. 


2% TEN DAYS 
NET 30 DAYS 


Send Us Your Orders 





MARY 


JANES 
7-8 HEEL 






High or Low Heel 
$2.35 





- - HAVERHILL, MASS. 





rs 


Pe Ue Tiileiiiiiiineliiiinieni i iiiiten eT eri) 


| | 


OOO eli el eT iol 


TRUITT BROS., Inc. 


BINGHAMTON 







NEW YORK 


IN STOCK 


Button and Lace 


5-8 
Samathe Bs. o.oo ccccces $2.25 
Brown Elk............. 2.25 
Cordo Lotus........... 2.25 
Gun Metal............ 2.15 
8-11 


Smoke Eik.. . .$2.65 
Brown Elk.... 2.65 
Cordo Lotus.. 2.65 
Gun Metal.... 2.45 


Note the Lower 
Prices 


Shoes that are built to fit the youngster’s 
feet and do not force the feet to fit them. 
These shoes are built on the Footform jlast 
—no tacks—no nails—In Stock. 


“The Welt Go 
that has made good.’” 











PENTUCKET COMFORT 














LINE 


Consists of Women’s Boots, 
Oxfords and Strap Sandals 
—of Vici Kid and Cabretta. 
Case lots only. Prices up- 
on request. 


PENTUCKET SHOE CO., Inc. 
HAVERHILL, MASS. 
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Trade-marks in Foreign 


Countries 
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Certain F Countries award exclusive trade-mark rights 
trade name or mar! first — yg 

=e use wk i ” ~ valuable 














July 17, 1920 BOOT AND SHOE RECORDER 

















Men’s Welts 














_|| 
Brows Novia kid..62-0@ | AU, SPEED AHEAD! 


Black Novilla Kid.. 7.20 
Mahogany Calf..... 6.85 
rege oy as geal HE Pennington-Crowell factory is running full 
ee ee oe time, making shoes for August and September 
Waukegan Calf..... 6.15 shipments. There has never been a let-up in our 
—_ in tt aan production. The shoes we are cutting and making are 
ay Pony Kid... 6.30 orders placed last Spring for the Fall retail business. 


Mahogany 5.60 
Black Pony Kid.... 5.75 : . : 
Mahogany : The stylish, serviceable men’s welts that we make to sell 


Gun Metal ' at fair prices have found spontaneous favor with the re- 
tail merchant. Not only are the shoes “‘right’’ in style, 
quality and finish, but back of all these things goes 
“a square deal,” that the merchant knows by experi- 
ence to be an actual reality. 























This confidence of the retail merchant in our shoes and our policy 
is what is keeping the Pennington-Crowell factory running during 
the dull period. 


When Fall comes and a great many merchants are scrambling for 
NEARLY 100% OF OUR pee shipments and floor goods,” the ‘merchant who 
ORDERS CALL FOR as ordered Pennington shoes wil! be about four jumps ahead of 
“GOOD YEAR\LWING- his competitor who lost faith in himself, his business, his manu- 
FOOT’? HEELS facturers, and the future of his country, at a time when a little 
faith would have carried him a long way. 











Pennington-Crowell Shoe Co. 


Specialty Manufacturers of Men’s Fine Welts 


MANCHESTER ts... $4 NEW HAMPSHIRE 
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GOOD-ALL-WAYS 


UCCESSFUL merchandising this Fall is entirely 
dependent upon authentic style creation. 


Women of particular taste are wearing high-grade shoes 
now! This Fall they will continue to purchase shoes of 
appealing design. 

The styles here illustrated are only a few of our latest. 


They maintain the distinctiveness which has made Rialto 
Shoes a salable proposition every season year after year. 


You'll enjoy an inspection of our entire line of high-grade 
women’s flexible McKays. Plan a visit with us while you 
are in Boston, or write us where to see you. 


Rialto Shoe Company 


GOOD-ALL-WAYS 


Factory 26 Oxford St. Boston Office 
LYNN, MASS. 215ESSEX ST. 
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EXPOSITION and STYLE SHOW” 


Boston. Qyy 2o-24 
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Last 615—Showing Nine Inch Lace Boot in Black Kid Skin, Welt. 


Visit us at the NATIONAL SHOE AND LEATHER 
EXPOSITION and STYLE SHOW in Boston, July 
20-24, and at our Boston Office, 212 Essex Street 


THE COTTER SHOE COMPANY 


LYNN - - MASSACHUSETTS 
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Show, will show the development of two 

styles—one quite new. being the development 
of Parisian patterns; and the other being quite famil- 
iar, the development of American style shoes, such as 
shopping, walking and sport shoes, and house shoes, 
too. 

These two classes of footwear divide themselves 
quite naturally into dress footwear and service foot- 
wear, the Parisian patterns being light and artistic, 
and the American styles being stouter and more 
serviceable. 


YNN samples, to be seen at the Boston Style 


More Artistic Footwear 


This is the first time that Lynn has undertaken to 
make on a large scale Parisian patterns in footwear. 
If shoe merchants accept the new-styles as made by 
leading manufacturers of Lynn then Parisian patterns 
will be popularized among the feminine portion of the 
people of the United States. Footwear, and the feet, 
will become more artistic. The merchandising and 
the fitting of shoes will likewise advance to new 
standards. 

American women accept headwear from Paris as 
the most stylish. That they will likewise accept foot- 
wear of Parisian patterns, as made in Lynn, is the 
conviction of leading Lynn manufacturers. Buyers 
will be urged to give thorough consideration to the 
Parisian patterns, as presented in the Boston market. 


Made to Fit 


These Parisian patterns have been perfected in 
Lynn shops. Shoes made according to them have 
been tested by models. The lasts have the American 














Lynn Presents Dainty Parisian Patterns 


ae 





fitting quality. They are slender and symmetrical, 
which pleases the American eye. They do not have 
the square or the stubby effect, which is to be seen 
on some French lasts, especially those with short 
vamps. The vamps of the Lynn shoes of Parisian 
patterns are 34 inches long, the standard American 
length for the season of 1920-21. 


“Dressmaking shoes,” a name first given to Parisian 
patterns, well fits this new class of footwear. The 
style is gained chiefly by the cutting and the stitching 
of the shoes, which is the way that style is had in fine 
apparel. The making of the shoes requires much 
skill and more time than does the making of simple 
styles in footwear. Buyers wishing to present the 
newest styles, at the opening of the Fall season, would 
do well to bear in mind that it takes time to make the 
shoes of the Parisian patterns, and place their orders 
early. 


Parisian Names, Too 


Names, as well as patterns, are taken from Paris. 
These names shoe merchants may use at their pleas- 
ure. Lynn manufacturers make no claim to them. 
But they do desire that merchants complete the new 
styles by presenting them to the ultimate consumers 
under real French names, not under common Ameri- 
can names. Calling a fine Parisian pattern shoe by a 
familiar American name may spo'l its sale just as the 
sale of a fine frock from Paris might be- lost if it were 
marked “The Broadway Belle.” Here are some 
suggestions: 

La Parisienne, Peggy of Paris, Lady of Lorraine. 
Louise de la Valliere, Diana de Meridor, Bijou and 
Beau Monde. 
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Here are the Lynn models, garbed as they 
will appear at the Boston Style Show. The 


names of the Lynn firms participating in this 
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group exhibit, with their booth numbers, 
appear on the opposite page. 
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Watson Shoe Company,"5; Gregory ¢ Read 
Co., 9; or Co., 10; A. M 
Creighton, 8 > P. J. Harney Shoe Co., 13 
Lynch Sy 4; Harney-Tracy-Creha; 

-» 6; Hennessey, Marwell and Hennessen 


3 “H. Jones ¢ 
3; and Cushing ‘Shes 
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ATSON Shoes for women 
deservedly occupy a posi- 
ps of such unquestioned 
SN prominence as to justify 
god being taken as the Stand- 
ard of Excellence by which 
values in Women’s Fine Welts 
arejudged. «© «© # & 





Our exhibits at previous style shows 
have always been the center of excep- 
tional interest. Attainments of the past 
have only served us as incentive to 
further effort in the building of 
Women’s Welts of character, quality 
and high style. We present our display 
with confidence in our having main- 
tained our usual high standards. om 


Booth No.5 Special Lynn Co- 
Operative Exhibit, Boston 
Style Show, July 20-24, 1920 
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| Watson Shoe Comp a 
Women's Fine Welts Exclusively 
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The Famous Sabot 


The sabot is among the smartest of the new Parisian the 
It is modeled after the famous footwear of 


patterns. 


France, the sabot of the peasant. 


course, the fine dress styles be- 
ing of white kid, and the street 
styles being of gun metal. The 
sabot strap is the feature. It 
passes over the ankle like the 
strap on the sabot of the French- 
man. 

The shoe is made complete, 
and then the sides are cut 
away until there remains only 
the vamp and that portion of 
the quarter which covers the 
counter. A band of rubber gor- 
ing under the sabot strap holds 
the shoes snugly to the foot. 
Sabot straps may be ornament- 
ed with beads, or buckles. The 
strap is lasted securely into the 
shoe. 


Buckles, Straps and 
Ribbons 


Buckles, straps and ribbons 
are used for trimmings of the 
Parisian pattern shoes, accord- 
ing to the art of the designer 
and the skill of the shoe- 
maker. 

A new two-strap pump fastens 
with nickel buckles of the har- 
ness style. A new, smooth-fit- 
ting, sure-gripping buckle will 
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It is of leather, of boots. 


.A Lynn Model 


leather. 
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be presented at the style show. 
Perchance 
fastening the straps on the eight-strap sandal style 
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It does not cut 
it can be used for 


These boots are now fastened 
with buttons. Ribbons are woven 
across the front of other of 
these sandal style boots. They 
pass through threaded eyelets. 
Cut-out designs are along the 
eyelets. Cut-out designs also 
are used on the sides of nine- 
inch boots. One of them, an 
inverted pyramid, reveals stock- 
ings of contrasting color be- 
neath. 
Fit as. Smoothly as Silk 
Stockings 


Of soft leathers, like suedes 
and kids, are made the very 
dressy] types of these Parisian 
patterns. Some of these pat- 
terns can be made to fit around 
the ankle and leg as smoothly as 
does a silk stocking. A clerk, 
selling these shoes, will do well 
to study the fitting of them, for 
they may be put. on in a slip- 
shod manner, and their style 
destroyed, or they may be put 
on in a skilful manner, and their 
style enhanced. The Parisian 
patterns in footwear for street. 
wear are of kid, patent or calf 
leather. 
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NE of the really valuable elements in a great shoe siyle 
show such as that taking place in Mechanics Building, 
Boston, next Tuesday to Friday, is this: 


It exploits, decently; the competitive character of the busi- 


ness. Therefore it not.only benefits educationally the trade 
representatives who attend it, but it gives them the best 
information for actual buying that they can possibly get. 


ALLEN, GOLLER, LEIGHTON BARTLETT-SOMERS Co. 


Burpett SHoE Co. CotTrerR SHOE Co. 
A. FisHEerR & Son: * Grecory & Reap Co. 


You Cannot Fail to See the LYNN 
SPECIAL CO-OPERATIVE EXHIBIT 


WHITE BUCK WELTS 
Jor GROWING GIRLS. 
MISSES and 
CHILDREN 4 
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So, we of the Lynn shoe manufacturers are strong for the 
Boston Style Show, and we gladly enter the style compe- 
tition with our exhibits which we promise shall justify their 
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reputation. 
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adel We have tremendous pride and belief in the predominance 


which Lynn-made footwear holds in the world of shoes. 


est 

et, Come and see how we demonstrate that pride. 

Ce P. J. Harney SHOE Co. HENNESSEY, MAxweE tu & | |ENNESSEY 
‘@ G.W. Herrick Soot Co. T. J. Kitty & Company 

Ao Watson SHOE CoMPANY WitutiaMs, CLarRK & Co 


150 Foot Runway—15 Beautiful Models 
One Entire Side Of Exhibition Hall 
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gene UGH we make no claim of special foresight over 


future conditions in the shoe trade, we reserve the right to 
believe, firmly, that today’s “‘riffle’’ is tomorrow’s opporttnity. 








Which is merely another way of expressing our conviction that 
the shoe trade can very profitably take a lesson from the present 
excitement, and its real causes, and begin to set sail confidently 


for the smoother waters just ahead. 


Nobody loves a calamity-howler—especially if he is the victim of 
his own short-sightedness. 


A certain element of courage and sportsmanship is what the 
shoe business needs most at present. Economic conditions are 


not badly awry. 





The Boston Style Show next week is going to teach a spec- 
tacular lesson of optimism and enterprise to everyone who 


attends it. 


HENNESSEY, MAXWELL & HENNESSEY 
By Thomas H. Maxwell 


Makers of Women’s Welts that are known 
as the best in our Grades 
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STYLE SHOW EXHIBIT 

























































WOMEN’S 
WELTS anno MCKAYS 


FINE SHOES 
OF EXCLUSIVE DESIGN and PATTERN 


ON DISPLAY AT 
Mechanics Hall, Booth No. 8, Lynn Section 


cnd 


OUR BOSTON OFFICE, 139 LINCOLN ST. 


Visiting buyers are cordially invited 
to examine our lines and to visit 


our factories at LYNN, Mass. 
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s CREIGHT 
DAM. MINN, STO ON j,, 
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255 : 5 
SHOE CO. J SHOE CO. 
$F 


A hearty greeting is 
extended to all who visit 


BOSTON 
During the week of July 20-24 
to attend the 


National Shoe and Leather 
EXPOSITION 
and STYLE SHOW 


Sees Qh) ee 


n ae Shoe Co. 


EG 
SHOE fy CO. W.A.SULLIVAN, Pres. B. F. GREENE,Treas. 


192 Broad St., 5 eins Mass. 





























A complete line of samples 
of our Finest Footwear 
will be on exhibition 
at 


Booth 4, Lynn Unit 


Your inspection is invited 
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“Gas beauty lies a 
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Yarticular feminine rhe. 
who pppreciaie beauty will 
quick the shoe mer- 
ie ali alae the selling 
possi ibilities of the A-G- 
line of womens flexible 
Pooks ang, iow pu —~a ae 
re) style and gquality- 
of high oly ly priced ——“> oh 
ALLEN: GOLLER*LEIGHTON ©. 


YNN *MAS 
Boston Office 567 Essex St. 
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(Cordial Invitation to 
Visit their Exhibit 
f 


HIGHEST GRADE MCKAY 
FGDTWEAR FOR WOMEN 


at 


BOOTH No. 9 
LYNN UNAT 
NATIONAL SHOE AND 
LEATHER EXPOSITION 
and 
STYLE SHOW 


Boston — July 20-24 


MECHANICS BLDG. 


Boston Sales Rooms: 93 Lincoln Street 


an 


MGREGORY ©& READ CO” 





GREGORY andREAD CO. 
LYNN.MASSACHUSETTS 
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For the Smart 
City Trade 


Made by the special B-M process, [JB 
Bresnahan-MacLaughlin Shoes pos- | 
sess many advantages of both welt ) 
and turn methods of manufacture. 

Flexible, well-fitting and unusually | 
smart in appearance, Bresnahan- | 
MacLaughlin Shoes for Women are 

calculated to attract the large city 






















trade. 












You will have excellent opportunity | 
of appreciating their good qualities |¥y 
at the f 










NATIONAL SHOE & LEATHER | 
EXPOSITION & STYLE SHOW 
- BOSTON a 
July 20—24 | | 


See them in action on the Runways 
and at Booth 12 
Lynn Manufacturers’ Unit 










MISS MAY MORAN 
Featuring Bresnahan-MacLaughlin's i 





Nine Inch Ribbon Lace 
Vampire Boot 







cLaughhn SA } 
resnatant-/Machaughlia Shoe Lo | 

LYNN, MASS. | 
Manufacturers of Women's Smart Footwear . 





Boston Office, 183 Essex Street 


















































































































































































































































































































































































































































120 BOOT AND SHOE RECORDER July 17, 1920 










ALL 
LEATHER LEATHER 
WELTS WELTS 
























© 
HUAN an » 


Wed HARNEY |If? 





President 











P. J. HARNEY 


controlling head of 


HARNEY, TRACY & CREHAN CO. 


will be at the Style Show 
BOOTH 6 LYNN EXHIBIT 


“All Leather Welts’ 


10 High Street 
Tel. Fort Hill 725 





















Boston Office 
Room 434 















HARNEY, TRACY & CREHAN CO., 


Factory 
LYNN - - - - MASSACHUSETTS 


Telephone: Lynn 5422 
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CUSHING 


SHOES 


——— 


EIGHT AND ONE-HALF 
INCH BOOT, THREE 
AND FIVE-EIGHTHS 
INCH VAMP, TWELVE- 
EIGHTHS INCH HEEL. 
MADE IN HAVANA 
BROWN KID, BLACK 
KID, RUSSIA CALF, 
SIDE LEATHER AND 
MAT KID. 





















































THIS CUSHING WALKING BOOT OF TASTEFUL 
DESIGN AND CORRECT STYLE IS AS ESSEN- 
TIALLY A WOMEN’S BUSINESS SHOE AS IT IS 
AN IDEAL WALKING BOOT—THE LAST WORD IN 
THE COMBINATION OF COMFORT WITH GRACE 
AND BEAUTY. YOUR VISIT TO OUR BOOTH, NO. 
1 LYNN UNIT, AT THE BOSTON STYLE SHOW, 


j ¢ l ts | WILL BE VERY WELCOME. 


mere TY CUSHING SHOE CO 
LYNN MASS. | 


anal 
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You Will Need Us 


in September 


F you expect to secure any 

proportion of your Fall Boots 
from stock, you should be getting 
in touch with us now. 


There’s a limit to the boot stock 
obtainable if all the orders come 
at once. 


OR stock styles, carefully select- 

ed, with twenty years’ experi- 
ence to guide us, are a decidedly 
safe investment. 


They are priced with an eye to the 
coming demands of your tradeé. 


So Better See Us 
in July 


at 


183 
ESSEX ST. 
BOSTON 


BITTE iiiiiiiiiiiliiit) 


Williams, Clark & Company 


Women’s Welt Shoes Exclusively 


Made in Lynn ° 
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WHITE BUCK 
GOODYEAR WELT OXFORD 


PATENT LEATHER WING TIP AND 
COUNTER FOXING 
PERFORATED AND PINKED 


VAUGHAN’S IVORY SOLE AND HEEL 
MM ne 


DONN D. SARGENT CO. 


WOMEN’S WELT AND McKAY SHOES 











SALEM, MASSACHUSETTS 


BOSTON OFFICE 
195 ESSEX STREET 






FACTORY 
407 BRIDCE STREET 
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No. 6954—Kid Oxford on No. 68 last. 
Medium toe. Stock tip. 144 in. heel. 
Flexible Welt. Grover Lady aioe 
SS Fc nenksesembak<nimwaede Price $6.50 


IN STOCK AA TO E 





No. 8425—Paris] Kid Oxford on No. 168 
last. Narrow toe. Stock tip. 15-8 in. 
heel. Flexible Welt.......... Price $8.00 


IN STOCK AAA TO C 























Two Black Kid Oxfords 


Typical of 


Grover Style and Quality 


Ready for Immediate Delivery 


J. J. GROVER’S SONS COMPANY 
Makers of Soft Shoes for Tender Feet 


LYNN, MASS. 


NEW YORK 
Marbridge Bldg., 47 West 34th St. 























to behold. 





The big seller in 
our group of big 
sellers. It gives 
results beautiful 
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POLISH OFFERS BEST INDUCEMENTS FOR BUSINESS 


A rapid means of 
restoring the 
beauty to white 
footwear. Makes 
friends when tried. 


A box sold with white shoes will prove 
a pleasing investment to the customer. 


WHITTEMORE BROS., CORP. 


LARGEST PRODUCERS OF SHOE POLISH IN THE WORLD 


BOSTON 
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BAYONET 
No. 398 


Cordo, Goodyear 
Wingfoot Heel. C 
and D. In _ Stock. 
Unbranded. Regular 
sizes; 12 pair case lots 
only. 


HE Latch String Will Be 
Out July 20th to 24th at the 
Marion Sample Room 


HOTEL ESSEX 


Drop around and look us over---it’s YOUR chance 
to learn at first hand why Marion Shoes are so 
favorably talked of wherever shoe men meet. 


Our Mr. Geo. J. LaMontagne will be in 
charge, and his exhibit promises to be a 
center of attraction to successful mer- 
chants. He’s especially anxious to greet 
his friends from New York State and 
New England. 


Come—bring your friends 
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Satito Ae rene I 
Have You Seen the Celoid Chrome Sole? 


23% More Wear! 


It is flexible, can be channelled and finished same as an oak sole 





NATIONAL SHOE AND LEATHER 
See It at Booth 49 [Npositi0n AND STYLE SHOW 


Mechanics Building, Boston, Mass., July 20th to 24th 
The One Exhibit That Offers You Definite Returns For Your Time 
EXAMINE OUR MODERATELY PRICED WELTS FOR MEN! 
SEE OUR NEW BOYS’ WELTS WITH CELOID CHROME SOLES! 


New Lasts and Patterns and the Greatest Array of Styles 
and Values We Have Ever Offered You ~ 


% ) Grand Rapids 
Ae — Co. Michigan 


SINCE 1864 MAKERS OF MEN’S GOOD SHOES 
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No. 1416 No. 238 
Malleable Iron-Cast Sheet Steel Steel Wire 
FURNISHED IN ALL STANDARD FINISHES 


Best thought in design and high skill in manufacture are expressed 
in ‘‘Anchor nd’’ Sandal Buckles. 


Romping boys and girls need sandals of rugged material and make. 
Many shoe manufacturers add to the life of their products by using 
‘Anchor Brand’’ buckles, certain to outlast even the strongest sandals. 


Prompt Shipments Our Slogan 
BRANCH SALES OFFICES NORTH & JUDD 








NEW YORK. 127 DUANE ST. MANUFACTURING CO. 
CHICAGO, 326 W. MADISON ST. 
ST. LOUIS, 608 VICTORIA BLDG. NEW BRITAIN 
SAN FRANCISCO, POSTAL TEL. BLDG. CONNECTICUT 
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Largest Manufacturers in the World of 
Black Glazed Kid 


SURPASS LEATHER CO. 


FACTORY FACTORY 


Philadelphia, Pa. Gloversville, N. Y. 
SALES OFFICES 


New York Boston Philadelphia 
Cincinnati Chicago St. Louis London 


SURPASS LEATHER CORPORATION BOOTH & COMPANY (London), Ltd. 
Boston, Mass. London, Eng. 


























128 BOOT AND SHOE RECORDER July 17, 1920 








— IN-STOCK — 


MEN’S HOUSE SLIPPERS 
AND OXFORDS 













No. 300 
for Immediate Shipment 
Patent Turn Oxford. Sizes 6-11 


or Fall Delivery B, C and D 
Price $5.35 


Thirty lines listed in our 
Stock Catalog No. 16 


L. B. EVANS’ SON CO. 









No. 325 





WAKEFIELD, MASS. Tan Cab. Opera. Sizes 6-11. 

: M, F and FF 

Boston Office New York Office Price $3.75 | 
110 Summer St. Bush Terminal Bldg. 







































NEWBURYPORT, MASS. 


STYLE and SERVICE 
in SHOES for MEN 
com ES. TORREY nce 


616-617 10 HIGH ST. BOSTON, MASS. BUILDING 











































































Quick service will mean everything to you this fall. We are preparing 
to give it to you. See us injBos ton in‘July or write us now. 
E. S. TORREY 


















TURN BOOTS 
IN-STOCK 


Place your order early so as to be 
assured of prompt delivery — 50 
staple styles of Genuine Kid Boots, 
Oxfords, Strap Sandals and Juliets. 
Constantly In-Stock. 


No, 26 


peg Poh cat 
Ble k Kid % Fox Pol- f os wap Hee! n 
= Pl. Toe, 13-8 Heel. Stock, A ¢ ner 


REG. U.S.PAT.OFF. 


No. 21 
Black Kid Rub. = 


Dito EE. Price. .$4.25 No. 27 
Black Kid Stk. 2 


“Kid Fox Polish, Stk. 
Tip, 9-8 | Heel. 


In 
Stock, ce 
$5.00 


No. 25 
Kid Fox Polish, 


Black Kid Fox Polish. 
P1.Toe, Cat’s Paw Rub, 
Heel. in Stock, B to E. 
Price $6. 


AULT-WILLIAMSON SHOE CO. 


AUBURN Manufacturers MAINE 
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| THE ATLANTIC HAS IT! 


The Latest 
514—Havana Brown Kid................. $8.00 
515—Glaze Black Kid.................... 7.00 
516—White Hi-Grade Fabric.............. 5.75 
High Grade Turn Soles, Full Louis Heels. 
Widths AA-C. 





Remember:—New up to the minute shoes are always in 
demand. Our factory is running at capacity and we 
can make IMMEDIATE DELIVERY on these styles. 











Wire Your Order—At Once Delivery! 





Atlantic Shoe & Slipper Corp. 


133 Essex Street - - Boston, Mass. 
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GRIFFIN Fy 
WHITE Sn 
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GRIFFIN WHITE KIDINE GRIFFIN LOTION CREAM 
For all white kid shoes. A partont white py hing Fg dark gray. 
cleanse thet gives a kid glove Saleh GRIFFIN PEUERWHITE CLEANER Cleans, softens and polishes all kid leather. 

10US acl 1s 


Small (15c) Size, $14.25 Gross, $1.25 Doz. cca not rowan. A thorough leather what cold cream is to the skin. 
3 oz. Size, $21.00 per Gross, $1.80 per Doz. 


Large (25c) Size, $21.60 Gross, $1.90 Doz. 3 1-2 oz. Foldi 
$14.25 ro 1: 25 25 Doz. 


5-oz. Size Neck Bo 
$21.60 Goes, $1.90 Doz. 


BE READY FOR YOUR WHITE BUSINESS 


There are no better or better known dressings for all kinds of white shoes than Griffin. 


GRIFFIN MANUFACTURING Co., Inc. 
67-69 MURRAY STREET NEW YORK, U.S. A. 
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Carried In Stock For Fall 


What chance has the av- 
erage merchant of setting, 
shoes made up in the 
next few weeks for early 
fall delivery with 
merchants clamoring, for 
merchandise. Anticipate 
your needs would seem 
M\* to be good business. Or- 
der now from stock. We 
can fill orders same day. 
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TIONAL SHOE SOLE ATHER 
— EXPOSIMON — 


pe 2) YLE SHOW 


NY) 


See our complete 
Stock Line at Mechan- 
ics Building, Boston, 


As) 


) 


U 


Boston Salesroom, 
207 Essex St. 


ee 


Men's Cordovan Blucher Brogue Oxford. 


ompson’s ue 
Wing Tip and Heel Foxin3. 
IN STOCK—AUGUST 1 


wr a 
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Our Stock Style Catalogue Will Interest You 


HOMPSON BROS .SHOE (0 


MEN’S FINE SHOEMAKERS 
BROCKTON 


D 


= 


GS 


0 


< 


y: 


1) 


AD 


930 Marbridge Building 35 Dearborn Street 


Address all communications to Brockton (Cam>ello), Mass. 
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View showing ‘‘Vulco-Unit’’? material in process of 
being died out into box toe blanks ready for skiving 


LET THE QUALITY GO 
CLEAR THROUGH— 


Specify *“*Vuleo-Unit Box Toe’’ in all your orders. Its waterproof and 
perspiration-proof qualities will prolong the life of the shoe and preserve 
its style. 


Apparatus, Process and Products Patented 


SOLD ONLY BY 


BECKWITH MANUFACTURING CO. 
108 LINCOLN ST., BOSTON, MASS. 


AGENTS 
G. W. KIBBY & CO. OSCAR F. WRIGHT & CO. GEO. A. SPRINGMEIER CO. 
Chicago, II. St. Louis, Mo. Cincinnati, Ohio 
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"THE 50 OR MORE STYLES ALWAYS CARRIED /N S$: TOCK CAN BE SHIPPED 
TH BEACON OR SPEEDWELL TRADE MARK OR UNBRANDED. 


F @! CT 
se 
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Attend the National Shoe and Leather Exposition, 
Mechanics Building, Boston, July 20 to 24 
and do not fail to 


Call at Booth No. 91 


LET US SHOW YOU some of the new features appearing in our latest 
line of samples. You can always find features in our line never shown by 
any other concern making our grades. 


LET US SHOW YOU our new WOMEN’S line of medium-priced shoes. 
LET US SHOW YOU samples of our discontinued Stock Styles, on which 


we can quote you especially attractive prices. 


CALL EARLY BEFORE OUR STOCKS ARE BROKEN 


TMD < i— 


> 


D) 101101 LVN 


Here is one of these 
styles. English 
Last, Dark Cordo 
Tan Bal, price 


$4.85 


Vi! PaO TT 








Look For the Beacon Lighthouse Your Friends Will Be There 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 











A DA ~~ 
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18 South Wells St. feta Manchester 
Chicago, Ill. | New Hampshire 
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Teettae, 


ade we since years ago, when the old New England 

shoe master cobbled his heavy boots in a little 
workshop neighboring his cabin, has the making of footwear 
been the Bay State Colony’s greatest handicraft. 


HERE today in the Regal Factories are scores of craftsmen 
whose own fathers built shoes for their community in the 
early century of our country. 


AND that worthy spirit which was born and bred in old New 
Englanders to do things as well as they can be done, is the same 
inherited spirit today of every Regal craftsman. 
























‘Rovat Pidson 


Ch» Stock ~ at Boston 














A Cordo Russia Calf Pal; 
12 Square Sole; 8-8 Heel; In- 
visible Eyelets to Top. 


Stock No. Price Code Word 
4353 $10.00 “Herald” 














f hose REGAL EXCLUSIVE AGENCY PLAN offers a Re- 
tailer who handles Regal Shoes the prestige of a famous 
name, the momentum of extensive national advertising, and 
the backing of excellence in style, material and workmanship. 




















WHY can’t we talk the matter over in more detail to our 
mutual advantage? We will welcome the opportunity af- 
forded by a letter from you. 


Sales Rooms 























CHICAGO SAN FRANCISCO NEW YORK CITY 
209 South State St. Cor. Fourth and Market Sts. 1369 Broadway 
1512 Republic Bldg. 910-912 Pacific Bldg. (at 37th St.) 





Pain Office Boston Mass. 










MORIA 
oT 
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WHEN YOU ARE IN BOSTON 


SEE THE FULL LINE OF 
GROWING GIRLS’, MISSES’, CHILDREN’S and INFANTS’ - 


TRADE. MARK 


TURNS AND WELTS 


THEY WILL BE ON DISPLAY AT OUR SALESROOM 
ROOM 409—183 ESSEX STREET 


IT WILL BE WELL WORTH YOUR WHILE—FOR THESE SHOES ARE KNOWN THE COUN- 
TRY OVER FOR STYLE AND MERIT—SEEING THE SAMPLES WILL PROVE THE POINT 


GRIEB SHOE MFG. CO. 


PHILADELPHIA 
PALMYRA, PA. VINELAND, N. J. 


Nil 






























A Winner in 


Sole Leather 


for sewed work 


ACORN BRAND 


vat tanned from packer 
hides especially for the 
findings trade. 











Carried by all leading 
jobbers. 


easy I LMAN), SALZ, & GO. 
. ¥ Tanners of Real Leather 


New York San Francisco Chicago 
82 Fulton Street Wells Fargo Bldg. 220 W. Lake Street 
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What this national advertisin 
campaign means fo the shoe r 


There are two methods of ad- 
vertising a product to the con- 
sumer. 


The first is designed to put 
the consumer in an aggressive 
frame of mind, so that he goes 
into the store, demands the 
product advertised, and if the 
dealer does not have it goes 
elsewhere. 


This method aims to force 
the dealer into carrying the 
product irrespective of his own 
ideas as to its merits. 


It is coercion rather than co- 
operation. 


The second method is directly 
opposed to the first. 


Its purpose is, by gradual 
stages, to create in the con- 
sumer an appreciation of the 
merits of the product adver- 
tised, so that he knows just 
what he is getting when the 
dealer brings it to his attention. 


It invites the co-operation of 
the dealer. He stocks the prod- 
uct if, in his opinion, it is a 
meritorious one, or passes it by 
if he does not think so. 


The Red-Line-In national ad- 
vertising campaign is being con- 


Mak 


See Red-Line-In at the National Shoe and Leather Exposition and Style Show, Boston, July 20 to 24, Space 55 


ducted according to the latter 
method. The plan is built on 
dealer co-operation. We are 
willing to stand or fall on the 


. dealer’s decision, and knowing 


the merits of this proposition, 
have no misgivings as to the 
result. 


Will the shoe dealer refuse to 
pay a few cents more per pair 
for shoes which wil give his 
customers 50c to $2 worth 
more service, afford them greater 
comfort and save wear upon 
stockings? 


Our experience with the shoe 
dealer answers emphatically 
“No!’’ 


So we are telling over two 
million shoe wearers every 
month how good Red-Line-In 
Lining is, so that when one of 
YOUR clerks says, ‘“These shoes 
are made with Red-Line-In Lin- 
ing’”’ the customer will appreci- 
ate that you are giving him 


something more than usual in . 


the way of shoe value. 


Farnsworth, Hoyt Co. 
Established 1856 
BOSTON, MASS. 


es shoes wear longer 








ASK_ 
Vvour 


— 


‘Pedne Ww 
Lined Shoes 
They give from 
fifty cents totwo 
dollars worth 
more wear at 
a small extra 
cost.The good- 
will return will 
show in your 
cash drawer. 








Strongest by test- heaviest in cotton -most satisfactoryin wear 
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o 
: for GOOD SHOES COLORED 
5 
: at LOW PRICES C7T%:) 
= SIDE LEATHERS 
3 See These Try Some Shoes Meda * eat ee 
a Leathers Made from Our z 
Oo : = 
= at the P 2 
: “Snuft” Side Leather : 
c | Boston Shoe Reg. U. 5. A. : 
= oa It has THE APP. = 
= Exposition Ie gives LONGER WEAR = 
2 | July 20-24 It is MODERATELY PRICED ~- : 
=! BOOTH | C. D. Kepner Leather Company ; 
= 38 137-139 South Street, Boston, Mass. = 
3 223 W. Lake Street, Chicago, Ill. Fy 
Fuca OTTO Te LLL ovnennen ca ensnerneecsestoenennecseemennner nenseenen conse entacnausenuscinenncememnmencenae 
Order ; F i 
HOWHITE N 
TRUFIT SPATS VORN Seki BAS 
NOW eo . 











NDICATIONS point to 

I a marked rise in prices 
next season. We still 
have on hand, lines of the 
present season, with prices 
unchanged, and we strongly 
advise the immediate 
placing of orders. 
All desired shades 
in stock in box 
cloth and felt. We 
cannot, however, 
promise complete 
delivery on all 


“OH” HOWhite 
BAG POWDER 
The Instant Cleaner for White Shoes! 


A white shoe cleaner that will actually clean! 


No liquid to spill—easily packed in handbag when 
traveling, always clean and available and invariably 


lines. 
gives satisfactory results. 
Get Oh HOWhite on sale. It’s a great little profit 
maker. 
_ Samples and Prices Upon Request In stock for immediate delivery. 
‘ ‘ Jobbers Write for Prices 
Laing, Harrar & Chamberlain ensiai ‘id Meuntanont MBC. CO, 





43 N. Third St., Philadelphia 115 Washington St. Trenton, N. J. 
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FOR ALL OCCASIONS 
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tne 


Ta 
AR 


ARAN 


Carried in Dull Kid Steel Beaded, Stock No. X345—Dull Calf Theda, 
Glazed Kid Jet Beaded, Bronze Kid 13-8 Baby Louis Heel, No. 34 Last. 
Bronze Beaded and Made on Our Latest 

Last No. 36, a Beautiful New Toe, 

Which Carries 2 1-8 inch Heel. 


Baby Louis—Beaded 


We carry a most complete line 
of Baby Louis Styles In-Stock, 


Come to Headquarters 


BOOTH 92 
BOSTON STYLE SHOW 
JULY 20-24 


Don't fail to see our newest 
beaded styles. They are truly 
distinctive. 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 


E. T. Fogg J. P.’Murphy josspt: Shaw M. C. Oberdorfer Solly Schweitzer 
Boston New York iladelphia Chicago San Francisco 
183 Essex St. 751 Marbridge Bldg. 600 Denckla Bldg. 20 W. Jackson Blvd. 407 Pacific Bidg. 

1115 Great Northern Bldg. 
Harry Wheeler Shoe Co. H. W. Drake J. Rosenthal Fred Fuhrman Bert Grosskurth 
Montgomery, Ala. Kansas City, Mo. La Campagna Bldg. Mexico 163 Yonge St. 
223-227 First National Bank Bldg. 537 Ridge Bidg. Rizal Ave., Manila, P. I. Hotel Regis Room 7, —— P. O. 
anada 


: 
: 


Areas ras rae 
BuBRZry 


L. Tristani 
Care of Consolidated Steel Corp. 
Royal Bank of Canada Bldg. 
Havana, Cu! 


All goods sold F.O. B. Newburyport, terms, net 30 days. Single pairs, 25 cents a pair extra 
Prices and Deliveries Not Guaranteed 


‘ ry 
VeSpesbeSpesh 


i ce 
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Sterling Leathers Your BEST Shoe Salesman 
‘‘Let me tell you that the best salesmen shoe retailers and man- 
ufacturers can employ are STERLING PATENT COLT and 


STERLING PATENT KID. 
‘‘These famous shiny leathers win customers, persuade buyers, 


clinch sales and insure shoe satisfaction. 
“‘Shoes made from STERLING LEATHERS are a credit to the maker 
—that means repeat orders; profitable to the retailer and secure con- 


tented, pleased customers.’’ 
Sterlidiy Gott Sterlitig Kid 


BRISTOL PATENT LEATHER CO., BOSTON, MASSACHUSETTS 


Ecoth 231, National Shoe and Leather Exposition and Style Show 
Boston, July 20 to 24 
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STYLES 


Will be shown where they are easiest for you to 
see—and 


“THEY ARE EASY TO LOOK AT.”’ 


We will have sample displays in the following 
cities at the time of the style shows in each of them: 





BOSTON 


at the N. S. & L. E. and S. S. 
Mechanics Building, July 20th to 24th 
BOOTH 235 





PHILADELPHIA 


Hotel Bellevue-Stratford, July 19 to 20 


These displays will show the best in style, in quality 
and workmanship in woman’s turn footwear. 


DEGEN-LIPP, Inc. 


LEADERS IN STYLE CREATION 
133-143 Floyd St., Brooklyn, N. Y. 


Our sales staff, which will be in attendance at these shows, will 
be glad to meet you either there or in your own store. They are: 


George H. Gardiner...... The East W. G. Stephens.......... The Middle West 
Ernest R. Caruso......... The South Arthur C. Yukon......... The West and Coast 





VV VN NNN SNELL SS SESE. SY. SS. Se 
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7" Ligh Grade Shoe >) 








READY FOR IMMEDIATE DELIVERY 
Stock No. 404 Ladies’ Brogue Oxford 
IN-STOCK 
Gallun’s No. 4 Tan Viking Calf, Grace Last No. G, 


Perforated Lace, Top, Vamp and Quarter, Wing Cap 
with Center Punch, Invisible Eyelets, 10 Iron Edge. 


Sizes: AA-414-8; A-4-8; B and C-3-8; D-3-7. 
Call and See Us at the National Style Show, Boston, July 20-24, 1920, Booth 58 


Whitman & Keith Company 


Designers and Makers of Men’s and Women’s Fine Shoes 


‘Brockton, Mass. 
Boston New York Chicago San Francisco 


ae ee ae ee oe eae ae ee ee ee oe oe mae oe ee 
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1 dc cc 
IOC eee ac ac 












































“HUBTIP” “oven tp? SHOE LACES 


T HERE is no metal in the tips of “HUBTIP” Sho 
remain aiways a permanent biack. 


Made of fast color braid, will wear twice as fond as ordinary lac 


APPEAL TO THE CUSTOMER WHO NEEDS SHOE LACES 
THAT NEVER LOSE THEIR TIPS 
THAT NEVER FRAY OUT 


HUBTIPS BEING MADE OF BEST BRAID WILL 
OUTWEAR SEVERAL PAIRS OF THE ORDINARY 


Women’s or Men’s Men’s Women’s or Men’s 
27 in. per gro. Strings A 36 in. per gro. Strings. .... $3.25 45 in. per gro. Strings.... .33.85 
30 “ee ‘ it) “ee bi 40 Lid ee ity Ty a oe 3.60 54 ii) La Lid itd Nakyty. 4.30 


HOCUUOCHCOEOOECOGHOOEOCULOOOOSEOOUOUEOSEOUREOOSOSUOUSEESOSNOONOOOEOOUOOSEOOER: 


eeeee 


Men’s os in. per gro. Strings. . . 525} |G ASSORTMENT CABINET| D ASSORTMENT CABINET 
 « & 18 pair 36 in.......... 


36 pair 36i 
F ASSORTMENT CABINET] 4°" 45" 18 40 “ 
48 pair 36 in 
24 oe 45 ee 





A ASSORTMENT CABINET 
E ASSORTMENT CABINET] 36 pair 36 in ORDER A TRIAL CABINET 
8 itd oe 


36 pair 36 in 1 45 estes 
= &, , 18 “ 54“ COUNTER DISPLAY EASEL 


FRANK W. WHITCHER CO.--Mfrs.--Boston and Chicago, U. S. A. 


COCEOEGDUCOQESCUGUOQGCOCCAGGGCRESCHCCEREQECOROECGORCOORGOHQOUCOGOOQOSOGRROOQSERGGRSCGRRRGGRER 
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Quality Rubbers 





Made Better— To Sell Better— To Wear Better 





> Via wee ee ps Ae oN al CE Fer 


ONT EER SIE iba let sane a 
papal Save SAI Law 


“AP-SOLE” 


MEN’S “TITAN” CENTURY TARGET BAL. 


The Apsley Rubber Co. 


Hudson, Mass. 
Boston Office - - - - - 520 Atlantic Ave. 


2 
, 
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Leather Trimmed Keds Stand 
the Hardest Wear 


All over the country, boys have 
found that leather trimmed KEDS 
are just the shoes they want. They 
suit the summer job—the vacation 
trip—outdoor sports and any knock- 
about wear. Cool, light and comfort- 
able. These KEDS have the sturdi- 
est fabric, resilient rubber soles, and 
leather reinforcements where the 
strain is most severe. 


Dealers find in this, as in all types 
of KEDS—ideal shoes to build up 
trade satisfaction. KEDS are Amer- 
ica’s most popular fabric footwear. 
There is a nation-wide appeal for the 
KEDS line, which includes a shoe 
for every person— a style for every 
purpose. A full stock of KEDS will 
guarantee every dealer a large amount 
of plus business. 


United States Rubber Company 
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Rubber Vastuwor s 
The Market Situation - Prices and 
Style SRT SAER ER - Trade Notes 
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Rubber Men Hosts to Visitors 
Jobbers Here in Large Numbers---Factories and Sales Offices Busy 


The condition of the rubber shoe 
business is one of steady activity. From 
mrning until night, the great wheels of 
th factories are busily turning—the 
Boston offices and stores present an 
equally busy appearance. The past 
two weeks buyers from jobbing houses 
have been arriving in large numbers; 
they will attend the National Shoe and 
Leather Exposition, and other events 
in the trade—in other words, Boston 
and vicinity is playing host in royal 
style. 


A Bit of History 


Visitors to the rubber market may 
learn that today, rubber stands fourth 
in national importance in manufactur- 
ing industries. In the last half century, 
plus a decade, remarkable advance has 
been made. Immediately that Charles 
Goodyear discovered vulcanization, in 
1859, the rubber industry was made 
possible. At first two factories, now 
forming part of the United States 
Rubber Company, were licensed by 
him to make rubber goods under his 
patent—then other factories sprang 
into existence. The march of progress 
began and has continued in earnest. 
Ever are the great laboratories experi- 
menting with something new. Ever 
are the old processes brought into a 
newer state of perfection. 


The Bathing Shoe 


These days of hot, Summer weather, 
old ocean looks very inviting—so do 
the numerous ponds and lakes. The 
bathing shoe is one of the big favorites 
of the season. This season styles for 
women are more bewitching than ever. 
A good model comes with white cor- 
rugated sole and surf-proof sateen 
u:per, in white or black; in red, blue, 
green, purple, and a variety of colors. 
B.thing shoes are big sellers in the 


retail stores. A cross-strapped sandal 
effect is particularly good, also one of 
Tico sateen. 

A white shoe in a certain well-known 
line carried a gray sole; all other colors, 
black soles. A white duck, black 
trimmed, or black duck, white trimmed 
and all black or all white in a high cut 
are designed especially for women; 
also high cuts with oxfords come in 
women’s, misses’ and children’s sizes in 
the above combinations. Men’s, boys’ 
and youths’ are made in white or black 
only. 


Tennis Shoes 


Every jobber is predicting a big tennis 
season next year, in the South particu- 
larly. Sales to the retail merchants 
have been very good and stock in the 
hands of the jobbers has been getting 
low. The big feature in the tennis shoe 
is lightness and attractiveness. 


A Talk on Canvas 


Canvas shoes are not confined to 
dress and sport purposes—there is also 
the house shoe, and a work shoe, very 
strong in construction. An admirable 
work shoe is made by an Eastern house. 
The material is the finest quality of 
heavy mail bag duck, with a half bel- 
lows tongue for keeping out the dust; 
a loose lining of high-grade duck keep 
the feet cool; a double box toe keeps 
its shape; the fiber insole runs the full 
length of the shoe, and there is an extra 
heavy composition filler. There are a 
fiber counter, leather sock lining, high- 
grade fiber insole, which prevents draw- 


ing, a patented shock absorbing pneu- © 


matic heel, and gray rubber foxing. 
The sole and upper are welded into one 
piece by special pressure-cure process. 

Experiments are now being made on a 
shoe which will be entirely satisfactory 
for Winter wear. This might be fleece 


lined—or in some way re-inforced to 
make it a cold weather proposition. 
According to a rubber man the appear- 
ance in the near future of a canvas shoe 
for Winter wear is not at all an im- 
possibility, 

To show the popularity of canvas we 
quote from the remarks of a retail mer- 
chant in a small Massachusetts city 
with a population of 15,000, who 
recently remarked, “If it had not been 
for the canvas shoe game this season, 
the shoe business would be pretty quiet. 
In my little store, with two big cities 
on either side, I sold for the month of 
June $2,500 worth of white eanvas 
shoes.” 


Rubber Briefs 


R. C. Hall and A. F. Solberg, both 
from Chicago, western selling agents of 
the United States Rubber Company, 
and W. H, Jones from Baltimore, 
southern selling agent of the United 
States Rubber Company, have been at 
the Boston office, 130 Essex Street, 
during the past ten days, meeting their 
jobbing friends as they come into town. 

In the list of rubber companies, pub- 
lished in July 3 “Recorder,” we gave the 
name of the Narragansett Rubber 
Company, Bristol, R. I. , This concern 
is now out of business and should not 
have been listed. 

Among the subsidiary companies of 
the United States Rubber Company 
are: The American Rubber Company, 
Cambridge, Mass.; Boston Rubber 
Shoe Company, Malden, Mass.; 
L. Candee & Co., New Haven, Conn.; 
Goodyear Metallic Rubber Shoe Com- 
pany, Naugatuck, Conn.; the Goodyear 
India Rubber. Glove Company, Nauga- 
tuck, Conn.; Meyer Rubber Company, 
New Brunswick, N. J.; Lycoming 
Rubber Company, Williamsport, Pa. 

(Continued on page 149) 
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MEET 


existing conditions with 
the leather that is 
in vogue to-day 


I 


ROVILLA KID 
IS STYLISH 


SERVICEABLE 


and 


ECONOMICAL 


bt 


NOVILLA KID is made 
from veal kips and 
heiffer hides in all 
- popular shades - 


Me 


CASTLE KID CO. INC. 


Originators and Makers 
CAMDEN.,N.J. 


ee t n 93 
SENZA It does not scuff 
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Shoe Buyers Visiting Centers Put More Snap in the Market---Manufacturers 
Need Supplies and Are Inquiring Daily as to Prices and Conditions 
---Buying of Raw Stock Has Started 





There has been enough inquiry since 
the holiday to impart more confidence 
to the market. Buyers of leather 
realize that purchasers of shoes who are 
not inclined to take chances with de- 


layed delivery, must place what orders . 


they are going to soon for Fall delivery. 


Shoe buyers are coming into the 
Eastern market drawn by the various 
style shows and conventions, and they, 
too, realize that they must do some- 
thing more than sound the market 
if their idea is to replenish their stocks. 
Everyone knows that sooner or later, 
shelves must be filled again with shoes 
by those who contemplate being ready 
to supply their trade. 

The question of price is less likely now 
to be a deterrent factor than it was some 
weeks or months ago. There has been 
enough lessening in leather prices to 
help some, 

There has been less falling off in price, 
however, in the cheaper and lower 
grades of leather which go into medium 
and working people’s shoes than the 
highest grades of upper leather. 

One of the features of the situation 
in the past few days is the increased 
interest in hides and skins. More 
active buying has been resumed in the 
packer and also in the country hide 
market. In sole leather hides and also 
light hides, which go into heavy upper 
leather, the trading was the first of any 
real amount in many weeks. This is 
interesting as the first step toward 
heavy purchasing. It is the time of the 
year when shoe manufacturers must 
begin to figure on supplies of leather to 
carry them over a considerable period. 
The impending trouble from fuel 
shortage and the none too rosy transpor- 





tation outlook furnishes the belief that 
purchasing can not be trifled with for 
too long a period unless buyers wish to 
court disappointment in deliveries. 


Calfskin Leather 
Shoe manufacturers who are not 
making large purchases have been in 
closer touch of late with the tanners 
with whom they customarily trade. 









With the many shoe buyers who are in 
the market it is believed that leather 
buyers will make arrangements to 
replenish their stocks of upper leather. 
The range of prices is undoubtedly con- 
fusing and possibly at this writing 
prevents large purchases, but calfskin 
leather has dropped to a point which is 
about on a par with a year ago and in 
some respects lower. There is still 


_ CURRENT LEATHER AND HIDE MARKET QUOTATIONS 
Prices Under 1919 and 1914 Are for the Corresponding Week with This Year 


Sole Leather 


Hemlock sole, heavy No. 1............ 
Hemlock sole, seconds, mid. 

Oak sole, No. 1 bends.. AS 
Oak sole, No. 1 backs, all weights. 
Union steers, flat .. jeriaes 
| A re eee 
Offal, hemlock ee sont heir an oe 
Offal, hemlock bellies................. 
Offal, hemlock shoulders.............. 
ee 
Se eae 


Chrome, S. A. dry hide, 744 
Chrome, green hide, 6 to 8 iron sides..... 


to 10 iron sides 


1914 1919 1920 
Cents per pound 
—@30 56@ 57 54@ — 
24@26 54@ 55 4@ — 
47@50 96@1. 00 1.05@1. 20 
45 @46 82@ 84 85@ 94 
—@44 84@ 85 80@ 85 
80@ 83 80@ 85 
10@ 12 14@ 15 
12@ 18 20@ 22 
30@ 32 0@ — 
15@ 16 21@ 22 
18@ 19 25@ 27 
Cents per foot 
43@ 50 60@ — 
—@ 50 —@ 60 


Upper leather quotations are not given, owing to the wide range of prices which 


depend on quality, grade and selection. 


Hides and Skins 


Heavy native steers................4. 
EROAVY MACNG COWS 0 :6:5)6)5.6 6 oc isns <icine'e 
Di, PR vy begets ors 0 Koide paidipie 
Chicago City calfskins................ 
eS a en eer ee 


1914 1919 1920 
Cents per pound 

1934@20 — @52 —@30 

19 @19% — @50 33 @34 

16 @16% 42 @45 17@22 

18 @21% 72%@90 20@37% 

28 @— 45 @46 — @32 
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BLISS a 
PERRY 


FINE TURN 
EVENING 
SLIPPERS 


GFE the many new, dainty and 
graceful models in both leather 
and fabric which we shall show 
at the National Shoe and Leather 
Exposition and Style Show, Boston, 
July 20-24 


At Booth 
SIXTY 


Bliss and Perry Company 
Newburyport, Mass. 


| 
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much leather on hand which could not 
be sold at any lower than present quota- 
tions and bring the tanner out whole 
with the cost of his production, in fact, 
at present prices some losses would need 
to be sustained. 

On the other hand, there has not 
been enough purchasing of raw 
stock at the low prices for leather to gain 
the advantage which would be sup- 
posed from the present calfskin quota- 
tions, and the latter do not represent 
what the market would be with re- 
newed activity. Colored calf in the 
men’s weights is quoted at 85c to 90c 
and higher by some tanners according 
to selection and tannage. Women’s 
weights are lower and prices have been 
quoted the last week from 75c to 80c. 
Some cheaper grades are obtainable at 
lower figures. There is more strength 
in the best finishes of ooze. ‘Calf of 
suede and velvet finishes will continue 
very popular in high grade footwear and 
will range in price from $1 to $1.15; in 
some of the finest grades higher. 
Cheaper grades of ooze run down as low 
as 70c to 95c per foot. 


Side Upper Leather 

The trading here is not much different 
than in calfskin excepting that there 
has been some more active business in 
the heavier leathers for workingmen’s 
shoes and boys’ shoes for school wear 
and for the agricultural sections. The 
standard tannages of colored sides are 
quoted from 55c to 65c and some runs 
even a little higher. Snuffed leathers 
bring from 60c to 65c per foot by some 
dealers and others are quoted as low as 
50c to 60c. Kips continue firm at 70c 
to 75c per foot for colored, and blacks 
run lower. There is not as much change 
in elk sides, which still bring anywhere 
from 40c to 60c per foot. This leather 
has not shown a proportionate recession. 
It goes principally into the heavy un- 
lined footwear which is so popular in 
agricultural sections and in the heavy 
industrial lines. 


Glazed Kid 

The principal activity among tan- 
ners has been to ship out leather pre- 
viously sold. Some shoe manufacturers 
are placing new business to replenish 
their stocks. The quiet business in some 
of the women’s shoemaking sections 
adjacent to’ Boston has prevented the 
customary activity in glazed kid. In 
sections of the West there has been more 
active shoe business and glazed kid 
has moved more freely. The prices 
quoted run anywhere from 85c to $1.10 on 
colors, 80c to $1 on blacks, and other 
medium lines for cheaper and medium 
grades of shoes from 80c per foot 
downward according to quality and 
the kind of shoe it is desired to build. 
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Patent Leather 


Tanners of patent side report a quiet 
market, and the export demand is said 
to be the most brisk. The top grades 
are quoted by most dealers at from 75c 
to 85c per foot, and there are cheaper 
selections for less money according 
to the quality. Much leather is going 
forward on former contract and some 
on new contract to the Latin-American 
countries and southern Europe. 


Sheepskin Leathers 


Sheepskin tanners are moving in 
about the same amount of activity 
as other upper leather tanners. Price 
concessions have been less proportion- 
ately than in many grades of upper 
leather. Top selections of sheep range 
from 30 to 34c for colored ooze and for 
lining stock. The medium and cheaper 
grades bring less money according to 
selection and quality. 


Sole Leather Situation 


Sole leather tanners have in many 
sections curtailed to a considerable ex- 
tent although prices have not shown any 
great change in the past few months. 
They average fairly well with about a 
year ago, and sole leather tanners are 
inclined to be especially firm on the 
best grades of their stock. There is more 
inquiry from shoe manufacturers who 
are getting ready to place their normal 
long time contracts for sole leather for 
weekly delivery. Some shoe manu- 
facturers are showing a tendency to be 
better supplied at the beginning of the 
coming Winter than they were last 
Winter as a safe-guard against transpor- 
tation handicaps. 





Clever Window Demon- 


stration 


The Barton Company, Manchester, 
Holds Style Show and Buckle 
Display 


A three-day Style Show and Buckle 
Demonstration was held recently at the 
retail store of The Barton Company, 
Manchester, N. H. Miss Martha D. 
Allen, “Buck-el-On Girl’ was the 
model. The affair was well advertised 
in the Manchester papers. An $18,- 
000 Cinderella slipper was displayed 
and Miss Allen promenaded at inter- 
vals, wearing her beautiful costumes, 
among which was a $1,000 moleskin 
wrap and correct Summer footwear for 
women, with buckles, ‘and the Buck-el- 
On attachment. The display proved a 
great attraction, crowds coming from 
all the surrounding cities. A big busi- 
ness for the Barton Company was the 
result. 
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RUBBER FOOTWEAR 
(Concluded from page 145) 


Scrap Rubber 


The situation is not any worse than 
last week, but on the other hand, there 
is nothing of a bullish nature observ- 
able in any of the trades reported. 
On the merchants’ buying end, the 
market appears distinctly weak and if 
the reclaimers’ buying prices are to be 
based on the statements of reclaimers 
the situation would be found very easy. 
The talk is that reclaimers have pur- 
chased boots and shoes at 7 cents de- 
livered although no such figures come 
from Boston merchants, who, while not 
very optimistic, are sticking to 714 as a 
minimum. Of the merchants’ buying 
there has been little of it at any price 
and in carload lots few merchants would 
be induced to pay more than 6}43 cents 
unless some expected outlet to mills 
was the reason for purchase. Declines 
which have been made in the merchants 
buying quotations have been arctics 
down to 5 cents. 


Merchants’ Buying Prices 


Boots and shoes........... 64% @6% 
Arctics cleam.............. 5 @5% 


Add to Your List 


The Mishawaka Woolen Manufac- 
turing Company, Mishawaka, Ind., 
should be added to the list of rubber 
companies which we published in our 
issue of July 3. This firm makes the 
Ball Brand rubber boots and shoes, 
light-weight rubbers, wool boots and 
lumbermen’s socks. 





New Wholesale Firm in 
Atlanta 


Atlanta, Ga., July 11—The National 
Leather Company has just been or- 
ganized to carry on business at 7 North 
Pryor Street, in Atlanta, Ga. This will 
be an up-to-date house which will con- 
duct a general findings business. The 
organization is a partnership between 
Messrs. Miller and Katz. Mr. Miller 
has been in the wholesale tobacco busi- 
ness. Mr. Katz is well known to the 
trade through his connection with the 
Panther Rubber Company. For ten 
years he has represented this company 
and has made many friends. The com- 
pany will begin operations on August 1, 
opening up with a full line of leather 
and findings of standard brands. 





Knoxville Merchant Dies 


J. E. Lutz, for many years engaged in 
the retail shoe business in Knoxyjlle, 
Tenn., died at his home there recently, 
at the age of 66. He had been ill for 
nearly two years. 
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BOOTH AT THE 
BOSTON STULE SHOW 


BOOTH NO. 77 


It is here we want to greet all 
old customers and meet new 
ones. It is here we aim to 
draw tighter the ties of busi- 
ness friendship. The spirit of 
goodfellowship will abound 
and our desire to help dealers 
prosper will find daily ex- 
pression. Welcome! 7 
Some idea of our exhibit at 
the previous exposition held in 
Boston last January is to be had 
from the picture of our booth. 


(M.NARNOLD SHOE CO. 
NORTH ABINGTON,MASS. 
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RETAIL TRADE QUIET 


E:en Whites Not Selling as Well as 
Expected 


Despite the fact that the public is be- 
in’ offered the most marked reductions 
on boots and shoes that have ever been 
known locally, it is not easy to interest 
as many buyers in the offerings as might 
be hoped for under the circumstances. 
Nevertheless, merchants continue to 
pound away and they are steadily get- 
ting their stocks into such shape as they 
deem proper to enter the Fall season 
without super-cargo. This has meant 
a material sacrifice of profits, but this is 
considered preferable to carrying over 
merchandise and keeping money tied 
up when the banks insist on drawing 
tighter the strings around their wallets. 

Hopes expressed earlier for a record- 
breaking season in white goods have 
not materialized so far, but the season 
is still young, and when hot weather 
really arrives, it is believed no trouble 
will be experienced in marketing every 
thing that local merchants have on 
their shelves. Summer has made 
a number of false starts, but when it 
finally ‘‘arrives’” a good business is 
looked for in the strictly seasonable 
lines. 


FACTORIES RESUME 


Doing Business on an Average of 70 
Per Cent Capacity 


The factories which closed for ten 
days to two weeks at the beginning of 
July, resumed: operations on Monday 
of this week witb working forces vir- 
tually equal to the number employed 
before the recess. This was equivalent 
to an average of 70 per cent of capacity, 
although in a few cases factories worked 
up to 80 per cent, and resumed on that 
basis. With the travelers back on 
their territories, a good Fall business 
is expected. Manufacturers believe 
that when the merchant trade becomes 
acquainted with conditions, a good 
many cancellations will be revoked as a 


Milwaukee 


safeguard to the supply of goods needed 
for the next six months, and some fresh 
business will result as well. 


SHOES FOR RUSSIA 


Trade Ban Lifted—One Footwear 
Contract is $1,500,000 


Milwaukee manufacturers, including 
at least one large boot and shoe con- 
cern, will get at least $8,000,000 worth 
of business immediately as the result 
of the removal of the trade ban against 
Russia, according to Fred G. Simmons, 
treasurer and assistant general manager 
of the Bobroff Foreign Trading & 
Engineering Co., 221 Grand Avenue. 
This company represents about thirty 
leading makers of goods suitable for 
export trade and has been working 
for 18 months or longer to develop 
Russian trade connections. The way 
is now wide open to fill orders already 
booked, which include contracts valued 
at $1,500,000 with the F. Mayer Boot & 
Shoe Company. Proper credits are 
being established in New York banks 
and goods will be going forward within 
a short time. The money to pay for 
the goods in gold is available, according 
to Mr. Simmons. B. L. Bobroff, 
president and general manager of the 
company, is now in Russia, Finland and 
Esthonia. 


Expect Increase in Patent Leather 


The Milwaukee Patent Leather Com- 
pany, one of the pioneer manufacturers 
of the Central West, is greatly enlarging 
its organization and engaging extensively 
in the production of calf and side 
leathers. The capitalization has been 
increased from $100,000 to $500,000, 
consisting of 5,000 shares of common 
stock, of which 3,500 have been sub- 
scribed for and the remaining 1,500 are 
being offered to Milwaukee investors. 
Harry Boulton, for 22 years super- 
intendent of the calf and side leather 
tannery of the Pfister & Vogel Leather 
Company, has been elected vice-presi- 
dent and will have full charge of the new 
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caif and side leather department. He 
has a national reputation as a tanner of 
fine shoe leathers in black and colored 
calf and sides. E. A. Oliver, president 
of the company, will continue to 
handle the patent chrome side leather 
output, which heretofore was the 
principal business. William P. Jahn, 
secretary and treasurer, remains in 
charge of the sales department. The 
tanneries are located at Dover and West 
streets and last year the output ag- 
gregated $1,000,000. During the com- 
ing year it is estimated that sales will 
reach $3,000,000. 


Talks on Postal Service 


The local boot and shoe trade, from 
manufacturer to merchant, has been 
working for a long time to secure im- 
provement in the postal service. Few 
really knew the whys and wherefores 
of the quality of service in the last two 
to three years until the Milwaukee 
Association of Commerce on Thursday 
noon, July 15, presented John C. Koons, 
first assistant postmaster-general, as 
the principal speaker at the bi-weekly 
luncheon for members and guests. Mr. 
Koons, who is directly in charge of the 
postal service, gave an instructive and 
enlightening analysis and asked for the 
co-operation of business men and others 
in getting the service back to its former 
renowned efficiency. The coming of 
Mr. Koons has cleared up many matters 
and doubtless will make it relatively 
less difficult for the American public 
to effect much desired improvement. 


N. R. Allen Executive Resigns 


The resignation of Martin H. Slosson, 
vice-president of the N. R. Allen’s Sons 
Company, Kenosha, Wis., was accepted 
at the monthly meeting of the board of 
directors on July 6. Mr. Slosson will 
retire August 1 to engage in other 
business. He has been associated with 
the Kenosha tanneries for twenty-five 
years, starting as a clerk. During the 
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Where to Buy 


Women’s Shoes 














PHILLIPS-CRAM CORP. 


Successors to 
NASON & PHILLIPS 
Makers of 


Women’s Turn Slippers 


276 River Street - Haverhill, Mass. 
Boston Office, 207 Essex Street 











? E. A. &M. C. Witherell Co. 
Manufacturers 
Women’s Turn 
Boots and Slippers 
Foctery, 
Haverhill, Mass. 
Boston Office 
147 Lincoln St. 








BARNETT SHOE CO., Boston 
Immediate Delivery 
A White Cab. Hand 


Turned ra Pump, 18-8 
Covered uis Heel. A, 


"$3.60 
“CLEO” TIES 


BLACK AND BROWN OOZE IN HIGH- 
GRADE TURNS WITH MEDIUM VAMP. 


SIZES 3-7.4. Band C 95 QO 
Net 10 Days 
Straight Rune Only 


BARNETT SHOE CO. 


110-112 Summer St. Boston, Mass. 


LATEST CREATION IN A BOUDOIR 
Top bound with galloon, lined throughout with 
white or fancy colored linings, leather heel, proper 
height at back of slipper to prevent slipping; close 
fit around top to prevent falling the foot. 

and sells on sight. Outwears two 
y irs. Best of workmanship, 
clean linings. Blacks, $1.75; Reds and Tan, 
$1.90; Pinks and Blues, $2.00. 
THE ORIENTAL BOUDOIR CO. 
61 Essex Street Haverhill, Mass. 


WHITES THAT ARE WINNERS 
ie N ~< 














Classy sli 
of the i 





HARIMAN SHOE COMPANY 


MASS 





COLLINS & STAPLES. 
Makers of 
HAND TURNED LOW CUTS 
Alpha Strap. Made 
in Polar Cloth and 
All Leathers. 


Factory, 118 Phoenix Row 


Boston Office 
Haverhill, Mass. 110 Lincoln St. 








The Line of 1 
of Comfort Shose 
Pi — Oxfords — Bals 
Ties — — 
Three af os — 
w Fiexibie welts 
fined — Men alippers 


TIMSON BROS., Inc. 
Boston, Mass. 
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world war, he served as a major in the 
quartermaster corps and made an 
enviable record. His successor as vice- 
president probably will not be elected 
until the annual board meeting in 
January, but the duties of the office are 
being performed by John I. Chester, 
general superintendent. 


Fuel Shortage Feared 


The Milwaukee Association of Com- 
merce has enlisted the support of 
business men’s associations throughout 
the Northwest ina determined campaign 
to provide a supply of hard and soft 
coal before the close of navigation, 
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adequate to take care of normal nee: 
during the Winter and until the comir 
of Spring. Up to July 1, lake shi, - 
ments to Milwaukee, the main distribu’ - 
ing point for the Northwest, were 1,00( - 
000 tons short of normal. Nearly t!- 
entire supply comes by Great Lak ; 
vessels. It is feared that unless qui: \ 
action is taken, the manufacturers of t. « 
Northwest are bound to encounter t 
worst fuel shortage in history befc e 
February 1. Industries at present » ¢ — 
not receiving more than enough coal 0» 
supply current needs, and the us: || 
accumulation made in the Sumn +r 
months has not been possible so far t’ 's 
year. 


St. Louis 


BUILDING NEW FACTORY 


Modern Plant to Be Used by Me- 
Elroy-Sloan Shoe Company 


Work is now proceeding on a new 
daylight factory for the McElroy-Sloan 
Shoe Company at the northwest corner 
of Twenty-first Street and Lucas 
Avenue. The building is six stories 
high, of reinforced concrete and covers 
alot 115 x 142 feet. It is equipped with 
automatic sprinklers and every modern 
device to make it a model factory build- 
ing. This factory, with the two other 
factories operated by the McElroy- 
Sloan Shoe Company, gives this com- 
pany one of the largest units in the 
country for the manufacture of chil- 
dren’s shoes. 

The McElroy-Sloan Shoe Company 
has made Ross Parsons assistant to 
John H. Wilson in the advertising de- 


partment, succeeding James Spenc r, 
who will take over eastern Kentuc.y 
and West Virginia territory. Mr. P: r- 
sons was for ten years with Rober s, 
Johnson and Rand Shoe Company in 
various departments, including findin,’s, 
return goods and the sales departme:t. 
Prior to coming with McElroy-Sloan 
Shoe Company he was with the Langen- 
berg Hat Company, with headquarters 
in Georgia. a 
Visiting in California 


Harry G. Johansen left last week for 
his vacation in California where he will 
join Mrs. Johansen and spend about 
four weeks. 


Spending Summer in Wisconsin 
William H. Dittmann, president of 

the Dittmann Shoe Company, accom- 

panied by Phil A. Becker and family 
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and Robert Dittmann and family, de- 
pected last week for northern Wisconsin 
wiere they have taken a cottage for 
the Summer. Messrs. Becker and 
R. bert Dittman will return to St. 
L. uis about August 1. 


St. Louis Plans Big Display 


tharles S. Strayer, advertising man- 
ac ‘rt of Johansen Bros. Shoe Company, 
ar | style show representative for the 
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St. Louis Shoe Wholesalers’ Associa- 
tion, has returned from Milwaukee 
where he spent a few days looking after 
St. Louis interests with reference to 
displays during the National Shoe Re- 
tailer Convention next January. St. 
Louis will occupy a commanding posi- 
tion with its group of twenty-four or 
more individual displays. Mr. Strayer 
states no expense is being spared to 
maintain St. Louis’ reputation for 
doing things on a big scale. 


Chicago 


I REDICTS INCREASED BU YING 


Ci ieago Wholesalers Report En- 
ouraging Volume of Business 


Vholesalers in the Chicago Market 
as a whole report that the volume of 
saics for the past week has been as 
gr at as and, in some cases, greater than 
th: sales of the same period a year ago. 

‘Ir. Rhodes, of F. H. C. Doven- 
muehle & Company, reports that they 
have shown an increase this past week 
in sales. However, a large percentage 
of the merchandise which has been sold, 
has been canvas footwear. A few orders, 
however, are being placed by some of 
the local merchants. 

D. Cushman, of the A. S. Kreider 
Company, says that this past week has 
seen several of their regular customers 
in town placing orders for Fall delivery 
and he feels that the time is approaching 
when buying will commence to be more 
liberal and also more active throughout 
the entire market. As Mr. Cushman 
covers quite a large territory for the 
A. S. Kreider Company branch in 
Chicago, he is quite familiar with the 
conditions existing in the surrounding 
states. 


RECORD SALES OF CANVAS 
SHOES 


Merchants Report Demand to Be 
Greater Than Ever 


Retail merchants throughout the 
city are now holding their mid-season 
sales and say that the demand for 
canvas footwear is far in excess of 
what it has ever been before. The 
demand for white buck and kid in 
women’s shoes is healthy, yet it is not 
as strong as it has been in former years. 

One may find a range of prices from 
$3.45 and $3.85 to $9.45 and $9.85, 
depending upon the class of merchan- 
dise offered. However, the medium 
graile \of shoes that the volume of 
business is done in are now on sale for 
$6.°5, $7.85 and $8.85. 


The retail market has not been as 
active the past few weeks but local 
merchants report that the market is as 
active and the volume of sales for the 
week succeeding the 4th of July was 
about the same as for the correspondin, 
week a year ago. 


STOCKS NOW REDUCED 


Belief in General Merchants Are 
Nearly Ready to Buy 


The consensus of opinion among the 
larger merchants, jobbers and manu- 
facturers of this city is that the average 
merchant has been successful in re- 
ducing his stock so that he is now on a 
more sound foundation than he was six 
months ago and that by the time sales- 
men are on the road looking for business 
again, these merchants will be in 
position to place a good volume of 
business. 


Will Insist on Order Contracts 


However, many manufacturers make 
the statement that any future buyers of 
their merchandise will have to recognize 
an order as an order, and if they buy 
their shoes on a rising market, will have 
to take their orders accordingly. This 
condition has been brought about by the 
enormous losses the manufacturers have 
had to suffer by the inconsistency of 
dealers cancelling the shoes they have 
had on order carte blanche, owing to 
the fact that they were overstocked 
with shoes and that they felt conditions 
were such that prices were going to be 
materially lower. Manufacturers prom- 
inent in the industry in the city of 
Chicago say that on staple lines of 
merchandise they do not look for more 
than a 6 to 8 per cent decrease in the 
prices this: coming season over last 
season, and in some instances the cost 
will be more as high grade material 
is still at a premium. These same 
manufacturers feel, however, that there 
will be a slightly greater percentage 
of decrease in novelty lines of footwear, 
probably from 10 to 12 per cent. 
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Women’s Shoes 
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PLENTY IN STOCK 


For the Girl 
Imitation Turn 
cer Ry OP es 



























“Fernco-Quality” Comfort Shoes 
Ladies’ Hand Turned 
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STRAP SAND 
Home Cases 


Glazed Colt Flexible McKay 
St. Ne. 500. $2.60. Terms 
3-10. Net 30 days. Write 
for pa jet showing other In- 
Steck Ni rs 


Brandau Shee Comp 










Detroit. Mich 











“4 WOMEN’S NOVELTY STYLES 
READY TO SHIP 
CASE LOTS 


Oxfords, Two-Eyelet Tice, 
lg ey 


L. SCHAPIRO SHOE CO. 
(Shoes of Today) 
73 South St., Boston, Mass. 











IN-STOCK 


Complete line of Men’s 
Everetts, Romeos and 
a in Havana Brown, 
Black and Golden Brown. 
Also Women’s Boudoirs in 
No anaBTee ass Cabretta and Quilted Satin, 


all colors. 
ABBOTT SHOE CO., No. Reading, Mass. 














Turn Comforts—In Stock 











ALGIER SHOE MFG. CO. 


ier Phoe 


Highest Grade Women’s Shees, Turns and Welts 











138 Broadway, Brooklyn, N. Y. 
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Where to Buy 


Men’s Shoes 












































Gentlemen’s 


Shoes 


A.E. Nettleton Co. 


SYRACUSE, N. Y. 


THE 
eltleton 
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BROS SHOE 
'S FINE SHOEMAKERS - 
BROCKTON 






































Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


BROCKTON, MASS. 
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Fred F. Bransley Dies 


On Sunday, July 4, Fred F. Bransley 
of the American Oak Leather Company 
passed away. Mr. Bransley was a 
member of the Chicago Shoe and 
Leather Association and prominent in 
all affairs in the industry. 


F. E. Foster Annual Outing 


On Saturday, July 10, all employes 
of the F. E. Foster Shoe Company, of 
this city, and their families, held their 
annual outing at Ridge Park. Both Mr. 
Foster and Mr. Orth were present and 
it was easy to see how all appreciated 
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friendly feeling existing throughout the 
entire organization. 





- Department Head Resigns 


It has just been announced that E. I. 
Potter, who has been in charge of tle 
shoe department of the DuRand Perry 
Company, Louisville, has resigned amd 
gone to Brandt’s, at St. Louis. N>» 
successor has been named as yet, an 
the position will probably be left op: 
until Fall. This department featur s 
the J. & T. Cousins line of shoes, and 
operated by the Merrill Shoe Compan , 
as a leased department. 


Cleveland 


PRICE RULING RECEIVED 


Cleveland Gets News of Judicial 
Decision in Columbus 


A gross profit of 35 per cent has been 
fixed as the fair retail shoe price by 
Federal Fair Price Commissioner Pfei- 
fer of Columbus, O. A copy of the 
profit margin ruling reached the hands 
of the Cleveland Fair Price Committee 
last Monday and will be found reported 
in detail in the Columbus letter in this 
issue. 


A “FOOTWEAR” PICNIC 


Northern Ohio Shoemen Have Good 
Time at Outing 


Everybody who attended the annual 
picnic of the shoe industry of Northern 
Ohio, which was held last Wednesday 
at Willoughbeach Park, had a good 
time. It was the most largely attended 
picnic ever held by shoemen of this 
section of the State. The gathering was 
held under the auspices of the Cleve- 
land Shoe Travelers and the Shoe and 
Leather Club of Northern Ohio. There 
were races on land and in the water for 
men, women and children of all ages. 
There were pie-eating contests, water- 
melon-eating races, band music and 
speechmaking. Everybody in the trade 
got better acquainted. There was much 
talking of shop and the picnic also was 
an educational function. 


WHITES TO THE FRONT 


Selling Well Without Any Special 
Sales Stimulus 


Although everybody is still busy 
pushing stocks of Spring goods that did 
not go so fast in the regular season as 
was anticipated, white shoes are coming 
to the front, and are rapidly stepping 
to the center of the stage. It is nearly 
a 50-50 proposition between sales of 
whites and low Spring shoes, but the 


former have traveled ahead on thi: 
own steam. Nobody has been partic ..- 
larly active in pushing whites to dat», 
but now everybody in the trade who w:s 
approached declared that this will be 
banner Summer season for white shoe. 

At the present time the sales are 
about 90 per cent cloth. The whit 
kids, on account of the price, are mo\ 
ing more slowly. 


Small Price Drop Expected 


The average merchant here is ex- 
pecting a retail price of 50 to $1.00 less 
per pair for Fall shoes. They argue 
that the peak of high prices has been 
reached, and they are gratified with 
quotations that are lower than have 
been prevailing. With the drop in 
prices merchants are looking forward 
to a big Fall season. While business 
has been good this year so far, yet there 
is a general feeling that the average 
consumer wore shoes just a little 
longer than in the pre-war days, and 
that with the first break in prices there 
will be a rush to the stores. 


SUCCESSFUL SALE HELD 


Many Customers Sold Regular Mer- 
chandise En Route to Bargain 
Counter 


One of the big sales of the present 
season is that being conducted by the 
Pocock-Wolfram Company at their 
Euclid Avenue store. This concern 
obtained 10,000 pairs of shoes at a Lig 
bargain, and the entire lot was placed 
on sale at $5.85 and $6.85. 

The advertisements set forth that 
shoes in the lot were made to sell ‘or 
as high as $12.00 to $17.00, and there 
was a big rush when the doors opened 
on the first day of the sale, last Wednes- 
day. The goods were sold for less thn 
they could be replaced for. 

Rather spectacular arrangements w: re 
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m:de to push the shoes. A large sign 
over the door in blue and white held 
th» attention of crowds. Inside and at 
th: rear of the salesroom was another 
lage sign about the special sale. 

But the store management did not 
look their regular stock. Before 
th» customer got to the low-priced 
shves he or she first passed the hosiery 
cc inter. There were special sales on 
si « hosiery. 

[hen the consumer approached dis- 
p!y counters, on which were ranged 
hi -her priced shoes, some running up to 
$2.00 and $15.00. These caught the 
fe icy of many who had come into the 
st re for the $5.85 and $6.85 shoes. 


° 
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T. B. Meath, manager of the store, 
said the number of pairs sold would es- 
tablish a record. 


From Washington to Cleveland 


A. G. Griffin, who has been manager 
of the Washington Travers store, has 
come to Cleveland to take the manage- 
ment of the store in this city. Mr. 
Griffin succeeds J. R. Minco, who is now 
with the Pocock-Wolfram store next 
door. The two men have been with 
the Travers organization many years. 
They are now, for the first time in their 
experience in the shoe industry, pitted 
against each other as competitors. 


Columbus 


FAIR PRICES”? ESTABLISHED 


Onio Commissioner Rules That 
Maximum Profit Must Not Ex- 
ceed 35 Per Cent 


\ maximum mark-up of 35 percent on 
the selling price on men’s and wom- 
ers shoes is the limit permitted Ohio 
retail merchants, according to a fair 
price list issued by State Fair Price 
Commissioner John Pfeifer of Columbus. 
The profit allowed on children’s shoes 
is less. 

The following is a list covering the 
sale of footwear: 


Fabric shoes (all size ranges) up to and in- 
cluding $7—33 1-3 per cent. 

Men’s ahd women’s shoes up to and in- 
cluding $12.00—35 per cent. 

Boys’ shoes, sizes 1 to 6 up to and includ- 
ing $6.00—32 per cent 

Youths’ and Little Gents’ 9to 12 upto 
and including $4.00—32 per cent. 

Infants’ sizes 0 to 5 up to and including 
$2.00—30 per cent. 

Children’s sizes 84 to 11 up to and includ- 
ing $4,00—32 per cent. 

Misses’ sizes 11 to 2 up to and including 
$5.00—33 1-3 per cent. 

Growing Girls’ sizes 24 to 7 up to and in- 
cluding $8.00—33 1-3 per cent. 


Examination of the figures and per- 
centage of profit allowed shows an 
average margin to retailers of 33 1-3 
per cent. The commission further 
orders that the replacement values shall 
be dealt with by an actual averaging of 
old stock on hand with new purchases 
when actually placed in stock for sale 
and at no other time. 


Shoes and Cartons Must Be Marked 
in Plain Figures 


Announcement is made that all pairs 
of shoes or cartons are to be marked in 
plain figures for the benefit of the pur- 
chaser and not by secret signs. Basing 
the sale on the amount of profit allowed 
and marking goods according to plain 
figures will tend to discredit suspicion of 
the existence of profiteering, the com- 
mission asserts. 

Commission officials state that com- 


parisons showed the profit allowed 
Ohio shoe dealers to be seven per cent 
less than that of any other state. 

The merchants welcome this basis 
of having the government approve 
retail prices as being consistent with 
its effort to reduce the high cost of 
living. The following down-town shoe 
stores favor this action and have al- 
ready made it effective in their stores: 
the Boston Shoe Department; the 
Browning Shoe Company; John M. 
Caren Company; the Columbus Dry 
Goods Company; the Dunlap Shoe 
Company; the Dunn-Taft Company; 
The Fashion; the F. & R. Lazarus & Co.; 
the Morehouse-Martens Company; Pe- 
tot Shoe Company; the A. E. Pitts 
Company; the Union Company; the 
Walk-Over Shoe Company. 


Stocks Being Cleaned Up 


All of the shoe stores in the city seem 
to have the desire to clean up their 
stocks at this time, and have instituted 
July clearance sales with fervor. The 
Browning Shoe Company is_ holding 
a manufacturers’ clean-up sale, offering 
the public twelve hundred pairs of 
women’s low cuts in fifty-five different 
styles, in all sizes and all widths, at the 
one price of $5. Mr. Bamberger, pro- 
prietor of this store, says that he was 
able to purchase these first class shoes 
from a manufacturer who had been 
unable to ship the goods to the trade 
on account of freight embargoes, and 
who, rather than carry the stock over to 
next season, sold them at a ridiculously 
low price. 


‘ 


First Sale in Five Years 
“Our first sale in five years’’ is the 
advertised slogan of the A. E. Pitts 
Shoe Company, which is holding a 
clean-up sale in its several depart- 
ments. Because of late shipments and 











Where toBuy 


Men’s Shoes 
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THE “TOUG AS”’ SHOE 


THAN THE BEST 
Sainte Se your line with the ‘patie 
men’s welts we can send you. In stock 
Made to order. 
GEO. N. TOUGAS SHOE CO. 

161 S St., B 














BETTER SHOES 
BETTER SERVICE 


Rocker Bottom Wooden 
Sole Footwear 


SHOES, 6 to 14 Inches 
BOOTS, 14 to 20 Inches 


Send for Catalog and 
Prices 
REECE SHOE COMPANY 
Columbus, Nebraska, U. S. A. 








Welt 
and 
Nailed 


' For Men {endfor 


Catalog 
Manufactured by 
La Crosse Boot and Shee Mfg. Co. 
La Crosse, Wisconsin 













WATERPROOF 
Sole Boots and Shoes, 
‘Oil Grain, raft Bellows 
% 3 Tongue and Back Strap. Re 
a4 Send for booklet telling who 
you can sell these shoes to. 
A.H. Riemer Shoe Co. 
MILWAUKEE, WIS. 

Established 1887 


















Stock Dept. 5 ¢¢ 


Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 
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SEE OUR CATALOG 
196 CHURCH STREET,N.Y. 
WELTS MADE x 
eroccron Diamond Hhwes> 
FACTORIES = 











Where to Buy 


Shoes at Auction 














HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 





Every Wednesday and Friday 
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[ Where to Buy 


Children’s Shoes 














Attention to Jobbers 


OUR TURN SHOES 


for Children and Misses 
are scientifically constructed 
on nature form 


SCIENTIFIC SHOE CO., Ine. 
Boston Ofies, 207 Essex St. 














ROCHESTER’S FELT 
SHOE KINGS 


PLACE ORDERS NOW AND INSURE 
EARLY DELIVERY 


Write for Catalog 


: F. W. HAHN CO. 
; ROCHESTER 


NEW YORK : 








“ELAM”? 


Flexible First Step Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO., Inc. 


Rochester, N. Y. 











H.H. FREELAND 








AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 

















WC. Goodcger 


Manufacturer of 
Children’s Dlexible GDurn Shoes 
89 Allen St.. Rochester, D7 
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SOFT SOLES 
A Wonderful Line for the 
Wholesaler 


All leather lines rang- 
ing in prices from 
$5.01 upwards. Also 
a line of ladies’ Pump 


Straps in all styles 
and colors. 2 ‘piece 


and 2 pieces. 
NU BABY SHOE CO., East Lynn, Mass. 
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Soft Soles and Moccasins 


Ask your Jobber for our 
G s. We do not sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 








ROCHESTER, N. Y. 
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a backward season, some wonderful 
values in low shoes are being offered. 
Dunlap’s is another of the wide-awake 
concerns which is holding a clean-up 
sale. 


Low Cuts Continue Popular 


In a canvass of the larger shoe stores 
it was learned that the average pur- 
chases of Fall footwear will amount to 
about eighty per cent. It is predicted 


that low cuts will again be in vogue thi: 
Fall. Following the usual custom, th 
Jocal plants closed down July thir< 
for two weeks to allow their employe. 
a much needed vacation and to giy 
the machinery throughout the plants 
complete going over in readiness for th. 
Fall rush. It is the plan of the severa 
superintendents of these plants to rus! 
work on Fall and Winter shoes o: 
account of the uncertainty of traffi 
conditions. 


Detroit 


TRADE EXCEPTIONALLY GOOD 


Stimulated, However, by Sales— 
Whites at Regular Prices 


Business continues exceptionally good, 
although stimulated by the usual epi- 
demic of Summer sales. There is a 
decided tendency for merchants to 
unload Summer lines, although many 
of the larger and better stores have not 
as yet included whites and tennis shoes 
in their markdown. While clearance 
sales are general there is no tendency 
towards a senseless slaughter of prices. 

In the more conservative stores a 
reduction of 20 per cent is the maximum 
cut. This is the case at R. H. Fyfe & 
Co., where only low cuts are included in 
the sale; with whites and tennis shoes 
reserved. At the Lindke Shoe Com- 
pany store all low cut shoes are in- 
cluded. Here the lines in each de- 
partment are grouped into lots and 
offered at specially attractive prices. 
The windows show many lines at the 
reduced prices but the interior arrange- 
ment of the store has been altered but 
little and does not present the usual 
clearance sale environment. 


Detroit Factories Are Busy 


“If anybody thinks that Detroit is 
slowing down industrially, we can tell 
them that we are carrying the heaviest 
load during factory hours that we ever 
have carried,” states an advertisement 
to the users of power and light supplied 
by the Detroit Edison Company in an 
appeal for conservation during the coal 
shortage that has followed railroad 
strikes. Coming from such a source, 
unsolicited, the merchants feel that 
they have a right to feel optimistic for 
Detroit’s Fall and Winter trade. 


Sensationalism Used in Cheaper 
Sales 


In stores catering to the public de- 
manding the cheaper lines there is the 
usual spectacular sale fireworks with a 
return of the old time circus stunts to 
force business. 


Retail shoe merchants look upon th 
shoe business as being on a stable basi 
and see very little chance for muc 
lower prices in Fall lines. In some cas« 
the belief prevails that it will requir 
more merchandising ability to kee 
business up to the standards established 
and that this can be done if no unfore 
seen calamity visits the city. Th: 
business of the first half of 1920 ha 
been generally satisfactory, April alon: 
of all the months having fallen behind 
the high sales mark of the previous year. 


Merchants Off on Trips 


Large numbers of the shoe merchants 
and department managers are now 
on their vacations. Some of these are 
combining business with pleasure by 
visiting the Jarger wholesale centers. 


Early Closing Under Discussion 


There has been an attempt to line up 
all down-town merchants of Detroit 
for early Saturday closing. While 
unsuccessful in a general way the 
small number who have agreed to close 
at 1 o’clock this year during July and 
August will probably set so good an 
example that next year the number wil! 
be greatly increased. Among the shoe 
stores and stores having shoe depart- 
ments who will close are the following: 
Elliott-Taylor-Woolfenden Co., J. L 
Hudson Co., Newcombe, Endicott « 
Co., Alfred J. Ruby, Inc., Thomas J. 
Jackson, Inc. Other down-town stores 
close at 6 p. m. 


Discontinuing Women’s Lines 


The Bedford Shoe Company, 95: 
Woodward Avenue, has joined th: 
ranks of the shoe stores who have de 
cided to close out all women’s lines an 
confine their efforts in the future + 
men’s footwear entirely. 


Merchants’ Meetings Off Until Fali 


The Detroit Shoe Retailers’ Associa- 
tion will hold no regular meeting 
during July and August, owing to th 
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number of those interested being absent 
on vacations. The usual monthly 
bu‘letins will be issued and mailed to 
m:mbers during these months so that 
th. officers can keep in close touch with 
th membership. 


Fyfe Employes Hold Outing 


Che employes of the R. H. Fyfe & 
( held their third annual picnic 
at Belle Isle Park. The employes were 
c: ried to the park in large sight-seeing 
ce-s where races and baseball and other 
sj orts were the order of the day. The 
pi nic dinner was one feature that all 
er oyed. 


R.turns to Detroit from Southwest 


Nelson Saunders, for many years a 
1 -mber of the staff of R. H. Fyfe & 
, latterly as assistant to the manager 


nD 
Cc 





TRADE GENERALLY QUIET 


Considerable Speculation as to 
What the Future Holds 


With the hottest part of the Sum- 
mer approaching and the last part of a 
generally abnormal season at hand, the 
members of the local trade, both retail 
and wholesale, are looking forward with 
eagerness to what is in store for them 
with the coming of a new season. 
Though all the local factories are op- 
erating, none of them is rushed from an 
over-abundance of orders for Fall de- 
livery. And in the local retail trade 
things are on the whole quiet, with the 
exception of the vast amount of com- 
petition between merchants carrying on 
sales in an effort to clean the slate for 
Fall. The newspaper advertisements 
are full of special offerings, price being 
the chief attraction. 


Whites Included in Sales 


The Smith-Kasson Company in its 
July clearance sale is offering a line of 
low shoes in every style and pattern, 
formerly priced from $11.50 to $20.00, 
at $9.90 a pair; and others priced from 
$7.50 to $12.50 at $6.90. They include 
in their special sale many styles of white 
footwear. During the months of July 
and August this company has decided 
to close their store all day Saturdays. 

The Mabley & Carew Company is of- 
fering a line of Hanan oxfords both for 
men and women at $14.95. The Flor- 
sheim Shoe Store is selling $15.00 to 
$18.00 styles at $12.85, and $14.00 to 
$18.00 numbers at $10.85. The Fair 
Store is offering to the public one thou- 
sand pairs of women’s white shoes at a 
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in the woman’s high grade shoe de- 
partment, has returned to Detroit after 
a considerable absence at Silver City, 
New Mexico, where he has been seeking 
better health. His numerous Detroit 
friends are glad to welcome him home 
again. 


New House Numbers Approved 

The Retail Merchants’ Association 
went on record as approving the new 
house numbering system. The Post 
Office has announced semi-officially that 
the new numbers should not be used for 
mail matter until January 1, giving the 
system a five months’ hoist, which will 
give the merchants doing a credit busi- 
ness a longer time to adust their credit 
account addresses. A new city directory 
and new city guides giving both the old 
and the new numbers will facilitate 
making the necessary changes. 


special price of $2.75. The John Shil- 
lito Company is advertising six hun- 
dred pairs of Laird-Schober shoes, for- 
merly priced at $18.00, reduced to 
$12.75. This store also is conducting a 
July clearance sale of white shoes. And 
practically every shoe store in the city 
is making special offerings. Some of 
them that did not find it necessary to 
put on a sale the early part of the sea- 
son when the orgy of price reduction 
swept the country, are now falling in 
line in order to assure themselves of 
sufficient room for a few new lines for 
Fall. 


Club to Hold Outing 


The annual outing of the Shoe and 
Leather Club will be held July 24 at 
the North Cincinnati Gymnasium 
grounds, Plainville, Ohio. This is one 
of the big annual trade events, and, ac- 
cording. to George Mohr, secretary of 
the club, a larger crowd is expected this 
year than ever before in the history of 
the club. 


Few Buyers in Market 


The past week a few buyers were in 
the market visiting the local factories. 
A number of the local sales managers 
have indicated that it is their belief 
that during July and August conditions 
will become steadier, and that there is 
every reason for a healthy Fall busi- 
ness. Among the visitors this week 
were Charles Heath of LaSalle & Koch, 
Toledo; Dave Thompson of Carson, 
Pirie & Scott, Chicago, and Reuben 
Stiefel of J. Goldsmith & Sons, Mem- 
phis, Tenn. 
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” STOCK - _ = Geocities e= 
laa Misses’ and Children’s 


Shoes, Slippers, Spats, etc. 








In Stock Indian Moccasins | 


No. 1480 BEADED VAMP 


Men’s 7to1l $1.75 
Women’s Sto 6 1.60 
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THE L. D. STICKLES SHOE CO., Mfrs. 
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IN-STOCK 


Patent Seamless MaryJane 
O HEEL. SIZES 2 T0O5 


At $1.15 


JOuN | M. AHEARN SHOE CO. 





Atlantic Avenue, Boston 











Where to Buy 


Ballet Slippers 














STANDARD BALLETS 
THAT ARE MADE RIGHT 
Sizes 2% to 8 


Women's Black. Sizes 2 to 8......... $1.75 

Misses’ Black. Sizes 11 to 2........... 1.65 

Children’s . Sizes 8 to 10%...... 1.55 
Same in waren 10 Cents a Pair M 

WIRE OR WR YOUR ORDERS TO US 
NOW FOR AT-ONCE OR 

SHIPMENTS 
PURITAN SHOE CO,, Inc. 74 Reade St., N. Y. C, 








BALLET 
SLIPPERS 


CARRIED IN STOCK 


. Widths C and D 
"s to 8 Women's 





Black “Kid Ont 
Sizes, 6 Chi 
BROOKS | ae BPG. co. 








High-Grade Ballets 


Women’s $1.85 and $2.25 Grades 
Misses’ 1.75 and 2.15 Grades 
* Children’s 1.65 and 2.05 Grades 
THE HAMMOND SHOE CO. 
HAVERHILL, MASS. 
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Where to Buy 


Standard Shoe Materials 

















Waterproof 
Leather That 
Takesand Re- 
tains a Polish 
Creese & Cook Co. %5ou*" S23" 


Tanneries at Danversport 








GUARANTEED 
TWO YEARS 


Hub Gore means Quality ond 
Service, because the Best of 
Materials and Highest Skilled 
Labor are Used 
BOSTON OFFICE NEW YORK OFFICE 
52 Chaun 395 Broadway 














Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 











COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 Summer St. 
BOSTON 


Formerly Walpole Shoe Supply Co. 





T. W. GOQDSOE, Pres. 
W.G. DONALD Vice- Pres. 
F. E. JONES, Treas. 


F. E. JONES COMPANY 


corors MAT KID 


95 South Street, Boston 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
Boot and Shoe Recorder 

All the Time 
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Stores Closed for Picnic / 


Last Saturday, July 10, both the 
Mabley & Carew Company and the 
McAlIpin Company remained closed all 
day while the employes of both con- 


New 


RETAIL TRADE FAIR 


Price Levels Dropped Again, How- 
ever, in Order to Stimulate 
Business 


Low prices for shoes continue to be 
featured in the New York retail market, 
although the era of cut-price sales ap- 
pears to have spent its force. Many 
retail merchants are beginning to feel 
that widely heralded sales based on cut 
prices fail to exert any pulling power by 
virtue of having become so common. 
Truth is, that many of the so-called re- 
duction sales were merely well-directed 
efforts toward clearing out broken lines 
and the usual reaction has taken place. 

However, the public is buying fairly 
liberally at a lower price level than has 
been current heretofore. Added to the 
shift to lower prices to stimulate busi- 
ness that was held back by reason of the 
late Spring, the merchants are now con- 
fronted with their usual stock-clearing 
problems. In view of the price uncer- 
tainty in future trading, the disposition 
to carry over stocks into next year is less 
pronounced than it was last year. 


MORE SPECIAL SALES 


McCreery Features Women’s Low 
Cuts at $8.45 

A few of the retail merchants are now 
announcing special sales of merchandise 
obtained from the cancelled and re- 
turned stock of manufacturers. James 
McCreery & Co. announced such a sale 
of women’s low shoes for Thursday, 
July 7. The price was $8.45. The 
shoes were represented as composing 
the entire stock of ‘‘one of the finest 
makers of good shoes in America.”’” In 
their advertising for this event Mc- 
Creery & Company said: 

“‘A week ago their wholesale. prices 
ranged from $8.50 to $12.75. 

“Tt’s an ill wind that blows nobody 
good. The belated Spring about which 
we all complained has greatly lowered 
the cost of shoes to the consumer. 

“The fact is, manufacturers are over- 
stocked with low footwear because 
Winter shoes were worn far into the 
Spring and the usual amount of low 
footwear was not purchased. They 
are now forced to release their surplus 
stock at great financial sacrifice.” 

The shoes comprised dress, street, 
and sport models in white, brown and 
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cerns enjoyed an annual picnic. These 
companies are two of Cincinnati’s larg- 
est department stores, and both main- 
tain shoe departments of considerable 
size. 


York 


black kid; brown and tan calf, browr 
and black ooze and brown and black 
satin. All were finished with Louis o 
modified Louis heels. 


Heavier Shoes for Women 


Style trend is swinging more tc 
heavier shoes for women and both retai 
merchants and manufacturers in thi 
vicinity are confident that the heay> 
soled calfskin boot with military o: 
walking heels will be popular for wom 
en. At least one manufacturer is 
throwing out a warning on this subject 
to his customers and advising them to 
watch out for shoes that are made on 
lasts to carry Louis heels, but finished 
with military or walking heels. Som: 
manufacturers have tried to produce 
such an “animal”? with more or less 
disastrous results. 


Men’s Shoes Low, Also 


Women aren’t getting all the shoe 
bargains in New York. Some attrac- 
tive prices were made for men last week. 
Among them were genaine buckskin 
oxfords at $10.50 by Frank Brothers, 
brogues in black and tan by R. H. Macy 
& Co. at $8.29; oxfords by Gimbe! 
Brothers at $5.89 and brogues by the 
same firm at $7.25. Lord & Taylor, in 
aclearance sale, offered men’s oxfords at 
$9.85 and $6.85. Parker & Diemer 
were selling Boyden and Banister ox- 
fords at $12.95, which they asserted 
was below the wholesale price. 


NEW ADVERTISING AGENCY 


Bertha Bernstein and Miss Guck 
Form the Chatham Company 
Miss Bertha Bernstein, having for 

many years been associated with the 

Dry Goods Economist, and recently 

with the A. M. Sweyd Agency, has 

recently resigned from the latter com- 
pany and in company with Miss Guck 
has formed the Chatham Advertising 

Agency, at 3 West 29th Street. The 

new agency is of unusual interest, and 

will undoubtedly fill a long-felt want in 
the advertising field, as the intensive 
and extensive experience of these two 
women, in both wholesale and retail! 
merchandising, has given them a won- 
derful foundation for their thorough 
understanding of advertising problems. 
Miss Bernstein is probably one of the 








se 
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best-known women in the garment 
teld; she is unusually efficient in the 
handling of accounts which involve 
oman’s appeal. 


Wholesale Trade Still Dull 


Manufacturers and their sales repre- 
ntatives here still complain of dull 
usiness. Few of the manufacturers 
re trying to push sales of Fall shoes at 
resent, apparently, and are waiting 
wr the retail merchants to show a buy- 
ig spirit from their own impulses. 
‘nless the latter change sharply from 

‘heir present attitude, Fall buying will 
e extremely light. A few of them have 

‘aced small orders for staples, some as 
iuch as a half of their usual require- 
ents and others but one-third. Little 
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or no buying of highly-styled footwear 
has taken place here as yet and on the 
whole styles are more or less unde- 
termined. 


Most Stores Close Saturdays 


A few more adherents have been 
added to the long list of New York 
stores that observe Saturday closing 
during July and August. Practically 
all of the Fifth Avenue department and 
specialty shops are now closed on Satur- 
day and most of the 34th Street mer- 
chants also have adopted the policy. 
Gimbel’s, Macy’s and Saks’ still remain 
open. Downtown, Wanamaker and 
Hearn, two of the oldest established 
stores in the city, maintain Saturday 
closings during the Summer. 


Philadelphia 


Sale’Fever Abating 


Clearances appear to have come to 
an end in this city, and there are a 
number of significant inferences to be 
drawn from the volume of trade in the 
past few weeks. 

In the first place allowance should be 
made for the weather, which has been 
« decided aid, particularly in the period 
prior to July 4, which holiday, being 
celebrated on Monday, gave vacation- 
ists virtually three days, for very little 
work was done in the city on Saturday. 
This situation created a spurt of buying 
that cleaned out the surplus stocks of 
the stores in fairly satisfactory manner. 


No Manufacturers’ Sale 


In the second place, the retail trade 
of Philadelphia has had to contend with 
no manufacturers’ ‘‘dumping’’ sales, 
and the lure of reduced prices brought 
the public into the shoe stores and not 
to wholesale bargains. 

In the third place the surplus stocks 
were not so large as might have been 
expected. The retail trade of Phila- 
delphia has been playing the game very 
safe for several months past. Now that 
ihe season is over and business policies 
allow a freer discussion of it, it has be- 
come evident that the vast majority of 
the Philadelphia merchants have been 
hewing even closer to the line in their 
buying than was intimated. 

But for all this, one big fact has stood 
out from the élearance sales. It is that 
the public is willing to buy very freely 
it the level which it obtained during 
those clearances. And at the present 
time there is a decidedly more hopeful, 
albeit cautious, attitude toward the 
chances of the new season. 


Public Buys Freely—at a Price 


When all is said and done, the recent 
sales in this city have not amounted to 
a great deal more than the normal end- 
season clearing out of stocks. The pub- 
lic is accustomed to paying higher prices 
again after such periods, and while 
buyers are not optimistic exactly on 
the score of coming sales volume, 
neither are they so pessimistic. They’re 
looking for fair sales with no records 
broken. 

Nevertheless price continues to be the 
all-important consideration, and the 
stores are not rushing in to place orders. 
In many quarters the feeling seems to 
be growing that further reductions on 
the part of the manufacturers are not 
impossible, and for this reason buyers 
are placing their orders principally for 
staple lasts and only in such volume 
and so far in advance as they feel is 
necessary to insure delivery. 

The coming style show is counted 
upon to center public attention on the 
question of shoes, and be a decided fac- 
tor in the stimulation of business for 
the retail stores. 


PLANTS ON PART TIME 


Wage Scale the All-Important Fac- 
tor Now 


Part-time operation of the factories 
is the rule in this section. Managers 
are not talking pessimistically, but 
neither are they making any rash 
promises of good business. With them 
wages is the all important problem, for 
on it more than anything else hinges 
the price question. Virtually everything 
depends upon how soon labor begins to 
realize that a full week for everybody is 
a better financial proposition to the 








Where toBuy 


Engraving and Printing 























COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 
HOOPER PRINTING COMPANY 





74 INDIA STREET, BOSTON 








= UNIVERSITY ‘c 
TROT FOUNDRY 





193 Enaex St. Boston 
71 Bertie St. Brocktor 














ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone Beach 4960-4961 











Whereto Buy 


Window Trim Material 

















. 
Window Displays 
BACKGROUND PAPERS, 
ARTIFICIAL FLOWERS, etc. 

Send for Catalogue 
DOTY & SCRIMGEOUR SALES CO., Ine. 
30 Reade Street, New York 








DISPLAY MEN 


Attractive Windows— Use Win-Deco 
Paper Rugs, Mats, — Cord, Flowers, 
Window rhs cope etc. anlaan — 


WIN - DECO ceraay SERVICE 
93 Federal St., Boston 
220 E. Lex. a. Baltimore 





Consumers Bidg., Chicago 
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_ to Buy 
Miscellaneous 











SHOE BUCKLES 
* OF EVERY DESCRIPTION 
+ BEADED AND METAL 
BUCKLES 
OUR SPECIALTY 
FASHION ORNAMENT CO. 


198 MONTAGUE ST -potele] ¢& 4. i. ie 4 





You need this book on 
SHOE WINDOW 
DISPLAYS 
Get it today! $2.75 postpaid 


FRANK P. TAYLOR 
331 Wash'n St., Beston, Mass. 
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, 
ever since 19f 


L. ALTERSON & ‘¢ 


162 W 34 St. h City N.Y 


Vew lor 





SALES LETTERS 
MULTIGRAPHED— 
LLED IN—SIGNED— 
MAILED 


F.S. ROOT CO. 


BUSINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 











anutacturer 
OF QUALITY E TRADE 
Ff Ly. a Tt 
Gimie = Hota 
- Ww. COULTAS. co. 





A good leather BOW or a BUCKLE 
made by the VANITY 
will sell your shoe 


VANITY NOVELTY WORKS 


913 Gates Ave., Brooklyn, N. Y. 











ATTENTION MR. SHOE MERCHANT! 
BIG PROFITS IN THIS! 
Lan co cucaion your faded or off colored shoes 
test fashionable and permanent cordevan 
yh gs NO PAINT! 
Write we for full information. Send pair for 
show me” demonstration. It will pay you! 
ea AbBAN ;<--~ ry St 
Boston, ass. ‘ 








SYSTEMS IN SHOE 
STORES 


Equipment, Accessories, Specialties; 
what to use and where to get it, 
is a part of ‘‘Recorder” service to 
merchants. 
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worker than high wage rates on only 
part-time operation. Until that time 
comes, it is admitted that there is no 
hope for very substantial reductions in 
costs. No possible drop in the markets 
for raw materials could make possible 
the reductions that the situation ap- 
pears to demand. 


Shoes Marked Down to $2.85 


Lit Brothers are still continuing their 
sale of women’s white shoes marked 
down to $2.85 from figures declared to 
have been previously $6.00 and $8.00. 
The offerings include oxford ties, 
colonial and seamless tongue pumps, in 
reignskin, linen and Sea Island canvas 
with full-covered Louis heels and hand- 
turned soles. Keds marked at $2.50 
values also are being sold at $1.00. 
Other offerings at $3.85 are pumps, 
colonials and oxfords in patent colt, 
gunmetal and tan, of values declared to 
range from $7 to $9. 


Children’s Pumps at $1.90 


Wanamaker held a sale of 1,400 pairs 
of children’s white pumps and sandals 
at $1.90, in a leather imitation of buck- 
skin, sizes 8144 to 2. A thousand pairs 
of women’s oxford ties also were dis- 
posed of at a price of $3.90. This offer- 
ing was divided sixty-forty between 
kidskin, cafe-au-lait shade with baby 
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French heels or dark gray with high 
French heels, all turned soles; and white 
canvas, with one eyelet, welted soles 
and medium leather heels. Steigerwalt 
is offering plain reignskin white pumps 
at $12.50. 


Men’s Shoes at $6.85 


The Royal Boot Shop staged a 
“clear-away sale” of men’s shoes 
quoted $9.00 to $14.00 values at $6.85, 
offering “your choice of all $9.00 to 
$14.00 shoes in this store.’”’ More than 
6,000 pairs were disposed of, it was de- 
clared, in this final clearance. With it 
went the offer, ““Your money back if 
you want it.” 


More Bargain Offers 


Hallahan’s put out 1,000 pairs of 
men’s oxfords, formerly quoted at 
$9.95 and $11.95, with a wide selection 
of sizes, at a uniform price of $5.95 in 
a two-day sale. The offering included 
custom-style oxfords in cordo-tan calf, 
new brown calf, black gunmetal calf and 
white canvas. Buckskin sport oxfords 
for men, with saddlestraps and wing 
tips in tan and cherry calf, neolin and 
leather soles and rubber heels, were 
offered at $9.95. Values were placed 
at $16.50. Fifteen dollar brogues of 
white buckskin also were offered at 
a price of $9.95. 


Buffalo 


' SALES] PROVE! EFFECTIVE 


Stability of Labor Conditions a 
Hopeful Sign 


Several Buffalo stores are holding 
July inventory sales to which the public 
response is very satisfactory. Indica- 
tions also point to worthwhile trade 
throughout the month. There were a 
number of strikes in various trades in 
this city during the Spring, but within 
the past few weeks workmen have 
shown a greater tendency to stay on the 
job and accept their pay envelopes, 
even if they don’t contain the exact 
amount desired. This steadiness in in- 
dustrial circles has produced a corre- 
sponding evenness in the volume of 
local shoe sales. 

The shoe merchants interpret the 
great number of Summer brides as an 
indication of present prosperity in and 
out of the trade. These optimists— 
meaning those who have lately ap- 
proached the matrimonial ‘‘halter”— 
have been liberal purchasers of fine 
footwear. Their contributions have 
helped the Summer trade to reach its 
present satisfactory proportions. 


New Store for Walk-Over 


The Walk-Over Shoe Company has 
taken over the building at 504-506 
Main Street, with a frontage of 30 feet 
and a depth of 110 feet. H. T. Homer, 
vice-president of the company, who re- 
cently visited Buffalo, said this city 
offered excellent opportunities for the 
shoe trade. The Walk-Over Company 
plans to have its new store ready by 
August 1. Two store and basement 
building at 168-170 Eaton Street were 
bought recently by the Buffalo Cut Sole 
Company. 


Store Head Resigns 


Ralph C. Hudson has resigned as 
president and general manager of J. N. 
Adam & Co.’s department store, which 
has a complete shoe section. Mr. Hud- 
son has been at the head of this concern 
for the past seven years. -He has been 
obliged to give up his work for a much 
needed rest and will spend several 
months in travel. Mr. Hudson’s suc- 
cessor is Alfred J. Jennings, former vice- 
president. Mr. Jennings for fourteen 
years was assistant general manager 
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und senior merchandise manager of The 
‘air of Chicago. Charles A. Goerner 
vill be assistant general manager and 
reasurer of J. N. Adam & Co. J. E. 
lacWilliams, assistant secretary, who 
as been advertising manager for 
ive years, becomes sales and promotion 
nanager. Mr. MacWilliams’ shoe ad- 
ertising for the firm has attracted con- 
iderable attention on account of its 
lear-cut copy and attractive illus- 
rations. 





No Change in Fall Prices 


On Saturday, July 10, the Newark 
tores had a special sale of men’s and 
omen’s low shoes at $3.98 and $4.98. 
This is about a 50 per cent reduction,” 
ported the manager of the Newark 
tore in Main Street, near Niagara. 
Our Fall prices will be about the same 
s last year.” 





Prices from $3.85 to $14.50 
Recent offerings at Buffalo shoe 
tores were: 
Sterling Company, July clearance of 


lots at $3.85, $4.85 and $5.85; Vogue 
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Boot Shop, “low footwear at $1 off’’; 
Sattler’s, oxfords at 25 per cent discount; 
Regal, annual Summer sale, men’s and 
women’s shoes at $6.65 up ‘to $11.35; 
Watters, 13th anniversary sale, ‘every 
pair of low shoes reduced”; J. N. Adam 
& Co., women’s low shoes, values up to 
$11, at $7.95; Eastwood’s, July clear- 
ance of Summer shoes, women’s, $7.85 
up to $11.85; men’s, $10 up to $14.50. 


Self Serve Store Runs Smoothly 


C. F. Zeilbeer has been appointed 
manager of the Economy Shoe Store at 
579 Main Street. This is a self-service 
shop and even in a big rush the manager 
and four clerks are able to take care of 
the trade. The shoes are carefully 
arranged in lots, according to size and 
style, and the price is plainly marked on 
the soles. The customer, therefore, has 
no trouble in serving himself. He—or 
she, as the case may be—tries on the 
shoes and if they fill the bill, he steps 
forward to the cashier and has them 
wrapped. 


Lynchburg 


NO FACTORY CURTAILMENT 


Nothing More Than Regular Clean- 
up Vacation in Lynchburg 
Plants 

Although the Lynchburg shoe manu- 
facturing industry has felt the effects 
of the recent reductions in the price of 
leather with consequent cheaper shoes 
for Fall, no local factories yet have 
found it necessary or advisable to close 
down or curtail production to any 
appreciable extent, it is stated, and 
they are not at present expecting 
to adopt this course. However, the 
custom prevalent heretofore, with 
the exception of the last two or 
three years when it was not observed 
on account of the unusual demand, of 
closing down for about 10 days for the 
double purpose of giving the employes 
a vacation and of cleaning up and re- 
pairing machinery, has béen revived 
this Summer. But it is stated the 
close-down will not be for more than 
nine or ten days. 


Retail Trade Under Par 


The local retail trade continues 
under par, and a similar situation 
appears to prevail throughout the 
territory covered by local manufac- 
turers. Their traveling men have been 
off the road for some time and will 
remain idle a few weeks longer, but 
reports filtering in indicate the retail 
rade is slightly off. Collections, while 





fairly good, it is stated, are not quite 
up to the average of the last few years. 


Cancellations Continue 


Many Fall orders have been cancelled 
by merchants on account of the lower- 
ing of leather prices. Excessive rains, 
ravages of the boll weevil and poor crop 
prospects in some sections also have 
been contributing factors in causing 
merchants in various places to “lose 
their nerve,” as one manufacturing 
house expressed it. The result will be, 
the same concern says, that if there is 
any demand for shoes this Fall, some 
retail merchants will be unable to get 
them, on account of the decreased 
production, especially in New England. 


Expect Good Fall Business 


Lynchburg manufacturers are expect- 
ing an active demand this Fall, not- 
withstanding recent unfavorable de- 
velopments in the industry. It is 
pointed out that late reports from 
Federal Reserve Bank agents indicate 
a normal cotton crop yield with con- 
tinued good prices for the staple. The 
congested railroad situation is the 
cause of most concern at present. It 
is pointed-out that if conditions are as 
bad as they are now—in a dull season 
—the situation will become serious 
from August 15 on when the roads are 
faced with the proposition of moving 
the crops. 


Where to Buy 



















Perfection Pneumatic 
Arch Cushion — 
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ELASTIC TIP COMPANY 
Boston, Mass., U.S. A. 
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YOUR OPPORTUNITY | 


Shoe Dealers Make Good Selling 
“Puritan” Talking Machines 
LARGE PROFITS. QUICK TURNOVER. 
‘Senall Investment. Make Music Attract Trade 
Write fer Cataleg and Discount 


[ BATES-ELLSWORTH COMPANY 
68 CHAUNCY ST. BOSTON 
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omen FREE USE 


Of Shoe Cuts, Covers, Borders, Etc., for your 
Booklet, Catalog or Folder, if you place the 
yn pow — us; or we will Sell Shoe Electros 
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SEND Pon FULL PARTICULARS 








N-H. GROVER CO., R 63, 161 Summer St., Boston 
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Where to Buy 


Shoe Polishes 
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for white buck, ete. for white kid, ete. 
NATIONAL SHOE POLISH MPG. CO., Inc. 
PHILADELPHIA, PA. 








The Proper,Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Ine. { 
61-69 Murray St. 
New York 
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WILLIAM GREILICH & SONS 


Factory and Sales Offices N. Y. Office and Show Room 
Brooklyn, N. Y. Marbridge Bldg., 47 W. 34th_St. 
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Boston 


RETAIL SUMMARY 


‘-om Survey of the Trade—Opinions 
of Expert Merchandisers 


A trip throughout the shoe stores of 
toston reveals first, that business is 
ily wonderful; second, that sales 
aie progressing; third, that white shoes 
are in strong demand. As B. Andrews, 
istant buyer of the shoe department 
the Shepard, Norwell Company, 
narked recently: ‘‘With all the up- 
ival which exists in the financial 
utld, business is remarkably good 
i:ht here in Boston. It may not be so 
good in the suburbs, but with us, and I 
believe that this condition obtains 
throughout the country, it is simply a 
case of ‘fattening the fat lamb.’ The 
biz sales call the public to the stores; 
the newspapers are simply loaded down 
with advertising; the mental attitude 
of the people is being stimulated to buy. 
The merchants are sincerely hoping that 
this stimulation will continue. There 
has been so much money tied up in 
countermands on account of late de- 
liveries, not only on shoes, but on every- 
thing else, that the fellow who can pick 
up this merchandise by paying for it 
on time is the one who is the gainer 
thereby.” 


**Watch Inventories’’ 


“The wise retail merchant,’’ said 
W. W. Willson, who is just now exceed- 
ingly busy as general chairman of the 
New England Convention Committee 
of the Massachusetts Retail Shoe Mer- 
chants’ Association, ’is the one who will 
clean out every pair of shoes, in stock 
even down to a shoe string, by Septem- 
ber 15. Inventories on January 1 should 
be the lowest in history. My policy is 
to try to better business all the time, 
even if we do not make much money, 
by keeping goods moving; shoes should 
be old before they go out of style; I 
believe that every pair of low shoes 
should be turned into money before the 
presen’ season closes, as the chances 
are that next season’s styles will be very 
different. When the Fall and Winter 
sets in in earnest, the decks will be 
cleared for action and we can, with our 
new styles in boots and brogues, in high 
and low cuts, in silk and wool hosiery, 
and in gaiters and boot tops, make 
business hum.” 


As to Prices 


“The Fall will witness higher prices. 
You cannot buy shoes from the factories 
much cheaper now than you could six, 
seven, or eight weeks ago—they are 
some cheaper, but it does not make 
much difference in the retail price. 


With shoes on the shelves of the store, 
it is a different proposition, but with 
shoes which will necessitate being manu- 
factured, it is a different story. The 
public may think that because they are 
purchasing shoes at such a low price 
just now, that these low prices are to 
continue, but they will be mistaken. 
This condition will make it a little 
difficult for the retail shoe merchant. 
And this is precisely the bad effect of 
these manufacturers’ sales—they have 
had a harmful effect: they have un- 
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on the situation: ‘We are doing the 
best business in the history of our store. 
Sales are stimulating trade. I feel as 
though the housecleaning, which is 
going on, and has been going on, is 
bound to benefit the entire shoe indus- 
try. However, the public should realize 
that because we are having these mark- 
down sales, it does not mean that shoes 
for Fall will be sold at these prices. 
Factories at the present time are not 
doing much business and the leather 
market is down, because there is no 
demand. It looks:to me as though when 
the demand does come everybody is 
going to tumble over themselves to buy 
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An Attractive Store Front of a Boston Retail Shoe Store. Back- 

ground of Ivory Paneled Wall Board — Oak Floor, Ivory Fixtures, 

Valances of Ivory Silk. Embroidered in Old Blue. Note the 20-Foot 
Balcony Window Effect 





dermined public confidence; the ad- 
vertised low prices lead the people to 
think that the merchants have bought 
these shoes at almost nothing. If a 
retail merchant bought shoes last 
Winter at $7, $8, $9 or $10, he must get 
$10, $11, $12 or $13, but the public 
does not understand this. However, l 
have a firm faith that we will come out 
all right. Business is good, and al- 
though the buying is done on lower- 
priced -merchandise, there is much 
activity.” 


Best Business Ever 


One of the executives at Thayer 
McNeil Company had a word to say 


shoes, as they will need them in a rush 
and there will be a great many: stores 
which will not have them. It is related 
in Lynn that some of the factory opera- 
tives have told the manufacturers that 
when they do resume activities in earnest, 
they are going to make them pay up for 
lost time in the line of more wages. So 
much for this phase of the situation— 
another factor for higher prices of shoes 
is the 50 per cent increase which, all 
carriers will be obliged to charge.” 


Leather Prices 


In regard to leather prices, an in- 
stance came to our attention recently, 
of a kid producer who had sold a 
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“Ready for Orders’ 


See A. J. Bates Booth, No. 48, at Boston Style Show 
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seem almost like tomorrow the 

slogan “Shoes in Stock, Ready to Ship” 

is going to be the most magical one in 
the Industry! 
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Bates Shoes—fresh oxford styles for Mid-Summer and 
Autumn, and desirable boots for any time—are ready 
to ship from Chicago in-stock headquarters and from 
the Factory at Webster, Mass. 
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There isn’t, at present, five cents’ worth of value in 
trying to tell retail shoe men their own business. In 
these times each one of them has his own proposition 
—his own problem. 
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BUT stores are going to need shoes, and Bates Shoes 
are going to help fill, quickly, some bad gaps in deal- 
ers’ shelves during the next few weeks. 
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** CLAREMONT ” 

Oxfords and Boots 
: In Stock 
4 eo No. 0216 

ee. Semi - Brogue 

) Cherry Veal 


Our stocks on hand include semi-brogue oxfords also 
boots, same as the “‘Claremont,”’ shown here, and a wide 
range of other low and high patterns that have large 
sale in Bates Agencies. 


Plenty of sizes; plenty of widths; instant shipping 
service. 


Bates’ permanent policy of highest obtainable value at 
moderate prices gives Bates Shoes a ready salability 
that, particularly in times like these, makes them val- 
uable assets in retail stores. 


A. J. BATES COMPANY 


Central Distributing House, 33 SOUTH WELLS ST., CHICAGO, ILL. 
General Offices, WEBSTER, MASS. 
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THE LATE] CALL for EARLY FALL shipmerts of 
WOMEN'S BOOTS is now in order. 


OUR PRICES AS REVISED for JULY on BLACK 


and BROWN KIDS, as well as the 
HEAVIER LEATHERS, are such as MUST 
ENCOURAGE LIBERAL BUYING at this 
time. 


SOUNDING the SLOGAN of POPULAR 
PRICES for SHOES, we cordially invite 
YOU to INSPECT OUR SAMPLES, and 
COMPARE OUR PRICES with OTHER LINES 
of LIKE QUALITY. 


SAMPLES SHOWN at the GREAT STYLE SHOW, 
MECHANICS BUILDING, BOSTON, week of 
JULY 20th to 24th. BOOTH NO. 50 
(near main entrance). 


OUR BOSTON OFFICE, NO. 207 ESSEX ST., 
open daily from 9 AM to 5 PM. 


ae 


MANCHESTER, N. H. 
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house. The latter decided that it did 
not wish to keep them and wrote to the 
kid producer to take them off his hands. 
The kid producer said that he was 
willing to take them back, but could 
pay only half of the price which he was 
at that time quoting. His justification 
for making this offer was the fluctuating 
conditions of the raw material market, 
which did not warrant his offering any 
more. 


AS TO STYLES 


Noted in the Retail Stores—Many 
Strap Effects 


An attractive style was noted in the 
window of Jones, Peterson & Newhall 
tompany. This shoe had a _ black 
patent vamp and Louis heel, white 
Vici kid quarter; a neat little white- 
stitched ‘strip was brought over the 
patent leather and crossed in front. 
Another model had a black Vici kid 
vamp and Louis heel, with white Vici 
kid quarter; four straps of white kid, 
‘dged with black, and fastened with 
black buttons; a white canvas shoe 
with brown leather perforated trim- 
mings, military heel, perforated brown 
leather band around the top of pump 
was shown. A white Vici kid pump 
with four white straps and buttons had 
on each strap a jet ornament; another 
style had a black Vici vamp and heel, 
white kid quarter, top band of black kid. 


A pretty effect at Thayer McNeil’s 
was a white buck two-strap pump, 
fastened with two small white buttons; 
also a black satin pump with Louis 
heels, three-strap effect, two buttons. 


Off for Detroit 


F. E. Porter of Thayer McNeil 
Company left for Detroit on a flying 
business trip Monday last. He is now 
on his way back to Boston, where he 
will be all ready for the retail mer- 
chants’ part in the National Shoe and 
Leather Exposition and Style Show, 
July 20-24. 


AT J. ANDREWS’ 


First Dance of Employes’ Associa- 
tion a Success 


Employes of the J. Andrews Company 
of Temple Place and Washington Street, 
held their first annual dance July 8 at 
the Obert Bungalow, Mattapan. Many 
friends of the employes were guests and 
the bungalow was well filled, making 
the first social event of the employes’ 
association a marked success. 

The patrons of the affair were Julius 
Andrews and wife, Dr. and Mrs. Irving 
Sobotky and Morris Myers and wife. 






large quantity of skins to a New York- 


WILO BASEBALL TEAM 


Score by 10-0 Over Team from 
Manchester, N. H. 


The baseball fans report that the 
Wilo Team of the Widen-Lord Tanning 
Company are “cleaning up everything 
in sight.” On Saturday, July 10, they 
“polished off’? the Manchester, N. H. 
team by a score of 10-0. 

Danvers made 13 hits off Lothrop, 
the Manchester boxman. O’Connor at 
first for Danvers played great ball and 
got three of the Wilos 13 safe drives. 
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Conors, a team mate of O’Connor at 
Holy Cross, caught a nice game. Hart, 
pitching for the winners, was in good 
shape. 

Roger Esty made some _ swell 
catches in centre field for the Wilos. 
Warner and Murphy played good ball 
for the losing team. 

Manager Robby Glenn of Danvers 
made two hits and scored four times 
while Shortstop Marcotte of Danvers 
made two hits and scored three times. 
Marcotte stole twice and Glenn once. 
Martin umpired. 


Lynn 


Eleven-Inch Boots Being Made 


Lynn’s latest addition to samples 
for Fall are ll-inch boots. Several 
firms will show them in Boston. Most 
of them will be of black or brown 
leather. All will lace. A number will 
have wave or novelty tops, and a few 
will have fancy stays, or cut-outs. 


Three-Tone Effects Are New 


Feature 


Novelty boots for Fall will show 
three-tone effects. The vamp may be 
of patent leather, the quarter of dull 
leather, and along the lace stay, there 
may be an inlay of gray leather. Brown 
leathers are used to get similar three- 
tone effects. Some inserts run from 
the throat of the shoe, up the lace 
stay, and then across the top of the 
shoe. 


Theo Boots the Latest 


One simple design in the cut-out 
patterns appears in Theo boots. These 
have a cut-out in both corners of the 
top, corresponding to the cut-out on 
the familiar Theo tie. 


New Sport Styles 


Samples for 1921 show further de- 
velopment of sport oxfords. One new 
two-tone effect reveals new light shades 
of Russia calf in combination with white 
buck. Other shoes show white vamps 
and quarters and threadline black 
trimmings. A number of the white 
shoes have rubber or fibre soles and 
white welting. 


Threaded Eyelets on Suede Shoes 


Some shops are fitting up to make 
threaded eyelets on suede shoes which 
lace with ribbons. Special machines 
are used. A metal eyelet is set into 
the shoe, to hold the eyelet perfectly 


round. Then the machine stitches the 
thread over it. 


Butterfly Buckles Displayed 


A butterfly buckle is the trimming 
on a dainty street shoe for 1921. New 
Colonial buckles of silver are on some 
fine black shoes. Some two-strap 
pumps are fastened with buckles, in- 
stead of buttons. Beaded trimmings 
are used on dress shoes for Fall, and 
on samples of low-cut shoes for street 
wear next Summer. A few have beads 
on the vamps. But the leading idea 
is to put the beads on the instep strap. 


Brings Parisian Patterns 


Edward Geronld of A. E. Little & 
Co., has returned from Paris, bringing 
with him new patterns of footwear, and, 
also, Parisian buckles, bows and shoe 
trimmings. 


Grover’s Salesmen Confer 


Salesmen for J. J. Grover’s Sons 
have had one conference over styles, 
and will have another. The factory 
designers have attended. The 1921 
sample line will be completed soon. 
The salesmen will start out late in 
August. 


Sargent Says White Shoes 


Donn D. Sargent of Donn D. Sar- 
gent Co., says the sales of white shoes 
with ivory white soles, are the largest 
ever this season. He predicts bigger 
sales for the Summer of 1921. 


Experts Will Be at Show 


The Lynn Association of Superin- 
tendents & Foremen has voted to 
attend the Style Show in Boston. 
S. S. Wells. president, will lead. The 
experts go, not alone to admire Lynn 
shoes, but, also, to get points on all 
shoes displayed there. 
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A Tonic for Business 


We are in the heart ofthe summer season, 
when OXFORDS, PUMPS and WHITE 
SHOES are in great demand. Here are a 
few numbers which will help your business 
grow: 


for 
Children and Young Ladies 


J 














PUMPS 


PATENT LEATHER WHITE CANVAS 


No. 56—No Heel, 1-6.............0..00ee eee $2.00 Pe Ne On BG i vcdcccccccsicscceancns $1.60 
No. 102—Spring Heel, 3-8 

No. ; No. 104—Spring Heel, 8 4-11 

No. 62—Drop Heel, 11 14-2..............000: 3.85 No. 106—Drop Heel, SR er aeret 3.00 


Also made in GUN METAL, TAN, VICI and AFRICAN BROWN 


WHITE CANVAS SHOES 


No. 200—No Heel. | to 6 

No. 202—Spring Heel. 3 to 8 

No. 204—Soring Hool.8 34 to U1... . cic ceccessccccccccccccccces 2.50 
BUTTON AND LACE 





In HOSIERY, there is a great demand for :ocks and three-quarter lengths. 
We are very fortunate in having a splendid assortment of these—Plain Colors 
and Fancy Striped Tops. 


FOR IMMEDIATE DELIVERY—AT PRICES FAR BELOW MILL COST 



































DR. A. POSNER, SHOES, Inc. 
140 WEST BROADWAY, NEW YORK CITY 
Factory: Roebling and Hope Streets, Brooklyn, N. Y. jo ny 
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Louisville 


SALES HOLDING UP 


Principal Demand Is for Women’s 
Whites, However 


Saies have been going well with local 
retail merchants, although in some in- 
stances failure to reorder short lines has 
resulted in stocks being broken up, 
which has meant trouble in properly 
fitting, and more walk-outs than usual. 
As a whole, stocks are being well cleaned 
up, and indications are that the carry- 
aver on Spring lines as a whole will not 
be heavy. At the present time the de- 
mand is largely for white goods in every- 
thing, there even being a fair volume of 
white shoes selling in men’s shoes. Asa 
result of hot weather the demand for 
men’s high shoes, which have been worn 
more greatly in the Summer for the 
past couple of years, has slumped off 
somewhat, consumers going to low 
shoes. Again with merchants now es- 
tablishing a differential and holding it 
as between high and low shoes, it works 
to the advantage of low shoes in the 
Summer. 

A few years ago there was practically 
no difference in price between high and 
low. shoes, whereas today, in the finer 
grades of men’s shoes, there is a differen- 
tial of about $3, one Louisville merchant 
offering a certain model of low shoe for 
$12, and the same shoe in the high 
model at $15. A few years ago they 
apparently didn’t consider fine upper 
stock as being worth much. 


“Old Shoe”’ Sale Idea Spreads 


It has been learned that the plan of 
the house of Byck Brothers, Louisville, 
in offering to take old shoes at $1 per 
pair on new shoes, has been taken up 
elsewhere, the news of the sale having 
spread rapidly. It is reported that the 
O’Connor-Goldberg Shoe Company of 
Chicago, ran a similar sale during the 
week of July 5. The sale at Byck’s has 
brought good results, and the pile of old, 
discarded shoes in the show window is 
growing rapidly. 


To Operate His Own Shoe Store 


W. I. Frazer, who succeeded C. M. 
Phillips as manager of the shoe depart- 
ment of Kaufman Straus Company, a 
few months ago, has presented his res- 
ignation to officers of the Thomas G. 
Plant Company, operating the depart- 
ment, and also notified officers of Kauf- 
man Straus Company, that he plans to 
leave shortly. Mr. Frazer formerly 
operated a store at Salina, Kas., and 
stated that he was figuring on again 
going into business for himself, but isn’t 
ready to announce where or when. 


Spending Vacation in Indiana 


Henry Michael, Sr., of Michael and 
Son, has gone to West Baden, Ind., to 
spend a two-weeks’ vacation. He is 
expected back early next week. 


Leather Company Formed 
Ben Lookofsky, Charles M. Leake and 
B. M. Philly, have filed articles of in- 
corporation for the Paducah Leather 
Company, Paducah, Ky. The capital 
stock is fixed at $50,000. Operations 
will begin at once. 


Cleaning Up Old Stock 


C. M. Phillips, manager of the shoe 
department of the Stewart Dry Goods 
Company, has been making things whirl 
in that department since taking charge, 
and is building up a good force, and 
cleaning up Summer stocks, with the 
idea of having things‘in fine shape for 
Fall business. 


Buying in Chicago 


Frank R. Miller of Miller’s Lid., has 
just returned from Chicago, where he 
purchased several lots of good values. 


The Result of a Shoe Sale 


Walk-Over Offer to Customers Benefits Salvation Army 


The poor of the Greater New York 
area will benefit to the extent of about 
9,000 pairs of serviceable second-hand 
shoes, and the eleven New York stores 
of the Walk-Over Shoe Company have 
been the gainer of much good will as the 
result of a successful advertising and 


the purchase price of new shoes bought 
in the stores. The old shoes were to be 
given to the Salvation Army. 

The 9,000 pairs have since been de- 
livered to the national headquarters of 
the Salvationists. None of ‘these are 
being sold by that organization. Taos2 


A Few of the 9,000 Pairs of Second-Hand Shoes Turned over to the Salvation 
Army in New York by Walk-Over Shoe Company 


merchandising scheme fostered there 
recently by E. L. Seaman of that firm, 
and Major Edward Underwood of the 
national Salvation Army headquarters. 

Shortly prior to the Salvation Army’s 
1920 Home Service Appeal in New 
York, Walk-Over announced through 
newspaper advertising that old shoes 
would be ‘“‘redeemed”’ at all their stores 
for $2, which would be deducted from 


in a bad state of repair are sorted out 
and are being remade in the Salvation 
Army industrial homes. Those in a 
more serviceable condition are given 
direct to the poor and distressed whom 
the Army is constantly called upon to 
aid. The shoes taken to the industrial 
homes for repairs will also be distributed 
free, after they have been put into good 
condition again. 
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We cordially invite you to 
visit with us 
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National Shoe and Leather 
Exposition and Style Show 
held at 


MECHANICS BUILDING, BOSTON 
DURING THE WEEK, JULY 20-24 
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Where a full sample line of our following 
well-known shoes will be on exhibit 
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EVANGELINE 


—Reg. U. S. Pat. Off. 


CRUMBS OF COMFORT 


—Reg. U. S. Pat. Off. 
and 


DAVIS PROCESS 
CUSHION SOLE McKAYS 


NOTE 


Improved Cushion Sole Shoes, Dr. 
A. Reed,.Patentee, 1900-1901. This 
is not the original Dr. A. Reed 
Cushion Shoe previously patented, 
but the latest invention. 


We will also carry a full line of samples at 
our Boston Salesroom, where visitors are 
welcome. 


A. H. BERRY SHOE CO. 


PORTLAND, MAINE 
BOSTON OFFICE - - ~- 428-430 ALBANY BLDG. 
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. A European Trade Survey 


American Shoes Wanted in Germany---Russia an Eldorado of Wealth 


---Conditions in Northern Europe 


(From an Interview with George S. Boinow, General Foreign Representative for E. E. Taylor Company, Brockton) 


A recent visitor at the “Recorder” 
office was George S. Boinow, general 
foreign representative for E. E. Tay- 
lor Company, Brockton, Mass. Mr. 
Boinow is an American citizen of Rus- 
sian birth. He spends the greater part 
of his time abroad, where he keeps in 
touch with the markets, visits the agents 
of his firm and finds out what they need 
in the way of merchandise. He is also 
thoroughly familiar with foreign finan- 
cial conditions and speaks fluently 
several languages. 

He has just returned from Europe 
(and will be off again in three weeks’ 
time) where he has visited England, 
France, Germany, Holland, Belgium, 
Norway, Sweden and Denmark. Mr. 
Boinow was a member of the “Recor- 
der” party at the Lyons Fair, and had 
the following to say regarding foreign 
conditions: 


A Fight for Business 


“Having studied the field thoroughly, 
I realize kow much propaganda work is 
necessary on the part of American 
manufacturers, if they are to gain that 
prestige for which other great nations 
of the world are fighting. I had an op- 
portunity at the Lyons Fair to take part 
in the American Exhibit and whereas 
results were not forthcoming at just 
that moment, I believe that every 
manufacturer in America who is seri- 
ously interested in export trade should 
have some representation at all of the 
important exhibitions, such as those 
held at Leipsic, Frankfurt, Brussels, 
Paris; Barcelona, Buenos Aires, Lyons, 
etc. 

“The time for getting business easily 
has passed—there is much competition; 
a manufacturer in order to get business, 
or retain what business he has, must 
send out men to look after it and fight 
for it. American manufacturers are too 
apt.to send to foreign countries a young 
American salesman. The merchants of 
Europe lack confidence in these young 
salesmen, no matter how successful they 
have been in their own country. The 
salesman who will accomplish the best 
results for his firm is the one who has 
spent long years abroad and speaks the 
language of the country in which he 
does business, one who can think the 
way the foreign merchant thinks, and 
is willing to do business the way the 


foreign merchant wishes it to be done, 
in other words, the American salesman 
must translate himself into the view- 
point and the position of the whole- 
sale or retail shoe merchant with whom 
he wants to do business. 


Wholesaler Instead of Agent 


“I think that manufacturers would 
be more successful if they regarded their 
agents as employes or salesmen. An 
agent is usually a man who carries on a 


Photo by Bachrach 


GEORGE S. BOINOW 


business financially smaller than he 
should, and when a drop in the market 
comes he falls back on the manufacturer. 
Therefore, it would be a whole lot more 
advantageous for the American manu- 
facturers, either singly, or combined, to 
have their own men in Europe. In- 
stead of selling through the medium of 
an agent, manufacturers should sell 
direct to the wholesalers, thus eliminat- 
ing the agent’s commission and putting 
the wholesaler in the same position as 
the American wholesaler. 


Shoes 900 Marks Per Pair 


“T think that there are great oppor- 
tunities for the American shoe in Ger- 
many. The obstacle is the difficulty of 
obtaining an import permit. The 


German retail merchant is charging for 
shoes which could easily be bought in 
American retail shoe stores for $6 or $7, 
about 900 marks, which is equivalent to 
$18 in American money. The German 
wholesalers have bought a lot of shoes 
at top prices and are'now doing every- 
thing possible to dispose of their stocks. 
I have heard a lot of wholesalers say 
that the moment they can dispose of 
their stocks they will not buy any more 
German stock, but will discard it en- 
tirely and try to put American shoes on 
the German market. 


Adverse American Dispatches 


“In Sweden, Norway and Denmark, 
I found a different condition. The 
wholesalers had a Jot of American shoes 
and were selling them freely until the 
newspaper reports of the falling prices 
in America reached these countries. 
Now the retail merchants and the 
people do not buy, all waiting for lower 
prices. As a result the shoe trade in 
these countries are blaming very much 
the American press for circulating such 
reports and injuring the Northern 
markets. 


“The wholesalers bought their shoes 
a year or a year and a half ago and their 
prices are lower than American prices, 
yet the people believe that prices are 
to come down still lower. 


Russian Situation Important 


‘American business is making a 
great error in not giving more serious 
thought to the future development of 
Russia. When it comes to undeveloped 
resources Russia is unquestionably, even 
more than Mexico, the richest country 
in the world. The eyes of all the 
nations in the world today are turning 
to Russia, feeling that the time is com- 
ing when that country will prove an 
Eldorado of wealth such as the world 
has never before known. America of 
all the leading countries in the world is 
the least concerned apparently in its 
great future opportunity. England has 
been very quietly, cleverly and _per- 
sistently getting a grip on the Russian 
situation, not only through Germany, 
but also by direct methods. Unless 
American business men, business or- 
ganizations and bankers take quick 
action, when order begins to obtain in 
Russia, America will find that England 
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there will be an exhibit of 
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NATIONAL 


Shoe and Leather Exposition 
and 


Style Show 


to be held:at Mechanics Building, Bos- 
ton, July 20-24 inc., 1920. 

The samples shown will be truly indica- 
tive of the highest-grade boots and shoes 
made. 

We cordially invite you to visit us dur- 
ing this week. A hearty welcome awaits 
you. 


EAST WEYMOUTH, MASS. 
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has gotten such a grip on the situation 
chat it will take a life of energy for 
America to get her fair proportion of 
the business which is to be had in that 
rich country. 


England in Organized Effort 


“One thing has impressed me dur- 
ing my recent trip through Europe 
and that is the apparent lack of fore- 
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sight on the part of the American busi- 
ness man and the high development of 
foresight on the part of the business 


man of England. Everybody in 
America seems to work by himself—the 
business men, the bankers and finan- 
ciers. In England, everyone works to- 
gether—they combine and co-ordinate 
their efforts, with the results that unity 
of purpose always produces.” 


Post-Graduate Practipedic Courses 
in Session 


The annual resident classes con- 
lucted by the American School of 
Practipedics for shoe salespeople began 
with the Chicago course, commencing 
July 6. 


The subject of Practipedics is so 
broad that it covers every phase of 
knowledge required by the shoe sales- 
man whether merchant or employe, to 
render an efficient, satisfactory busi- 
ness-building Foot Comfort Service. 
It not only includes the study of anatomy 
of the foot and the giving of comfort to 
abnormal feet through fitting of shoes 
and appliances but is equally complete 
in teaching how to care for normal feet. 

These post-graduate courses in 
Practipedics are conducted by the 
American School of Practipedics, a 
regularly incorporated educational in- 
stitution, chartered by the state of 
Illinois for the specific purpose of train- 
ing shoe men to be more scientific and 
competent in their own field. The 
school has two methods of disseminat- 
ing this training—one by correspond- 
ence, which entitles the student to a 
Practipedic diploma, and the other these 
annual resident Post-Graduate courses, 
held this year in Chicago, New York, 
Toronto and Montreal. 


Post-Graduate Courses, Also 


A number of Post-Graduate courses 
have already been conducted and their 
large attendance and the unbounded 
enthusiasm of the principal shoe mer- 
chants and their salespeople, who 
availed themselves of this wonderful 
opportunity, speak eloquently of the 
success with which Dr. W. A. Hill, 
educational director in charge, con- 
ducts his classes. 

Dr. Hill is an educator of country- 
wide reputation along these lines, hav- 
ing conducted the post graduate courses 
for several years. He also spends several 
months each year conducting classes in 
various cities for shoe salespeople in 
connection with educational campaigns 
on better fitting and proper use of 
corrective appliances. 


Bringing this school within reach of 
practically every shoe merchant and 
his salespeople without cost to them 
(for these classes are absolutely free) 
is the most progressive step ever under- 
taken for the uplifting of the shoe 





DR. W. A. HILL 


Educational Director of the American 
School of Practipedics 


business, placing it on a higher plane 
and giving it a prestige which the pub- 
lic is demanding and expecting. 


Wide Range of Subjects 


The subjects taken up are anatomy 
of the feet and legs, including osteology, 
arches, muscles, tendons, ligaments, 
etc., the study of deformities and ab- 
normal conditions of the feet, as well 
as their correction, the cause of weak 
foot, broken down arches, flat foot, etc., 
the functions of arteries, veins and 
nerves, mechanical consideration of the 
foot, various foot troubles commonly 
encountered in a shoe store, fitting 
various types of feet, fitting mechanical 
corrective applionces, how to handle 
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customers, and a dissection of a human 
leg and foot cadaver by Dr. Hill, in- 
structor. 

A complete line of orthopedic shoes 
has been secured for use in the class- 
room. Their various points will be 
explained and the uses to which they 
should be put, and the purpose of their 
construction. 

To make it convenient for everyone 
to attend, classes have been arranged 
for both day and evening. Those for 
the day will comprise daily lectures for 
five days. The evening classes will be 
conducted three nights a week for two 
weeks. 


Courses in Different Cities 


The schedule of Post-Graduate 
classes is as follows: Chicago, July 6-16, 


' comprising two-day courses of one week 


each and one evening course; New 
York, July 19-30, two-day courses and 
one evening; Montreal, August 2-6, 
day and evening classes; Toronto, 
August 9-13, day and evening classes. 
Headquarters are as follows: Chicago, 
school classroom; New York, Hotel 
Pennsylvania; Montreal, Windsor 
Hotel; Toronto, King Edward Hotel. 

Practipedists who have studied under 
Dr. Hill are unanimous in declaring that 
the course is invaluable. Said F. B. 
Herrick of the Geo. E. Keith Company 
(Walk-Over Boot Shops), St. Paul, after 
attending the course: “It was one of 
the most interesting, complete, concise 
and best conducted courses I have ever 
attended and can assure you I received 
a world of valuable information and 
benefit from it.” 

Enrollments for the 1920 classes are 
greater than éver and Dr. Hill declares 
that students are exhibiting wonderful 
interest in the lecture work and the 
stereopticon and motion picture films 
with which they are illustrated, as well 
as the practical classwork in which all 
take part. 


Rubber News 


United States Rubber Co. Branch 
Store Managers at Franconia 
Notch 
The United States Rubber Company 
is having a meeting of its branch store 
managers at the Profile House, Fran- 
conia Notch, N. H., during the present 
week. This ‘get-together’ started 
Monday, July 12, and will end today, 

Saturday, July 17. 
Students Visit Hood Plant 

The first of a series of Harvard 
Summer School visits to industriai 
plants in the vicinity of Boston was 
made on Tuesday, July 13. Fifty 
students were conducted by G. F. 
Miller over the Hood Rubber Company 
works at Watertown. 
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BOSTON SHOE STYLE SHOW 
VISIT BOOTH 246 - SEE 
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And Understand Why 
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Our Calf Skins, Veal Sides and Sides 
In Most Every Known Finish 


FIND THEIR PLACE IN EVERY LINE 
Consider the Possibilities Afforded by 


LOZANT AND WAUKEGAN 


Colored Sides, Smooth and 
Boarded in the Correct Shades. 
Remember them when placing 


DELAYED FALL ORDERS 
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THE GRIESS PFLEGER TANNING Co. 


TANNERIES CHICAGO—WAUKEGAN, ILL. 
INSOLE CUTTING FACTORY NATICK, MASS. 
BOSTON, 179-193 SOUTH ST. 
NEW YORK, 178 WILLIAM ST. 


CINCINNATI, 810 SYCAMORE ST. 
CHICAGO, NO. BRANCH, HALSTED ST. 
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Traveling Shine Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 
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The Triple Alliance in Shoe Merchandising 
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Address by Ralph Stadeker at the Illinois Shoe Retailers’ Convention, 





Retailer-Salesman-Manufacturer: a 
mighty power for mutual benefit, when 
reciprocatingly co-operative, each 
moved by an unselfish and honest pro- 
pulsion towards a common goal of square 





THE RETAIL MERCHANT 


The retail merchant can con- 
tribute towards this ‘‘consumma- 
tion devoutly to be wished” by: 

A perfect knowledge of his stock, 
so that he does not err in his 
purchases, either as to quantity 
or styles. 

A due consideration of what he 
has already ordered so that he 
does not duplicate. 

A careful deliberation over each 
new style, with confidence that 
it can be readily sold. 

A keeping of daily account of his 
purchases, so that his total 
orders for the season may not 
exceed in amount a fixed pro- 
portion to his annual business. 

The elimination of the practice of 
returning goods, without sub- 
mitting samples and com- 
plaints. Because a retail mer- 
chant has bought wrongly or 
overbought is no reason why 
the manufacturer should take 
back the shoes and suffer a loss 
caused by the lack of judgment 
on the part of the retail mer- 
chant. 











treatment and consequent beneficial 
results to all. 

I do not believe the hope is Utopian, 
that some day we will witness a happy 
concert of motion between the members 
of this triple alliance, that a few years 
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ago gave no promise of. The exigencies 
of the war gave birth to a larger degree 
of consideration between retail merchant 
and manufacturer, which the former 
generously showed in his acceptance of 
shoes that, in the character of work- 
manship, were not up to the standard. 
The manufacturer deserves credit for 
living up to his contracts on a constantly 
rising market. These two conditions 





RALPH STADEKER 


naturally created a spirit of good will 
between them and this spirit, assisted 
recently in the voluntary reduction by 
manufacturers of contract prices, should 
be a basis upon which to build a perma- 
nent reciprocal co-operative action for 
all time to come. 


Returned Goods Curse 


Observing these guides in buying, the 
curse of returned goods and cancella- 





tion of orders ‘in process of work will 
largely be avoided. For retail mer- 
chants must know that all returns and 





THE TRAVELING SALESMAN 


The traveling salesman’s func- 
tion in the triple combination is: 
To intimately know conditions 

surrounding his customer. 

The character of the merchandise 
his customer can most success- 
fully sell. 

The absence of any persuasion to 
force the customer to buy shoes 
that the latter feels he cannot 
readily sell. 

Refraining from selling the cus- 
tomer more shoes than he 
should have. 

The giving of ample time to the 
customer in making his pur- 
chases. 

The keeping of a watchful eye on 
the best interests of his cus- 
tomers, regardless of himself. ; 

The recognition that the good will 
and earned confidence of his 
customers is a much needed and 
valuable asset in his profession. 

The knowledge that a following 
bought through favors cannot 
endure, that only real service 
and unselfish interest can hold 
a customer. 

To become an associate member of 
and take a live interest in the 
retailers’ associations of the 
States in which he travels. 











cancellations are invariably sold at a 
loss to the manufacturer, and some of 
such are likely to become a curse to the 
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YOU CAN MAKE MUCH MORE 
MONEY SELLING COMFORT 


The public wants two things: perfect fitting 
shoes and COMFORT! 

Not alone will the public pay well for com- 
fort, but it will favor you with CONTINUED 
patronage—and boast about your fitting abil- 
ities to its friends. 

Cash in BIG on the extra fitting and comfort 
features of X-L Combination Last Shoes. 
Take hold of this opportunity to build a 
good-paying, steady, staple business. 





You need not invest a large amount of money 
at the start and you can keep your invest- 
ment at a minimum because X-L Combina- 
tion Last Shoes are carried in stock—always 
available upon a few hours’ notice. 


Big money is made in the constant turnover 
of small investments. Under the X-L plan 
you get your regular mark-up plus fast turn- 
over profits. 


Write for Folder Describing X-L Combination Last Line 


THE KROHN-FECHHEIMER COMPANY 


X-L LINE DEPARTMENT 


CINCINNATI, OHIO 





Easy 
X-Lus Filling 


(ombination feature IN STOCK 





Four Feature Shoes—W onderful Fitting M Z 
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BROGUE 


IN-STOCK 








STOCK NO. 524 


BROGUE LAST 
Gallunes 4 Norwegian Brogue Bal., Rawhide 


ip Sole 
Sizes and Widths: AA and A, 7 to 11; B, 6 to 
11; C, D, 5 to 11 


HE WONDER IS NOT THAT WE CAN MAKE SUCH A 

SPLENDID WEARING SHOE—STYLED SEASONABLY— 

BUT THAT WE CAN CROWD SO MUCH VALUE INTO IT AT 
SUCH A LOW PRICE. 


Send for Catalogue showing full line of Dalton Shoes 


~The Dalton Company, Inc. 


Men’s Fine Shoes 
BOSTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building Chicago: 1415 Great Northern Building 
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McELWAIN 


TRADE MARK 





A 2000 


TAN BOARDED SIDE BAL 
CARLTON LAST 


Rubber Heel 
Goodyear Welt 


Widths , 3- 5 
Sizes ; 5-11 


Price . $6.00 
IN STOCK—READY TO SHIP 


A Standardized Goodyear Welt Dress Shoe of Exceptional Merit 
at an Unusual Price 


Send for Samples from Stock 


McELWAIN HUTCHINSON & WINCH 


BOSTON 8 
McELWAIN DISTRIBUTERS 


TRADEMARK 
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*“*Pluck’’ 


By EDGAR A. GUEST 


Published in June Issue of ‘‘Chicago Shoe Traveler.” 


When things are running crosswise and the engine’s 
out of gear, 

When the road is rough and rocky and the sky is far 
from clear, 

When you're plainly up against it and you’re surely 
out of luck, 

That’s the time to use your courage and to show your 
stock of pluck. . 

Most any one can travel on a road that’s smooth and 
clear, 

And any one can get there if he only has to steer; 

But when the motor’s balky and you’re running in the 
muck, 

If you’re ever going to get there you must call upon 


(Copyright, 1920, Edgar A. Guest.) 


There’s no thrill in easy sailing when the skies are clear 
and blue, 

There’s no joy in merely doing things which any one 
can do, 

But there is some satisfaction that is mighty sweet to 
take 

When you reach a destination that you thought you’d 
never make. 

So when everything’s against you and your plans are 
going wrong, 

Just face the situation and keep moving right along— 

Don’t sit down and wail and whimper, even though 
you may be stuck, 

You’re not absolutely helpless if you still possess your 





your pluck. 





pluck. 








merchants when they appear in the win- 
dows of their competitors, possibly with 
the name of the cancelling dealer on the 
top band. I recall such a case, where a 
firm sold some cancellations to a Boston 
job lot house, who re-sold them in the 


same city from which the cancellation. 


came. And “Hell broke loose’ for a 
little while! 

A case recently cited was of a mer- 
chant who in March ordered a large bill 
of men’s oxfords and wanted them quick. 
The factory went out of its way to 
make him a prompt delivery. Then at 
that later date he thought he could buy 
the shoes for less money, and framed up 
a reason for refusing them, winding up 
by offering to keep the shoes at a con- 
siderable reduction. The same factory 
had shipped him the year before at con- 
tract prices though, at the time of ship- 
ment they could have been sold at an 
advance of $2.50 per pair. The ethics 
of such cases are unsound and react to 
the disadvantage of all retail merchants 
for they should know that all losses so 
made by the manufacturer are included 
in the next season’s overhead, increas- 
ing by so much the price of their next 
season’s purchases. 


Retail Merchant and Salesman 


The retail merchant is, as a rule, and 
should be, considerate of the time of 
the salesmen. Daily expenses of the 
traveling man run from $10 to $20 aday 
and whenever the merchant can reason- 
ably do so, he should be prompt in keep- 
ing his dates with the traveling man. He 
needs the good will of the salesmen just 
«s much as the salesmen need _ his 
order. 


Manufacturer and Retail Merchant 


The manufacturer must contribute 
his share towards reciprocal co-opera- 
tion by: 

The shipment of orders on time 

No trailing promises of deferred ship- 
ments. 

Prompt answers to inquiries regarding 
shipments when delayed and accurate 
information given regarding them. If 
anything turns up to prevent such 
shipment the customer should be in- 
formed at once. 

A receptive frame of mind and not a 
combative one towards complaints. 
A quick and sincere acknowledgment 

when wrong. 

A refraining from forcing the customer 
to keep shoes the manufacturer be- 
lieves are right, but which the cus- 
tomer knows are wrong. 

No substitution of material, but ship- 
ments strictly in keeping with speci- 
fications. 

A due regard for minor complaints that 
the manufacturer may consider trivial 
but that are annoying, when repeated, 
to the customer. 

An active interest in and substantial 
support of all legitimate actions of 
the National Shoe Retailers’ Associa- 
tion, co-operating with it for the pro- 
tection and furthering of the inter- 
ests of the retail merchants. 


MORE AUTOS NEEDED 


For Twentieth Annual Outing to 
Beverly July 23 

The Boston Shoe Travelers’ Associa- 

tion holds its Twentieth Annual Out- 

ing at Beverly, July-23. This year the 


Massachusetts Retail Shoe Merchants’ 
Association will combine with the 
travelers, and the joint features of the 
big meet promise to be alive with in- 
terest from start to finish. The ex- 
hibitors at the exposition have promised 
their heartiest co-operation and are to 
be in attendance. 

One of the most enjoyable features of 
the program will be the automobile 
ride along Massachusetts’ North Shore. 
As the time draws near, the party as- 
sumes mammoth proportions, and more 
automobiles are needed. The boys 
have sent out a S. O. S. call to the trade 
to speed along autos for the many visit- 
ing buyers and other guests. W. H. 
Larkin is in charge and all promises of 
automobiles should be sent to him care 
of the Boston Shoe Trades’ Club. 
Registration for seats in the automo- 
biles should be filed at the Boot and 
Shoe Recorder Booth, 87 Mechanics 
Building, during the National Shoe and 
Leather Exposition and Style Show. 


REGARDING DALTON MEN 


Manson and George J. Lovely Back 
from Trip 

Several salesmen representing the 
Dalton Company, Inc., of this city, are 
in the Boston office during the whole of 
this month. George W. Manson has 
returned from his western trip, and 
George J. Lovely has covered his New 
England territory. 

Charles E. Barstow, who travels 
Illinois and Iowa, and Jean Slocum, 
handling the big trade of the Middle 
West, have also finished their trips. 
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Consolidated Shoe Company 


INCORPORATED 


Boston, Mass.,U. S.A. 
212 Essex Street 


— 


Pat. Vamp and Fox, Mat Top, Button, Cor- Seenod's ay —, ce =, as Black Kid, Kid Tip, Button, Corrugated Sole, 

cuanted Sate Foot Prints center. 4-8. Last 90. —. Lining, Db Foot Prints center. 4-8. ‘Last 90. Spring 
D width. Spring Heel. Heel. D width. 

$1.25 No. Q a ere $1.90 


No. Q no6.004006006scnsaseunneunal $1.90 ve 8 270 4-8 

Pat. Vamp and Fox, Blumenthal white kid No. Q 470 8-11 1.50 Havana Brown Kid with ti Corrugated 
top, Button, Corrugated Sole, Foot Prints Sole, Foot Prints center. 4-8. Last 90. D 
center. 4-8. Last 96. D width. Spring Heel. width. Spring H 


I ssc nccssesatsasduantenan $2.25 Close Edge Turns 


We have these six styles in stock for immediate ship- 
ment; limited quantity in Boston. The main stock, 
however, is at our associate Factory in Pennsylvania. 


NOVELTY SLIPPER CO. 


DISPLAY 
UNITED STATES HOTEL 


BOSTON, MASS. 
ROOM 48 M. YOUELLS IN CHARGE 





























It will show many new things that are absolutely new— 
as well as a complete assortment of staple goods in felt 
footwear. It is a line without competition. 


Sold to Jobbing Trade Exclusively 
NOVELTY SLIPPER COMPANY 


437 BROADWAY NEW YORK, N. Y. 
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A VETERAN WITH RECORD 


George H. Wilkins Started with 
Walk-Over Shoes in 1885 


One of the best-known shoe salesmen 
| the country, and one who has prob- 
ly sold more Brockton shoes than 
y other man in the shoe selling game 
day, and who holds the reputation of 
lling more shoes than any other shoe- 
an in the business, is George H. Wil- 
ns, head salesman for the Geo. E. 
ith Company, manufacturers of the 
alk-Over shoe for men and women. 
» was the first of the pioneers in 
icing shoes right from the shoe factory 
‘-ect in the hands of the retail mer- 
ant of New England, although pre- 
us to that one or two other men had 
vaded the retail trade of the west 
th the Keith product. This plan 


© © 


© °C 8to Hae es De 
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GEORGE H. WILKINS 
A Walk-Over Veteran 


has since been almost universally 
adopted by Brockton firms and has 
contributed largely to their success. 


**What Is a Vamp?”’’ 


Mr. Wilkins went to work for the 
Geo. E. Keith Company April 16, 1885, 
and started in stamping tags. He 
worked some weeks before he knew the 
real relation of his part of the work to a 
shoe. One day when Myron L. Keith 
of the firm asked him how he was getting 
along he surprised Mr. Keith by inquir- 
ing what a ““vamp”’ was. His desire to 
learn was such that he was taken on a 
tour of inspection through the factory, 
where he was informed regarding the 
various operations in the manufacture 
of a shoe, and before he went on the 
road selling shoes some years later he 
was thoroughly conversant with the 
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factory end of the business and every 
detail of manufacture. He knew 
whether a shoe was built right or not 
and why there was a flaw and where, if 
there were such, and this intimate 
knowledge has made him a salesman 
able, capable at all times and inspiring 
confidence. 


Begins Road Career 


One day during his early work at the 
factory he obtained permission to be 
away and went to Lowell to visit rela- 
tives. Before leaving he went to the 
dressing room, dressed a few shoes which 
he was allowed to stow in his grip and 
left the factory. In Lowell he solicited 
trade from a number of retail merchants 
with the shoes he had taken from the 
factory, and when he came back he 
placed the orders he had received on the 
desk of George E. Keith, the head of 
the business, and returned the sample 
shoes to the dressing room. Nothing 
had been said about the matter up to 
this time and nothing was said then, but 
Mr. Keith sent the orders through the 
works and delivered the shoes. It was 
the very first delivery of shoes direct 
from factory to retail merchants by the 
Geo. E. Keith Company. A second time 
Wilkins went to Lowell for a visit, and 
this time, relying upon the success 
of his first effort, he asked permission 
to take some shoes and make sales. 


Rewarded for Efforts 


But he received no encouragement. 
So he “sneaked” a few samples and 
not only visited his former customers 
in Lowell but visited a number of other 
stores and sold both the old ones and 
the new. This initiative was to be re- 
warded later, for when the Walk-Over 
concern went out of the jobbing busi- 
ness and began to make for the retail 
trade George Wilkins was selected for 
the entire New England district and 
was sent out on a selling trip and made 
good. Then he was sent to Pennsyl- 
vania, West Virginia and Ohio and in 
each case he sold shoes, as he did on his 
first trips to Lowell. He now handles 
all the big stores of the Walk-Over string 


in the larger cities of the East and Middle’ 


West and is considered one of the first 
salesmen in the shoe business in the 
country. 


STRONG FOR COLORS 


T. A. Delaney, Barry Salesman, Has 
a Word to Say 


T. A. Delaney, one of the live-wire 
salesmen for T. D. Barry Company, 
Brockton, has a word to say in regard to 
colors. He believes that with them the 
trade, from the leather man down, can 
stimulate business. Mr. Delaney, who 


181 


as vice-president of the Boston Shoe 
Travelers’ Association, and editor of 
the National Shoe Travelers’ Magazine, 
is on the “‘qui vive’’ as to the trend of 
affairs, says—‘‘In the good old-fashioned 
times, a man had a variety of shoes, for 
a variety of suits. He had a suit for 
dress, a suit for business, one for walk- 
ing, one for outing purposes, and for all 
of these occasions a different type of 
shoe was demanded. When a man gets 
a last to suit his foot, he sticks to the last; 
that different aspect must come in 
through the change in color. Therefore, 
I would strongly advocate colors as an 
excellent proposition for Fall.” 


‘ROM TOM TOMING”’ 


Says Emil Decker, with Chipman- 
Harwood & Co. Line 

Emil Decker, southern representa- 

tive for Chipman-Harwood & Co., has 


EMIL DECKER 
With Chipman-Harwood & Co.’s Line 


recently written an advance announce- 
ment card. It reads as follows: 


“Rom Tom Toming, 

“I drive away the blues, 

“Wait for me, I’m coming 

“With a line of White Shoes” 
EMIL DECKER 

Southern representative for 

CHIPMAN-HARWOOD & CO., 

shoemakers for over 50. years, 

The White Shoe House of America 

Boston, Mass. 

Mr. Decker plans te visit Boston 
soon and will be in attendance at the 
National Shoe and Leather Exposition 
and Style Show, July 20-24. 


New Affiliation 
R. E. Shannon is now associated with 
Johansen Bros. Shoe Company and will 
cover Ohio. He was formerly with 
Kropp Shoe Company. 
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S be y-« popularity is irresistble. For to smartness 
of Style they add Ease extraordinary and faultless 


_—— Fic. The finer the shoe—the more certain you are 
C ( to get Diamond Brand Fast Color Eyelets. For 


a 


“finest of fittings and findings” means Diamond 
Brand Eyelets—of course! 


NY 


Specify DIAMOND Eyelets on all your shoes. They never 
turn brassy; always look classy; outlast the best-wearing shoes 


United ‘Fast Color Eyelet Company - Boston, Mass. 


XN XOX FOI OXI XN 
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The LAWYER 
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C.S. MARSHALL COMPANY 
BROCKTON 














During Boston Style Show Week, 
July 20-24, you are cordially in- 
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== vited to meet our Representatives 
who will cheerfully show you our 
Full Line of Keith’s Konquerors. 
























°.1? 
Keith S Konquer Ors We would also suggest 
your calling at our 
ON EXHIBIT Boston Office when in 





that vicinity. In 
either place a hearty 


Booth 104 welcome awaits you. 


at 









The PRESTON B. KEITH SHOE COMPANY 
BROCKTON (Campello Station), MASS. 
New York Office, 299 Broadway, Room 415 Boston Office, 207 Essex Street 

























































hice shoe represents our leader 

for style and wearing qualities. 
An ideal shoe for men who wish to 
dress well. 


Made to retail from $6.50 to $10. 





Coonver™ 
WING Br ooT 
HEEL 
BROCKTON SHOE MFG. COMPANY, Inc. 
BROCKTON (Campello Station) MASS. 





igs: 




























SUCCESS 
in 
FELT 
FOOTWEAR 


. ™ Armstrong Co., D. pattern shop cards, ma- 
Mer chandise I S | ©6Beunister , A. terial reports, cutters’ sum- 

IN =©Blachford’ Shoe maries and trimming esti- 
mM Rebber Shoe mates that must be figured 


Co. : 
. Bradiey Ceuniin iin quickly and accurately. 
Quality <...9 Shoe Co. Because of its simplicity and 
— chill 4 on So. ease of operation, many of 
I i : the leading shoe manufac- 





























turers handle all this figure 
work on the Monroe Calcu- 


e | E e ° . 
Workmanship eae lating Machine. 
Endicott Jol q P 
= =©Hamilton E No trained operators are 
a : needed. Any one with half 
. rei . an hour’s instruction can do 
° ia Sloan § the work with surprising ease 
Style Line H — and speed, and the visible 
fg. Co. : check feature prevents mis- 
‘ takes. 


e ico & I ing It’s surely worth a postage 

The P rice i > stamp for more detailed in- 
. u Ay Tog formation? Then, simply 

send along the coupon, now. 














Ask Your Jobber or 
Write Us For Samples 





Republic Felt 
Shoe Corp. 


899 Kent Avenue, Brooklyn, N. Y. 
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Will not rub off! 


| ean WHITE—as the name implies—is a 
white that clingg—-DOES NOT RUB OFF. 
It cleans as well as whitens. Is easily and quickly 
applied. Dries quickly and evenly—giving a finish 
of beautiful velvety whiteness. It helps preserve 
shoes. Equally good for Buck, Nubuck, Suede, 
Canvas, and all white duck fabrics. Once tried 
Kling White will sell itself. The attractive package 
lends itself advantageously to display purposes. 


Early stocking-up is advised. 


UNITED SHOE MACHINERY 
CORP. : : BOSTON, MASS. 


BRANCHES 
New Orleans 


PRR LEAD RE = GIS NETS ae 


Haverbill 





NE ee CIN IE PRS Th 5 abi Sted 85k Ae a Dee & ng, 2, Sf te es. 
a Ss a - ee eee o! tS REE 
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Miss Martha D. Allen 


known throughout the United 
States as the “Kodak Girl” 


—whose charm and beauty 
lent so much grace to the 
N. S. R. A. Convention last 


January, will demonstrate 


BUCK-EL-ON 


—the instep protector and shoe 
ornament sales stimulator, in 
the big display of shoe orna- 
ments of every popular kind 
which wil! be shown 


al the 


Style Show, N.S. and L. Exposition, 
Mechanics Hall, Boston, July 20 to 24 


7 wo 


“The Buck-El-On Girl” 


In the Balcony, 
Booths 536 
and 537. Fig i. Allen hb 


been given repeat- 
ed mention by the 
shce trade press 
through the dis- 
plays and demon- 
strations of Buck- 
E]-On, by which we 
have shown New 
England dealers 
what a _ wonder- 
ful business pro- 
ducer this little 
article is. Be sure 
to meet Miss Allen 
in Boston. 


William Reynolds, Jr., Inc. 


PROVIDENCE, R. I. 

















VERYBODY who habitually 


wears white boots or shoes 
knows and buys 


TheWHITE CLEANER 
Keeps White Shoes White 


Everybody who buys new white footwear will 
need “BLANCO,” and no one who has ever used 
it will ever be persuaded to take a substitute, for 

“BLANCO” does its work, does it well 
Sa —and easily—no trouble, no -messiness, 


Ok “BLANCO” quality will take care of 
4 your reputation—‘“‘BLANCO”’ profits 


are as good as #fs reputation. 


So with every consignment of White 
Footwear order a consignment of 
“BLANCO”—“to keep those white 
shoes white.” 


oe: 2 Order now from your Jobber 


W } “ 
] —— 
RN - ) -——~., 
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TN 
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Manufactured 


JOSEPH PICKERING & SONS, LTD. 
SHEFFIELD, England. 
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HAVANA BROWN KID 
IN STOCK 


COMPLETE STOCKS—PROMPT SHIPMENTS 


No. 909 $10.00 


Havana Brown Kid Blucher on the 


BOYLAN ELK COMBINATION 
LAST 
Widths AAAA-AA—C-E 
Sizes 6-12 


This last is a wonderful fitting 
proposition and with the wide 
range of stock carried, is a great 
money-maker for the retailer. 





GOOD SHOES 


Full Line on Display at . ae ; 
ESSEX HOTEL 100 per cent Leather—that’s 


July 19-23 inclusive why they are “ GOOD ig 


J. RALPH BAKER CO. 


Bridgewater, Mass., U. S. A. 
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The Answer 


to “Whenr” and “Howr” 
in Hosiery buying varies 
with time, place and buyer. 


But in really wise buying, 
there is only one answer 
to ‘““Whatr” and ‘“Wherer” 





~ 
- 





“Onyx” Hostery 


Emery & Beers Company, inc E 


Sole Owners and Wholesale Distributors 


BROADWAY AT 24th STREET 


NEW YORK 
Boston Office: Chicago Office: Philadelphia Office: 
31 Bedford Street North American Bldg., State 1033 Chestnut Street 
and Monroe Sts. 
San Francisco Office: 210 Pearl Street, Mutual Life Building 
259 Geary St. Buffalo, N.Y. 
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B. 156—Brighton Last’, 
Pat. Colt, Plain Toe Oxford. 


Price $7.75, less discount 


B. 134—Bay State Last, Black 
Kangaroo Bluchers, H. Single Sole, 
“Wingfoot” Heel. 


Price $9.50, less discount 


B. 232—Marbridge Last, No. 26 
Russia Calf Bal, Heavy Single Sole, 
“Wingfoot” Heel. 

Price $8.75, less discount 





SHOES FOR YOUNG MEN 
—AND— 


MEN WHO KEEP YOUNG 











Visitors in Boston during July are invited to inspect our line of men’s shoes at our Bos- 
ton office and at our factory. See our line at the National Shoe and Leather 
Exposition and Style Show, Mechanics Bldg., Boston, July 20 to 24, Booth 37. 


Richards & Brennan Co. 
Randolph, Mass. 


Poston Office Minneapolis Office N. Y. Office 
83 Essex Street Lumber Exchange Bldg. Marbridge Building 
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MARY JANES 
at $7.00 


A Well-Made Shoe at 


a Bargain Price 








ORDER TODAY—DON’T DELAY! 


P. N. PRENOVITZ & CO. 


545 Atlantic Ave., Cor. Congress St., Boston, Mass. 


Specialists in Shoe Store Findings and Agent for the Well-Known 
‘“DOMINO”’ Children’s Shoes 




















A new ‘‘Staco’’ 
model — see it at the 


The “Staco” Shoe 


will be shown in a complete line of attractive 
styles at the Boston Style Show, July 20-24, 
Booth No. 30. 


We welcome this opportunity to bring before 
visiting merchants the merits of our Men’s 
Welt Shoes. 


Stone-T'arlow Shoe Co., Ine. 
BROCKTON, MASS. 


Successors to Liberty Shoe Co., Inc. 
BOSTON OFFICE 183 ESSEX STREET 
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**A BOY’S SHOE THAT WEARS” 


STOCK No. 3602 


STOCK No. 3604 





3604X—Big Boys’ Chrome Gun Metal 
Bal, 64-9, C, D and E wide....... $5.10 
3604—Boys’ Chrome Gun Metal Bal, 1-6, 

3602X—Bi _w RS errr $4.20 
fatal 3608—Little Men’s Chrome Gun oe 

er D and oxed Bucher, ‘A Bal, 8-134, C, D and E wide. .....83.2 

3602—Boys’ Chrome nae 

Metal Pore Blucher, 1-6, C, 

D and E wide.......... $4.20 

3603—Little Men’s Gun mon 3704X—Bi, 

Foxed Blucher, 8-134, 6-9 

GE BE WEE. cecccccccced $3.10 

















Boys’ Mahogany Side aa 
, C, D and E wide = 


3704 Boys’ Mahogany Side Bal, <¢ a 





D and E wi 
STOCK No. 3704 








3705—Little Men’s —* ~ reamed Side Bal, 
8-134, C, D and E wid $3.90 


CARRIED IN STOCK 


WITH EITHER LEATHER SOLES OR 
GUARANTEED NEOLIN SOLES 


MARSTON & TAPLEY COMPANY 


MANUFACTURERS 
DANVERS 





- MASS. 


: 
a CN IF oP 

$e 
’ 
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Bat et aie oe 


RE-NEWS Heel 
and Sole Edges 


—and, better still, the newness 
lasts. It does not rub off. 


REPCO 
.. Heel and Edge 
ENAMEL 


adds a much-needed ‘‘finish- 
ing touch’”’ to shoes. Favored in 
the home as well as the repair 
shop. It will not soil or harm 
clothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray, Dark Gray and Cham- 
pagne. Early stocking-up is 
advised. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


BRANCHES 
Auburn, Me Jobaces City,N Y New York 37 Warren 
Brockton, Mass nn, M . K. Krieg, N. Y...-.-0--- 39 Warren 
Cincinnati 708 Broadway arlboro, Mass. ......... 11 Florence i 
Chicago 18 South Market Milwaukee 
Haverhill, Mass 145 Essex 
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On Exhibition at 
BOOTH 61 
N. S. L. E. 
STYLE SHOW 





FOR MEN 




















Che 
Aberidern 


) Style No. 606 a . “4 Style No. 605 
Tan Norwegian, Pinked and e 4, a Tan Norwegian, Pinked and 


Perf a rwei Sole. : pore See, Perforated, Overweight Sole. 
NBERDEEN LAST ABERDEEN LAST 





These Shoes are Carried In Stock Ready for Immediate Shipment. 
' A, B, 7 to 11; C, D, 6 to 11. 


M. A. PACKARD COMPANY 


i BROCKTON, MASS. 
Boston Salesrooms: New York Salesrooms: 


| 60 South Street 127 Duane Street 
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W. L. Douglas Shoe Co., Portland, Me. 
Furnished with 


American Interlocking Shoe Store Chairs 


Some of the advantages of these chairs are: 


Greater Seating Capacity—Chairs interlock. 

Greater Comfort—Spring, stuffed or full-roll plain seats. 

Economy—They cost less.and last longer than wooden 
legged chairs. 


AMERICAN SEATING (OMPANY 


GO, . K 
1016 Lytton Building Room 601, 119 W. 40th St. 











e 








Trade-marks in Foreign 


Countries 





AVS s . Do you Realize the Importance of Protecting 
they cant your Foreign Trade in Cuba, Mexico, the South 


keep store without | American Countries and also in Europe, Asia, 


the Fonda last. | = and Africa? 


If-your store hasnt Certain Foreign Countries award exclusive 
° ° n trade-mark rights in a trade name or mark to the 
it,our suggestio first applicant, irrespective of prior use by 


is to try ito another. This allows the piracy of valuable 


either in High or trade-marks in such countries. 


Low sty les . It | The Boot and Shoe Recorder maintains a 

: | Patent and Trade-mark Department fully 
Carr 1€S Hi, nade equipped to promptly handle your applications 
Militar y flee ath for Registration of Trade-marks in all Foreign 


pleases all fe et 5 Countries, as well as in the United States. 


UPHAM BROS. SHOE ©. Address all Inquiries to Boot and Shoe Recorder 
STOUGHTON, MASS. R | Patent and Trade-mark Department, 207 South 


St., Boston, Mass. 














“POSUENUNNUNURUGGUUCULEESERAOUUUUGUEUCEAEOUOUUUSERESEOUOCUUUCERUGOUOUSUCEREOGOOCOUUSUCOOOOOCESONOOUONNUSOOOORE 








a 





i 


4. IN-STOCK 








| BLUESTEIN BROS. 


Buyers’ Easy Reference Directory 


oo “hose totally different shoes “=== 


No. 4507 


Fine White Cloth 
One Eyelet Tie. 
Goodyear Welt. 
17-8 Full Louis 
Covered Heel. A 
to D. 


$5.00 


WATSON 


—— MODEL 
173 SUMMER 


— @¢ <a © <a © EEE @ —o 





STREET 
BOSTON, MASS. 











ne produced from 
California sun- 
bleached quality 
felt — nationally 
advertised. 


Qi 
REG. U.S. PAT. OFF. 


STANDARD 


West Alhambra - 


FELT COMPANY 
- - - - California 














Co. 


SOLE LEATHER 
AND 
BELTING BUTTS 


TANNAGES 


Mt. Jewett Burke Muskegon 
Boston, Mass. 


St. Marys 


882 Summer St., 








FOREIGN BUSINESS 


Your overseas customer prefers to do business his way. 
If he does not read English, he should be written to in 
his own language. Make if easy for him to understand 
your message. 

Our business is to translate English into French, and 
vice versa. Not only letters, but catalogs, brochures, 
pamphlets, ete. 

Write the Editor, The Export Recorder, 207 South St., 
Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mass. 





R. A. CHENOWETH & CO. 
- 147 Lincoln Street, Boston, Mass 
Mfgrs. of TOP GRADE TURNS 


A 
Winning Style 








ALIFETIME OF 
OEMAKING 


SH 
EXPERIENCE A YOUNG FIRM 


3 ay 
HARNEY, TRACY, CREHAN CO. 


FACTORY : 589 ESSEX ST., LYNN, MASS. 
BOSTON OFFICE: 10 HIGH STREET. 











Blind Eyelet 
Shee Laces 


Fit} even the smallest blind eyelets. 
Satisfy the most particular customers. 
And there’s a liberal profit for the 
dealer. 

At all jobbers. | Samples upon request. 
The Narrow Fabric Co. 
READING, PA. 

| | | | 





UFASHOND 


FABRIC TIP 








Trade-marks in Foreign 
Countries 


Do Realize the Importance of Protecti: Foreign 

ny w ideaion, the Hout Aaneriean Countslen and 
also in Europe, Asia and Africa? 

‘oreign Countries award exclusive trade-mark ts 

mark to the fist « 5c on 


: ere a Patent and Trade- 
prom handle your 
of TN 5 8 all Foreign 
‘tates. Address all I 
Recorder Patent and Trade-Mark Depart- 
South St., Boston, Mass. 

















198 BOOT AND SHOE RECORDER July 17, 1920 





WANTED TO PURCHASE Changes in Business MISCELLANEOUS 
Current Events in. Failures, Sus- 
“ede te aTORE LADDERS 
Failures 


Boston—Harry Melnick, wholesale and retail shoes, 
also doing business at Dover, N. H., reported 
has been adjudged a bankrupt. First meeting 
of creditors was scheduled for July 16 last. 
Seen cha enmcniad Wenies Cape eqemtins 

oes, etc., tt Osyoup, operating 
business under the above style, was recently 
by Simon 


' sold out under attachment, issu 

e Bu for Cash John, a silent partner in the concern, and is 

y — making a 20 per cent compromise offer 
Manufacturers’, Jo bbers * and itors. 

Senet New “York City—Whyne & Bly, shoes, reported 

—— ius Stocks, Jobs, this concern finds that i A are ae le to 

operate its ness successfully, and a meet- 

NO QUANTITY TOO LARGE ing of their creditors was called on June 28, 

rchase entire stocks at which it developed that ow had. assets 


facturers. of about $1,775 according to their figures, an 
Send us particulars of ‘what you : muity of about $100 in their lease and their 


save for sale. ures. 
rt Term Leases Taken. Harrisbur Pa.—Peter Brown, shoes 
ve pay Highest Cash Value. ported meeting of creditors was has for 
yesterday, July 16. 


VAN PRAAG & co. Pottsville, Pa.—Simon Zwick, shoes, reported 


Shoe Dept., Martin Posner, Mana meeting of creditors called for July 20. 


459 Broadway, New York, N. Ch 
Telephone 2248-2249 Spring _ —— 











\\ 


2 TL NAAN 


Boston—Boston Innersole Compnay, manufac- 
turers, incorporated with —_ of $50,000. 
Robinson McCormick Leather Co., Inc., 
leather. ogee | commenced business. 
Haverhill, Mass larrish Shoe Co., Inc., shoe 


e . . 
manufac ized 
Highest Cash Prices Paid manufacturers, incorporated with author 
for entire shoe stocks. We also buy . > Sr caries ote oie Lae 
your surplus or slow sellers. Quan- ton Co. 
tities no object. Retail or wholesale. Karl F. Hopkins, Inc., shoe manufacturers’ 


Short term leases taken off your with authorized capital 
hands. R Lutman (ux = 
Wire or Phone us dd eal } moet 6 Park Street), s 
Correspondence Confidential | yyqiiajmerted womaams curiae 
Established 1890 a inserpenated with authorized capi- 
tal ol 

GLAUBERG & CO. San Francisco, Gal-—Joseph . Kphlbecker. Est, 

» st Street 
387 Broadway, New York, N. Y. Salida. om ste new Sealinax dita tm. i 


Phon ported sold out. hey to Canon City. 
o Canal 4119 Blue Island, Iil.—J. L. Siegel & Son, shoes, etc., 


Ww i led ip Appel. 
e also purchase clothing, i i Coch ban 


eee y Stores, shoes, 
hats, furnishing goods, etc. capital increased from $25,000 to $50,000. 
Detroit, Mich.—A. Leach, shoes, etc., succeeded No. 141 


by M. Turner. 
Three yo Mich—Felix wy my shoes, etc., Write for TH E C H I CAGO 


DO YOU CONTEMPLATE Chrome, Nd *stamberger & Nesy, shows, re- | Catelos WIPE CHAIR CO. 


Retiring or going out of business? discontinued. 
Ne =. N. J.—Leather Products Co., leather, in- 
Cpe f for your entire or surplus py Bat sod with authorized | capital of $150, se 621 N. LA SALLE STREET 
Brooklyn, N. ¥.—Wolpinsky eller, shoes, re- 
Leases having a short term to run taken ported out of business CHICAGO, ILL. 
over. Established 25 years. Isadore jo Ballinger, shoes, etc., reported out 


I. OLENICK New Yan Ge City—Isador Abrahams, shoes, re- 


. 
413 Broadway, New York Tel. 9531 Canal ported sold out. B y | 
Ground Gripper Shoe Co., shoe manu- Ic Cc e 


ss. Y weceamee with authorized capital 
o 000. 
WANTED FOR EXPORT Stern's Shoe Store, Inc., shoes, incorporated 
Slo with authorized capital of $50, 
Di i — Buffalo, N. Y.—U. 8S. Cut Rate Sinoe ‘Store, Inc., 
YOUR Su hue zane i bers shoes, py z Inseaperated with authorized capi- 


FOR CASH 


NEW YORK EXPORT 


F R 
a ad a a MISCELLANEOUS 












































aro sh abe Satinen THE OSCAR ONKEN CO. 
tor retail ~¥. A.- 1154 4th Street 

other merchandise. CINCINNATI, 

Por 30 years out apoialty. OHIO, U. S. A. wa ap eceemme 

Shoe Store STEP LADDER 
BROOKLYN PURCHASING SYNDICATE : 

FRANK WALKER, Proprietor Chairs 67 Randolph St. 

610 Broadway, Brooklyn Fitting oo Wl. 

Phone, Stagg 1757 Stools % 


Window EDITORIALLY, THE 
Job Lots of Shoes & Leather | Dispy Boot and Shoe Recorder 


Are Sold Through the Period & 
is the most alert, aggressive and pro- : 
Recorder Want Ad Page Modern Frese ey reree & 8 ee Gaeta pub 


ving 
scription and 














5 CENTS A WORD “WES YOUR SOW WHDOWSPAT TOUR NT ed for the shoe merchant. 

















THE COMMONWEALTH SHOE & LEATHER Co. 


BOSTON 
July 14, 1920 


#@n. F. Hapgood & Bros., 
Arcadia, Mo. 


Gentlemen: 


We are very glad to answer your letter and the two 
questions you ask. It is always a pleasure to us to have our 
o'd friends and customers talk frankly man to man fashion with 


Use 


In the first place, speaking for the Men's Shoe 
Bisiness, we do not see any uncertainty there or cause for more 
t.an the usual business caution. Price changes have happened 
before, and always in our trade and invariably have been settled 
on tne same basis. That basis is that men will buy freest at 
tiat price where a strictly number one material shoe, properly 
made, may be economically retailed. 


Once that price was $3.50. Prices rose, and while we, 
the trade, were considering how to persuade the public to pay 
$4.00 or $5.00, the public beat us to it, and were already pay- 
ing $4.00 or $5.00, for they had found that a shoe which retailed 
at $3.50 had to be skinned somewhere. The public never has, and 
we believe never will, take as its generally broad, acceptable 
price anything less than it has always settled on heretofore. 


There have been prices at wholesale and retail for the 
past few seasons made up partly at least of the lather of uncer- 
tainty and the bubbles of inflation. Bostonian prices never got 
that way, and so now we feel surer than ever that our practice of 
building shoes properly and economically is right. 


That shoe or line of shoes which is built or retailed 
to meet some fancied momentary need or whim of the Public gets 
it sown reward, which is an exit as rapid as was its entrance, 


As to style, certainly substantial men's shoes are here 
to stay. "Dolly" men's styles in extreme shapes and material are 
out. "He men's" styles are in. Men are watching where their $10.00 
or $12.00 or $14.00 is going, and the merchant who will fit them 
properly with lots of style plus substance need not hesitate. 





We can hear you say that that is just what you have been 
doing. Yes, Mr. Hapgood, and that is just what Bostonians have been 
doing for and with you for many seasons. This may explain partly 
why your Men's Business has so greatly increased in pairs, turn over 
and profit. 
With our best wishes for your continued success and kind- 
est regards to yourself and brother, we remain 


Yours truly, 


THE COMMONWEALTH SHOE & LEATHER/CO 
Af Peed ; 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 








Pay ment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


FOVeRDeDeeesenetetonee 





“Recorder” rates for space less than one-eighth ITIONS WANTED—Four cents per word for each ingertion; 
page per issue: edvortisomonts, seven cents per word for each insertion. Minimum 
iS” Sem fuk inien Ome amount sconpied 41 33- ftnder le heading willbe reeves 

. a 
Seer .$5.00 *. 00 $3.50 $3.00 $2.50 care of this office, twelve words must be in each advertisement 
| ae ...-10.00 8.00 7.00 6.00 5.00 pe acme Pe eb a oe I 
err 12.00 as as an on thas and paid for accordingly. Answers to ads must be sent under letter 








SALESMEN WANTED 





SALESMEN WANTED 





SALESMEN WANTED 











|’ ee ey of men’s medium grade 
welt shoes an opening for a caj 
salesman. Only man with proven abilit; a 
All replies treated outa confidenti Address 
C100, care ng * and Shoe Recorder, 307 South 
Street, Boston, Mass. 


GALESMAN wanted on commission for Michigan 
and _— to carry a line of growing “se. 
misses’ and children’s welts and ep oy 
boys’, youths’ and little gents’ welts. ay be 
carried as a side line. References must accompany 








first letter, or application ey not be considered. 
Address C84, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 


ee nave bee peat i two uo enmerienend giteemaen, 
est an 


Southern —. lh a high-class line of rhine- 
stone, cut steel, beaded and metal! varieties of shoe 





ornaments commission, complete line of 
——. Apply—references first letter. Address P. 
0. x 496, vidence, 





iy ~—- —— y states—lIowa, Missouri, Tennessee, 

, Arkansas, Alabama, Georgia, New 
ied are ye for a real salesman who has an 
established trade, to carry a short line of Stitch- 
down Shoes made by a patent ..- - which 
absolutely eliminates the ri one < stitchdown 
shoes. A short line, 30 mein k proposition. 
Liberal commissions. Give fu!l references in first 
letter. Can be carried as a side line. Confidential. 
Address C90, care Boot and Shoe Recorder, 127 
Duane Street, New York, N. Y. 


WANTED A-1 side line salesmen and Women for 
fast selling Children’s Shoe Specialties. 
ial commission. Good territory open. Little 
ick Shoe Company, Chicago. 
ANTED—Salesman with established trade to 
carry as side line sixty sam les of high grade 
Gro Girls’, Misses’ and ildren’s machine 
sewed Territory open in Indiana, Western 
Ohio, Wisconsin, Virginia, West Virginia, Mary- 
land and ing states to south and west. 
—. C86, care and Shoe Recorder, 207 
South Street, Boston, Mass. 
Sen os medium ees line of ee 
Little Gents’, Youths’, Iso good 
line of work shoes; territory, adi diana, Illinois, 
er ny mg and Towa; good comm ission, straight or 
Mfg. Co., 











Ashland, Ohio. 


WANTED—Salesmen to carry Infants’ Soft Sole 
Shoes as side line. Shear, Sharping & Co., 
Towanda, Pa. 


REPRESENTATIVE on commission _ basis. 
Men’s fine welts. Misses’ and children’s welts 
and McKays. Boys’, youths’ and little gents’ Mc- 
i. All specialty lines. Address C68, care Boot 

Shoe Recorder, 207 South St., Boston, Mass. 


Vv to expand our business, we want sev- 

salesmen to carry, as a side line, our chil- 
oub tn den ete Territories: South, 
Middle West, New York and Pennsylvania. Ad- 
dress C71, care Boot and Shoe R ler, 207 South 
St., Boston, Mass. 


GALESMEN wanted for Western Massachusetts, 

Connecticut, New Jersey, Greater New York, 

Michigan and Indiana, to carry as side line misses’ 

ildren’s and growing girls’ welts and Mc- 

Kays on the feat commission. eference must ac- 

it letter or the application will not 

be considered. Address C76, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


eo rienced ore for Ohio and 
a portion of 

Rochester's leading factory line of JUV UVEN NILE 

TURNS, tastodiog infants’ “First Si 
established line, snappy styles at on 
commission and many open accounts on 
the territory. We want a live wire who is well 
——a in the territory or any portion of it 
who is not selling more than one other ‘ine. 
In letter of a 
H. H. Freeland 
ochester, N. Y. 
aaa wanted for North and South 
akota, Kansas, ae sane. Michi- 
gan, “—— Montana, Wy ‘tah and Colo- 
rado, to carry our =iidueee a seven boys’ 
a or school McKa pn Ca Ae 
nly men with established 


non-conflicting one. 
tendo need apply. When ve refi » 
also pe Fog 9 whose line is ene a 
6 per cent. Line ready ros Apply at 
The | Excelslor Shoe & Slipper Co., is. 
GALESMEN calling on wena tome iy nee to car "od 


line of ballet sli 
Co., 11 Fleet St., vorkl 

















tion state full particulars. 
anufacturer, Established 1896, 








averhill, hy 





ANTED—Salesmen with established shoe 
Geet & Wa gy two ey of men’s fine 

year its. stric ity proposition 
with shoes carried in wo A demand for them 
wherever om are sold. An opportunity to make 
real money. Give full account of e: ence when 
writing. Address C99, care cot and Shoe Recorder, 
207 South Street, Boston, Mass. 


LARGE Eastern jobbing and manufacturi 
house “a six hi class salesmen wi 
established trade for igh following territories: 
views, Iowa, Western Pennsylvania, Alabama 
and ere Louisiana and Indiana. Have 
also le West territory. Good opportu- 
nity for the right man. Address C94, care Boot and 
Shoe Recorder, 207 South Street, Boston, M 


ALESMAN WANTED to handle as Sa line 
the best shoe lace Moose on the market. State 
territory covered +. references. Liberal com- 
Address Perfection Lace Tip) Manu- 

facturing Co., 2257 Third Avenue, New York City. 


ALESMAN WANTED—One who has a fol- 











- and Mc boys’, youths’ 
ttle gents’ welts. id proposition 
for the right man. Ad Boot 


dress C83, care 
, 207 South Street, Boston, Mass. 


Wasa for several territories 
we never have been ited, to 

— = , line of infants’ and chil ¥ 

sizes Lat oe =: to the 

p~ tra Address (C77, 

care Boot and Shoe a "207 South St., 

Boston, Mass. 





he 








—— allows us to add several 

salesmen to our force. We manu- 
facture men’s medium and fine welts. 
No objection if handled with a good 
grade of ladies’ shoes. Only men with 
established territory considered. W 
ope plications strictly confiden 

mmission, 7 percent. Address on 
care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








An experienced salesman 
for jobbing trade by manu- 
facturer of high grade flex- 
ible and snappy McKays. ' 
Must live in Boston vicinity. | 
Excellent opportunity. Ad- 
dress C87, care Boot and 
Shoe Recorder, 207 South | 
Street, Boston, Mass. | 








Salesman Wanted 


To sell a short line of high grade turns to 
large department store trade. An ex- 
ceptional opportunity for a high class 
man. Address C92, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 








Wanted—First class shoe salesman 
capable of selling medium priced women’s 
welt shoes on large scale to jobbers middle 
west and other territory; excellent op- 
portunity for right man; commission and 
drawing. Address C96, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 








WANTED 

I for Great New York. One 
oe can SELL a line of men’s fine Good- 
year Welts, made in the Brockton District. 
= exceptional opening for a man who can 
fy. Give full account of eapapumnee 
= your first letter, and state number of 

and of busi in the 
territory. Address C98, care Boot and 
+ mae Recorder, 207 South Street, Boston, 
ass. 























SALESMEN’S 
CO-OPERATIVE PLAN 


The strongest line on the market of Chil- 
dren’s and Growing Girls’ Guaranteed 
Dress Welts and New Method Play Shoes 
are going direct to the retail trade. Nearly 
all territories are open. Must be high- 
o—— oe “on established —- 

lothing but real producer need apply. 
Liberal commission. ti 


+, short, composed. a 





C95, care Boot 
South St., Boston, Mass. 








Opportunity for Real Salesmen 


An Eastern manufacturer of men’s fine 
ss Welts has o in the follow- 


lew York, Vir- 
rack West Virginia, 





‘Tennessee, Kentucky, 
Wisconsin, Iowa, Nebraska, 


If RF, have 
MADE GOOD in any of these a can 
prove it, it will pay to in: 
It is a strictly lity position. "The 
line is short but com ive and every 
number is Chane one. An  —— = 
department maintained. In your t 
letter state fully your shoe experience, 
volume of business, and number of ac- 
counts you have in the territory in which 
you are interes pas... es Do not apply unles« 

u have a selling record and are Adres 
ior a | _pagonane connection 

~~ t-~ Shoe Recorder, 207 
South Str Street, Boston, Mass. 


Kansas, ~ gy eames 5 Texas. 
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HELP WANTED 





—_-* 





Salesman to sell case lots to chain and 
department stores. Line of flexible Mc- 
Kays direct from factory. Must have 
e tablished trade. Address C88, care Boot 
ard Shoe Recorder, 207 South Street, 


>»ston, Mass. 


WANTED—Supply t: Manager. A young, 

ve man with initiative, wadertanding 
functions of a supply dept. in a large shoe factory, 
can secure a anent position with an exception- 
ally a. uture. Experienced man only 
apply. Address C58, care Boot and Shoe Record- 
er, 207 South St., Boston, M ass. 


BUYER 


Competent buyer and merchandiser 
’s and children’s shoes; give all 











REAL OPPORTUNITY 
FOR BIG MEN 


1e of the largest manufacturers 
» high grade trade-marked men’s 
d-ess shoes in the East has open- 
gs for Shoe Salesmen of proven 
ility and experience in selling 
estern and Middle Western re- 
il trade. 
aly men with wide acquaint- 
ice and demonstrated ability 
n be _ considered. Address 
51 care Boot and Shoe Recorder, 
7 South St., Boston, Mass. 








( 
( 
2 
= 
WANTED 


Soe salesmen to sell “MOORE’S NEW 
- ETHOD SHOES,” a snappy, up-to-date 
line of ladies’ boots, oxfords and pumps. 
ao men with established trade need 
wrk SS a Address: 


Mos -» 1912 Pine St., 
. Lou o. 














POSITION WANTED 








Manager Wants 
Position 


Man with broad experience in shoe 
factory work. Knows office and 
manufacturing details, advertising, 
selling and management of in-stock 
departments. No bad habits. Best 
of references. Prefer location in 
Boston or vicinity, but would con- 
sider proposition elsewhere. Ad- 
dress C23, care Boot and Shoe 
Nas 207 South St., Boston, 
ass. 




















STORE MANAGERS WANTED— , 
Exceptional opportunity for am- 
bitious shoe men to become 
managers. We are constantly open- 
ing new stores in the New York 
Metropolitan District. 


We now have three new stores in 

Process. 

Appl letter, stating age, ex- 
om Sv and references—and 

whether married or single. 


BECK HAZZARD STORES, INC. 
326 Lafayette St. 
New York City 











information in first letter showing fitness 
for position, also detailed past experience, 
references, age and salary expected. 
SAUL WOLFSON DRY GOODS CO., 
San Antonio, Texas. 








STORE MANAGERS 


Exceptional opportunity for ambitious shoe 
men to become managers. We are constantly 
opening new stores in the New York Metro- 
Suse district. We now have three new stores 

Apply by letter, stating age, ex- 
peunaes Decsand references and whether married or 
om address “‘Shoes,”” Room 2502—110 West 

, New York City. 











Shoe Factory 
Superintendent 


A high grade executive of 
wide experience to operate 
factory in middle-west, pro- 
ducing women’s _ welts. 
Must be highly qualified. 
A big opportunity for a big 
man. Sell yourself to us 
in your first letter. All 
communications absolute- 
ly confidential. Address 
C91, care Boot and Shoe 
Recorder, 207 South Street, 
Boston. 








Boot and ShoeRecorder 


OFFICES IN 


BROCKTON OF OFFICE: 224 Moraine St., Geo. W. 
CHICAGO O 1b OFFICE: 1 js9 West Mac Medion St Tele- 
st. LOUIS OFFICE: "1627 Locust St. "B. C. 


NEW | YORK rorft CE: Room 102, Graham Bldg., 
27 Duane St. - Walter Scott, Manager. 


Telephone 959 
PHILADELPHIA OFFICE: 929 Chestnut St. H. 


Walter Scot 
HAVERHILL ‘SrricEe Chamber of Commerce 
ome. Ee a Se Saas Sip. Geo. 


Hill 
CINCINNAT OFFICE: 501 First National Bank 
ne on C. Bowen, Manager. Telephone 
ROCHESTER OFFICE: 609 Powers Bide. 

5 L. S$ Western New York 
i ‘elephone Stone 6314. 
LY! red A. Gannon. 
MILWAUKEE OFFICE: B.C. Bowen, Manager. 
Paris Office: 2 Rue des Italiens. L. Hubbard, 


M 

London ice: John C. Curtiss, Manager. Man- 
sion House Chambers, London, E. C. 

Australian Office: 430 Lit. Collins St., Melbourne. 
G. Jervis Manton, Manager. 

——_ Office: William Sa Salzman, Manager 


2, Vienna, A 
ARGENTINA: Buenos Aires, Rivadavia, 2721, 
P. Sabazzini, Gerente. 
BRAZIL: Gerente, Leon Pp Seaincen, Ruaido 
Alfandega 204, Rio de J: 
CHILE: , Las | my 1123-1127, Otto 


Fuhriman te. 
ome Mr. i. Gomes, P. O. Box 422, Havana, 


uba 
SPAIN: Gerente, Leoncio de oe, Btignel, Librero- 
Editor, 20 Fuencarral, Madrid 
MEXICO: Gerento, Carlos Elizondo, 4a Del 
ae 117 ~ D. F. 
—, Office: okohama, J. F. Wagen, 














FOR RENT 


ARGE connecting offices for rent suitable for 
Leather or Shoes on South § Street, corner of 
Essex; front office; i y with or 
without lease beginning ef = apply at once. 
Address C93, care wos and ecorder, 207 
South Street, Boston, Mass. 














FOR SALE 


FoR a store doing about $40,000 in 

live town of 11,000. Center of a rich tradi 

ca ee of 80, 000. Address C85, care > ro | 
hoe Recorder, 207 South Street, Boston, Mass. 








LINE WANTED 


EN’S Faber trunks for sale. Several trunks 

slightly used, in condition. If inter- 
sind. Ky as pham Bros. Co., 
t ass. 








PRESENT manager of a very high-grade special- 
ty shop would like a line for Southern New 
land about Oct. Ist. Address C79, care Boot 
Shoe Recorder, 207 South St., Boston, Mass. 








AGENCY WANTED 








AGENCY WANTED 


Two aggressive, energetic salesmen, 
thorough knowledge shoe business, large 
following New York City and adjacent ter- 
ritories, desire agency of one representative 
line of medium price, or several specialty 
lines. Preparing for early Fall Aer ered 
Address C. I. D., Room 307, 315 Fifth Ave., 





New York City. 





R SALE—One of the best choo stores In Erie, 

Pa.; cheap and long lease; stock about sixty 
thousand; best advertised makes. Apply Dia- 
mond Shoe Co., Pittsburgh, Pa. 


FOR SALE 


Shoe store and fixtures located on the 
main thoroughfare in Bridgeport, Conn., 
will invoice about $12,000 stock in Al 
condition. If i d, add Ss. H. 
Bufferd, 58 Main Street, Rensinatie. Conn. 























WANTED TO PURCHASE 








TO LEASE 


wa to lease the shoe department €: = 
established department store, wi 
trade. hee city of 12,000; a dandy proposition m4 
right parties. Good agriculture section: city one of 
the best in Towa. Store now y eafeyins mage wade 
and modern in every respec ddress , care 
Foot and Shoe Recorder, 307 "South Street, Boston, 
ass. 








CASH PAID 


for shoe stores or surplus stocks of shoes or 

for other merchandise. Leases taken over. 

= will send a representative to investigate 
and make offer upon request. 


Max Kalter Mercantile Co. 
591 Broadway New York City 
Phone Spring 5160-5161-5162 




















the right wearer, in the 
fe ay memes a The chi 
which depends the 





f the em 


progress of the en 


Member of the Associated Business Papers, Inc. Member of the 
Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


BOOT AND 


THE RECORDER CREED: Getting More Shoes 

t fitting, for the sight os 

of “The Boot and 

tire allied industries relating to shoes and 

Annual Subscription in the United States, $5.00! per copy, 25 cents. 
No Subscription Accepted for Less Than One Year 

Root Newspaper Ass'n. Member of Audit Bureau of Circulations 

Entered at the Post Office, Boston, Mass., as second-class matter 


Cable Address BOOTRECO 


eoniae $6.00. Foreign, $10.00 











INDEX TO “WHERE TO BUY ’”’ 








BOOTS AND SHOES 


Abbott Shoe Co., No. Reading, Mass. ....... 153 
Adams, Harry E., Haverhill, Mass 


Shoe Mfg. Co., Brooklyn, N. Y 

n, Goller, Lei paten. Lynn, = 
Allicd Shoe Co., Mass 
poo ‘Rubber Co. "Hudson, Mass 

Arnold, ys , No. nen, Mass. 
Atlantic Shoe &SI slipper a “a! 
te we yh Co., A 
Bacon-Rollins Co. 


, Lynn 
Baker, J. Ralph Shoe Co Co., Beblgsnaten, Mass. 
Barnett Shoe Co., Boston. ., 


, Bosto: 
. Co., Dansville, N 
0., Detroit, Mich . 
Brauer Bros. Shoe Co. 
Bresnahan: MacLaughlin Co., Lynn, Mass. . 
Brockton Shoe uty, Co., Brockton, Mass. . 
Brooks Shoe Mfg. Co., Philadelphia 
Brown Shoe Mfg. G.. = Be Louis, Mo. 
Burdett eaee Co., n, Mass.. 
Gann? u reby en Mass.. 6 
Carter, J. W., Co., Nashville, Tenn., and Chicago, 


Central Shoe Co., St. Louis, Mo 
Chenoweth, R. A., & Co., Boston 
Chesley & Ru Go Haverhill, Mass 
Charchill & Alden Co. (Campello), Brockton, 


4th Cover 
Civiien Shoe Co., Ward Hill, Mass 86 


Cla 
, James, Leather Co 
Cohen, Samuel, Boston 
Collins & Staples, Haverhill, Mass q 
Shoe and Leather Co., Boston 

i Shoe Co., Boston 180 

| Slipper Co., Haverhill, Mass. ioh 102 
06 








. Inc. 
oe Co., The 


Hennessey, Lynn, Mass. 
114,112 
112 


a3 a New York Ci 
ton y, New Yor NOP cc cccee 
Shoe Co. 


Keith, Preston B., . Brockton, Mass. 
, T. J. & Co., Lynn, Mass 
& Sherman Co., ey ae Mass. . 


La Crosse Boot & me Mfg. Co., La Crosse, 


Wis 
La France Shoe, Lyt 
Lippman — , New 


ass 18 
Marston & Tay » Danvers, Mass.. ... 193, 156 
Marion Shoe Co., Marion, 125 
McElroy-Sloan Shoe 
McElwain-Hutchinson & W 
Nettleton, A. E., Syracuse, N. 
a nderson Shoe Co., Rochester, 


Nose, sie Lynn, Mass 
Olenick, I., New Yok City 
Oriental Boudoir Co., Haverhill, Mass 
Ornsteen, M. T., Sh oe Co., Haverhill, Mass.. 
Outing Shoe Co., Bosto: 
Packurd, M. A., Co., ae Ma: 
Pedigo-Weber Shoe Co., St. Louis. 
Pennington-Crowell Shoe Co., Wieitccaee, 


N.H 
Pentucket Shoe Co., Haverhill, Mass. 
Peters Shoe Co., St. Louis, Mo.. . 
ery ae Corp., Haverhill, , Mass 
Plant Bros. Shoe Co., Manches' H 
Posner, Dr. A., Shoes, Inc., New Mook City.. 
Prenovitz, P. N., &Co., Boston 
Puritan Shoe Co., oo New York City. 
Reece Shoe Com 
Regal Shoe Co., 
Republic Felt mF Co, Philadelphia. . 
Rialto Shoe Co., tgun, Be 
Rice & Hutchins, Inc. 
Richards & eemeen? 
Riemer, A. H., Co., Milwaukee, 
R. K. L. ‘o., Grand Rapids, Mich." 
Roberts, Johnsen & Rand Shoe Co., St. Louis 








, Bosto' 

A ait Moccasin Co. Berlin, Wis. . 
Samuels Shoe Co., St. 
Sargent Co., D. D. , Salem, Mas. 
Schapiro Shoe Co. * ile ., Bosto: 
Scientific Shoe Co., Inc., Brooklyn, N.Y. 
Smith, R. P. , & Sons Co., Chicago 
W: - Sumner 


me... o fede Oe, Inc., Brockton, Mass 192 
Thompson 7 sg Shoe Co., reeves Mass.131, ae 
Timson Bros. 152 


Wocent Whine Ge Syracuse, N.Y..... 
Weyenberg Shoe Mfg. €o., Milwaukee, Wie 
t ver 





bins co, ” Haverhill, Mace 
Want Shoe Co. David P. St. Louis, Mo.. 
Wright & Co., E. T. .M 


100 

. 73, 74, 75 

7 
LEATHER AND OTHER MATERIALS 


Agoos, L., a%.5 I ao. Easton 
scatneeeet ‘th ther Companies, Inc., * Wil- 
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Kepner, C. D., Leather Co., I 
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Levor, G. &Co., Inc. coat N. : oe 
New Castle hander ie, = New York 
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FINDINGS AND SHOE STORE SUPPLIES 


Sinesnee, Dy O , & Co. Go. Chicago 
Bbreetiy tig tack eee 
Deleymple Pub 2 Or eT Naa 
aw Ae Scrim Sales Co., New York 


Ti ie 
Elastic Eieaet Co. ny Bon New York City..... 
Facies Gennes ) ee 


Co., Brookl lyn, N 
Greilich nd as — ‘New York Cit 16 
Laing, lin Co., Phi ladelphia 
Monroe Caloulating Machine Co., New York 


City 
ama E., & Bros., Ashland, Ohio 
er ne Fabric Co., Reading, Pa. 

ational Register 0. ayton, O. 
Onken, Oscar, Co., Cincinnati, Se 
Plymouth Rubber Co., Canton, Mass. 
Reynolds, Wm., Jr., Inc., Providence, R. I.. 
Taylor, Frank P., Bos ton 
Tweedie Boot T: 
Vanit Noseliy orks, The, Brook 
an ncher:F Frank Wi 5, Co. Boston 
Wi 





MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


. Co., Inc., New York ae 
Jreaton, FS 


iw. 
National Shoe Mf 
North & Judd he, Co Now pried Co 

rh red Feast e Co., Boston... 

United Shue Machinery Corp. Bos 
Whittemore Bros. Corp., Bos’ 
MISCELLANEOUS 

Atlantic Prin Co., Boston..... eee 
Bates- a ery ; Boston 





» Boston 
Kalter Merc. Co., Max., New York City. . 
Now a Shoe Style Show, Boston 
ew 


ork 
bn So York City 
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Better Class White Low Cuts 
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FIT! 


Why experiment with doubtful | 
fitters? 


Fitting qualities are to a line 
of shoes as integrity is to a 
business house. Without them 
neither can be enduring. 





An unquestioned reputation 
in fitting qualities gives Walk- 
Croft dealers a comfortable 
sense of security in this funda- 
mental element of shoe mer- 
chandising. 











We guarantee the fit of our 


—y 





shoes! 


racrony BANCROFT WALKER COMPANY -sroxorrce 


13 WORMWOOD ST. 
RICE BUILDING 


bi eae MAKERS OF SMART SHOES FOR WOMEN 


“‘Walk-Croft” prices and styles are especially interesting to large dealers and department store buyers. ‘Sold unbranded if desired. 














“Voue 


‘The Leather 
for Fine Shoes 


“Yes, Madam, these shoes are made of 


Vode Kid.” 


The salesman needs to say nothing more regarding the leather. 
His customer immediately remembers the pictures she has 
seen in her favorite magazines—pictures of beautiful women 
wearing shoes of Vode Kid. And now when she sees that this 
leather actually lives up to its description, she says at once, 
“Tl take that pair.” 

Merchants who are now selling shoes made of Vode Kid and 
those who wish to—would do well to write us regarding our 
Dealers’ Service. 


Stanparp Kip Manuracturinc Co., Boston, Mass. 


Branches in New York, Philadelphia, Rochester, Cincinnati 
Chicago, St. Louis, and Montreal 
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Pf QUALITY WITHOUT QUALIFICATION 


Men’s Welts 


= 
































DO YOU BUY JUST SHOES 
OR SHOES PLUS A SQUARE DEAL? 


if would be funny if it wasn’t pitiful to watch how certain 








Brown Novilla Kid.. $7.40 
Wime Calf.,........ 6.50 
Black Novilla Kid.. 7.20 
Mahogany Calf..... 6.85 
Black Surpass Kid.. 7.00 


business men act if a cloud: happens to obscure for a short 
time the peaceful horizon of their business outlook. 


Some start in a frenzied hurry to liquidate everything from 


eT eT eM en ee TTT eMeniiiiilieniiiiiiinen iin 


their stock in business to their wives’ fur coats, in a desperate 
attempt to beat the other fellow into the cyclone cellar. Some “peo a Calf. ... er 
Se ae : : tus Calf. 
; nd ne peasy for buisinoen ll ects sees ° 
sit tight, take a few sane precautions, and are ready for business Waukegan Calf... 6.35 


when the sun comes out, and the other fellow is busy crowding 
his way up from his subterranean domicile. 


There were a great many merchants who ordered Pennington 
shoes Jast Spring. The big majority of these merchants belong 
to the “sane” class who knew that back of every pair of Pen- 
nington Quality welts for Men went a square deal from the 





factory. If there were any price reductions, these merchants 

knew that they would get them (and they did). ; my Be a Feng 

The result of this has been that the Pennington-Crowell factory reeeit, ant 6 

has never known a day’s shut-down. Every member of our Brown Pony Kid... 6.30 

organization is working his or her hardest to see that delivery Mahogany......... 5.60 

dates are faithfully fulfilled—for we know perhaps better than Black Pony Kid.... 5.75 
Mahogany......... 5.20 


the local merchant that in the Fall there will be two classes of 
shoe dealers—(1) Those that have shoes to sell. (2) Those Gun Metal......... 5.20 


that haven't. 














Pennington-Crowell Shoe Co. 


Specialty Manufacturers of Men’s Fine Welts 
MANCHESTER se 38 NEW HAMPSHIRE 


eH TTT eth 
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What Mrs. Jones Thinks 
About Shoes 


i) goimaetieg is an up-to-date Some shoe merchants will offer the 


woman who thinks a lot usual standard assortment of black 


about clothes and looks it and brown shoes and will complain 
; bitterly about the vagaries of a wo- 


Toward the end of next Winter, man’s mind because she declines to 
she is going to plan her Spring _ buy. 

wardrobe with every intention of — When will merchants learn that a wo- 
being the most smartly dressed man always knows what she wants— 
woman in her neighborhood. and gets it. 

But the other kind of store—the 
style store whose management studies 
style tendencies as closely as any 













She lives in your city —a great 
many of her. 








Now she already is pretty well con- Fifth Avenue modiste — will be pre- 
vinced that the sensible idea in shoes pared to satisfy this taste of its best 
is color harmony—a color that blends customers. 

ith tume. Sh i 
with her comm . That store will do a splendid business. It 








that color harmony makes her feet will earn the reputation of understanding 
look smaller and prettier and gives the desires of well groomed women, will 
to shoes an artistic value essential to extend its clientele and good will. 





erfect gowning. 
P 8 g We want every “Style Store”’ 


in the United States to know 
that our concern is squarely 
back of this color harmony 
idea and that we will co- 
operate to the limit to help 
any store put the idea across 
in a big way. Shoe manu- 
facturers are with us. Style 
publications will get in line. 
Costume makers insist on it. 
Color harmony is the dom- 
inant selling idea of 1921. 





She knows that Europe 
has already adopted this 
idea. Her style author- 
ities are telling her about 
it. 








Get this straight —the 
women who set the styles 
in your city are going to 
wear colored kid shoes 
next Spring. 
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Amalgamated Leather Companies, Inc. 


FORMERLY F. BLUMENTHAL & CO. 


Del. 





Wilmington 
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The Demand for Lower Priced Shoes 


CAN BE MET 


without loss of efficiency, and in the simplest, most logical manner imaginable. 


Light Leather and Heavy Linings 


One of the largest and most successful shoe manufacturers in the country has told us 
that it had long been his policy to use light leather and heavy linings. 

Why not? Above the sole the leather in a shoe really gets very little wear. 

On the outside it is cared for particularly by the wearer in order to preserve its 
appearance. 

On the inside the lining takes up all the wear. Cotton is less elastic than leather. Use 
a sufficiently heavy lining constructed so as to eliminate undue bias stretch- 
ing and there is no need for the heaviest leathers. , 


The foot cannot stretch the leather any more than the lining will stretch. 


Cotton Is Cheaper Than Leathér 





DOUBIETWILL 


Pa e)cam a, Il, fe 


W. H.HOLBROOK 207 SOUTH ST 
COMPANY BOSTON.MASS. 











is designed to meet just the requirements suggested above. 


Ordinary twills of any weight have about 30 per cent more bias stretch one way than 
the other. 


This is wholly independent of strength, and is due to construction. Of course they grow 
flabby and cannot relieve the leather of stretching strain. 


“Doubletwill” is so constructed that the bias stretch is exactly equal each way. 


This feature, combined with weight and strength and wear-resisting qualities, supply 
all the features which are absolutely essential to a successful application of the 
principle of lighter leathers and heavier linings. 


In addition to all this it is unquestionably an unusually handsome lining which will add 
greatly to the attractive appearance of a shoe. 


Aren’t these real reasons for using “Doubletwill’’? 
Isn't this a practical suggestion in response to the demand for Lower Priced Shoes? 

















(ox SA. peop spoon pane hune punoune une juss hums june jaw © opme 


WU LA OM 


THAT TT 






















TTT 


Jem < Ym «fam o Ju « jaame 2 ems « pm «nae o pram» bate © fe s jes » iam o Joe «a pum o Jaw 5 jem o paw < 






LUAU 


oem « ba o pm om o > © em pum « jum» um 


INTUTE 


ee 


ad 


UNNI T 


—— 
















y 





mye catoanfcanjoantoand one can cant ceed can] oaend o'and canoer 











July 24, 1920 BOOT AND SHOE RECORDER 

















Lr rr Us ge ge ge ~~ rH Canam 








Wy A He A TT 
i eiliid mitts ele = 


Itt 
ty » METTILLeeet LL Le tf tlh 











rs 


UTC : NG 





























a 
vanaf 








stithinceaattt 


Style 
B03450 


eseue ais Uesseutgiegi 
Hove UM tasetl 


Devesl tlie 





IN 
STOCK 


= 


vag 

















Woman’s Koko Brown Russia Calf Welt Boot, 
Arlington last, 8}4-inch height, three-quarter fox, 
lace, imitation tip, perforated vamp and lace stay, 
1 7-8 inch Cuban heel. 
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This boot—smart, well-made and of excellent 
materials—is representative of the style of foot- 
wear which will be popular for Fall and Winter. 


UTZ & DUNN CO. 


ROCHESTER « NEW YORK 


BRANCH OFFICES 


_—— New York City Los Angeles 
218 Charles Bldg. Terminal Sales Bldg. 718 Story ae. 
< Urr 130 West 42d St. G. C. McAT: 
a Sees 8. A. McOMBER 


=u 


—— 
tasstl 
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GALLUN © 
QUALITY 














Four Staunch Leathers for 1920 





AZTEC 
CALF 


Aa CALF is recognized the 
world over as the standard of 
excellence for Spring and Summer shoes 
for men, women and children. Pliable 
and strong, this leather is pleasing to 
the eye and comfortable on the feet. 
Aztec Calf will be offered in the coming 
season’s fashionable shades. 





MANDARIN 
SIDES 


CHROME tanned side leather 

made in glazed and boarded finish 
and offered in two colors. Mandarin 
Sides are strikingly attractive and of 
the highest integrity. They are de- 
signed to meet the call for fine shoes 
that can be sold at prices demanded by 
the great majority. 








NORWEGIAN 
VEALS 


y= of Gallun’s specialty leathers— 
a heavy, rugged, high - grade 
leather that is the first choice of high- 
grade manufacturers for the popular 
brogue shoe. Norwegian Veals are 
suitable for both men’s and women’s 
shoes and are produced in two colors 


and black. 





VIKING 
CALF 


A STRONG grained mellow calfskin 
that is moisture-repellent. This 
leather does not peel or chip and is 
especially adapted for a high-grade shoe. 
Viking Calf is favorably known and 
universally used by discriminating shoe 
manufacturers. It takes a brilliant 
polish and is offered for the coming 
season in five colors and black. 

















H. A. ELY, Manager, 








A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, Inc. 


11 EAST ST., BOSTON, MASS. 
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THE VAL DUTTENHOFER SONS CO. 
CINCINNATI, OHIO 
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FOR FALL 


SATIN IS SUPREME 











From authoritative sources comes 
the announcement that Satin reigns 
supreme in Novelty Creations for 


Fall. 


Einstein Satins of different textures 
are produced by expert weavers un- 
der the personal guidance of our 
company executives, who are con- 
stantly well-informed on _ ever- 
changing footwear styles and vary- 
ing demands for materials. 


9 Spruce St., New York 








J. EINSTEIN, Inc. 
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We have in stock right now for 
immediate shipment a large run 
of sizes, both low and high shoes. 


The transportation of merchan- 


Nh 


dise will be very uncertain, to 


say the least, the coming fall. 


ye 
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The merchant who can antici- 


Vi 


pate his needs for early fall 
will be able to get early delivery 


on stock shoes. Gallun’s No. 4 Norwegian Grain Brogue 
Blucher. Thompson's Brogue Last. Perforated 
Wing Tip and Heel Foxing. In Stock August 1. 


S70 


Our Stock Style Catalogue Will Interest You 


HOMPSON BROS..SHOE fo 
MEN’S FINE SHOEMAKERS : 
BROCKTON 


NEW YORK BOSTON CHICAGO 
930 Marbridge Buiiding 207 Essex Street 35 Dearborn Street 
Address all communications to Brockion (Campello), Mass. 
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EVE CLOIH 


THE IDEAL 
WHITE SHOE CLOTH 


as 


HITE costumes and white footwear are as 

much a part of summer as the warm sunshine 
and balmy breezes. They symbolize the very spirit 
of summertime. And behind it all there’s a logical, 
horse-sense reason for their popularity — science has 
proved that white costumes are coolest. 


‘Eve Cloth’’ is the queen of summer shoe ma- 
terials. Its fine texture, beautiful snow-white finish 
and subdued lustre make it the ideal white shoe 
fabric. No line of summer footwear is complete 
without “Eve Cloth.”’ 


FARNSWORTH-HOYT COMPANY 
BOSTON 
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THE SOLE THAT HAS MADE WHITE SHOES STAPLE 









































VAUGHAN’S IVORY 


AUGHAN'S IVORY SOLE 
LEATHER is genuine. Be- 
ing white clear through— 
with its own natural edge 
—neither paint nor spray is 
necessary in finishing, and it 
stands up under actual use. 
Nothing is more annoying for the wearer of 
the better class of white footwear than to 
find the edges of the soles or heels cracking 
or peeling. This always happens when 
least expected. 
Insist upon Ivory Soles and Heels when 
ordering white shoes. Your customers will 
quickly voice their appreciation. And 
what you will agree is also very important, 
VAUGHAN'S IVORY— 


Costs No More Than Other Good Sole 
Leather. 


GEORGE C. VAUGHAN 


TANNERIES AT PEABODY, MASS. 
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Here’s an all leather Goodyear Welt that 
you can sell around $10.00 and make 
money. 


You’ll make money in three ways: On a good margin 
of profit—on a big volume of business which is the 
inevitable result of having something truly exception- 


al to offer the men—on quick turnovers effected through concen- 
trated sales effort on one shoe in one last at one price. 


The DONLEY will give you a tight grip on the 


bulk of the men’s shoe trade in your locality. 

It isa shoe which gains instant favor. Extremely and justly 

popular wherever sold—equally so with both workers and 
business men. 


Wa DINE FY vo A Sample Dozen Will Convince You 


| Shi a)s —Order Today 
ALL LEATHE ER | 


KENOSHA. WISCONSIN. U.S.A. 





* 


W. E. DONLEY SHO 





i 
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The aristocratic 
shoe at the 
democratic 
price 


All Leather 7 5 9) 
Goodyear Welt ° Sizes 5 to 11 


Mahogany Bal. Less Discount AA to D Widths 


¥E CO., Kenosha, Wis. 
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No. 941—Gun Metal Bal, Goodye 
Welt, Dull Top. . ¥ cates 
Boys’—C, D, E,24%-5%........ 4.00 
Youths’—C, D, E, 1-2.......... 3:50 
Little Gents’—D, E, 10-1314 y 


YOUR DOL- 
LAR’S WORTH.--- 


CONSIDER VALUES 


Kreider Shoes are not only exceptionally good for general wear but have 
long etijoyed a reputation as the 


Best Shoes for Boys, 
Girls and the Babies 


They are very serviceable, good looking and economical. They are great 
shoes for active feet; shoes that wear like iron. The best grade of materials 
plus highly skilled workmanship results in shoes reasonably priced and 
serviceable. 

Every Kreider house carries complete stocks to attend to your “at once” 
needs. Our new catalog will assist you in making selections. 


EE” HeAS WLS 
OF FACTORIES A\\ r 
P Exclusive Makers of Best Shoes for Boys, 
Annville Palmyra Girls and Babies 
Lebanon No. 1 DISTRIBUTING HOUSES 
New York, 123 Duane St. 


Lebanon No. 2 Philadelphia, 51 North Third St. 
° 5 Boston, 110 Summer St. 
Middletown Elizabethtown Pittsburgh, 923 Penn Ave. 
: Chicago, 312 W. Monroe St. 
Pennsylvania St. Louis, 1408 Washington Ave. 
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lainly stamped with their guaranteed weight 
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SS wholesaler and retailer 


SHOE LININGS 
HARD TO BEAT 


Ka//man- 





SHOE LININGS 





GIVE you uniform qual- 
ity in your production. 








GIVE shoes greater wear 
and longer life. 


GIVE assurance that in- 
feriority will not creep 
into your production. 


ulius Kallman Company 


Boston Cincinnaty 











SAMPLES GLADLY 
FORWARDED 
on REQUEST 


| 
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Linings kept mellow by careful wrappings 
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of research to pro- 
duce a lining that would 
uphold the reputation of 
discriminating shoe manu- 
facturers has resulted in 


DE LUXE LINING 
Made for the very finest shoes 
White and Natural (Ecru) Samples on Request 


alias Kallman Company 


Boston Cincinnati 
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A fast-selling shoe, in a wide market, unlimited by class or 
season, “Big Nine” means big business for somebody. 


If you’re a dealer who looks ahead and knows what his custo- 
mers want, you'll be on hand with the goods when the first one 


asks for “Big Nines”. And get there first. 


And Big Nine production, even speeding up to its best, is not 
going to cover the “eleventh hour” order. 


Converse Rubber Shoe Co., 


Factory: Malden, Mass. 


Service Branches 
New York—142 Duane St. Chicago—618-626 W. Jackson Blvd. 
Philadelphia—20 N. Third St. 
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WHETHER 


for shoes for—dress—outing - or every day 
wear—there are CASKO FABRICS to 


meet every such requirement. 


CASKO FABRICS—silk—satin—worsted and cot- 
ton—have a long record for satisfactory service. As 
a guarantee for continued perfect performance our 
record is invaluable to manufacturers who look beyond 
the mere selling of their lines to the retail trade. 


We will gladly match any shade of leather to our 
fabrics. Send us a sample to-day—so that we 
may demonstrate the CASKO way of filling your 


requirements. 


CASKO FABRICS CORPORATION 


Manufacturers and Distributors 
PHILADELPHIA, U'S:A: 
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ATLAS KID APOLLO KID 
ACHILLES KID 


ALL POPULAR UP-TO-THE MINUTE SHADES 


WE ARE THE LARGEST MANUFACTURERS OF SEMI 
CHROME LEATHER IN THE WORL 
VIGORY BOARDED KIPS 


EBONY CAGRETTAS 
AGENTS IN ALL 
PARTS OF THE WORLD 


CAPITAL, and SURPLUS 
OVER °1,000,000 
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White Leather. 
Select a White Leather 
That's Right. 
Specify The Whitest White~LEVORS. 


G. LEVOR & CO,, Inc. 


TANNERS OF CABRETTAS 
NEW YORK CLOVERSVILLE, N.Y. 


BOSTON MILWAUKEE ST. LOUIS 
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Kelly Inc 


ROCHESTER NY. 


New York City Roem 105 Graham Bidg 
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POLAR KLOTH 


= OTHING has been left un- 
| ae ay Ss done to make and maintain 
POLAR-KLOTH the finest shoe 
cloth that it is possible to produce. 
Distinguished for its Fine Face and 
Even Weave, which give it an in- 
dividual character that is reflected 


in the shoe. 

Thomas, Lake & Whiton, Inc. 
147 Lincoln Street 

Boston, Mass., U. S. A. 
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The Home of 


MARY JANES 











HE above sign is going up on the roof of our factory, 
It puts us on record as being, so far as we know, 





The Largest Exclusive Makers of 


Mary Jane Pumps in the World 
Making 


More Mary Janes Still Better Mary Janes 
At Lower Prices Than Ever 


RETAILERS 





WHOLESALE RS 











Don’t oblige us to say 
“Sold Up” to you. If 
you order now, we can 
surely take care of your 
wants. 


If your wholesaler does 


not carry our MARY 


JANES, ask us for the “fi 


name of the nearest one 
who does. 


Lyons and Hershenson, Inc. 
Factory: Chelsea, Mass. 


Boston Office 


207 Essex Street 
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LuUcIUS BEEBE & SONS 


129 SOUTH ST. 


BOSTON, MASS. 


VICI 
KID 


BLACK AND COLORED 
SHEEPSKINS 





CHROME SOLE 
FINDINGS 
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j MANUFACTURERS OF 3 

l RUSSIA CALF : 

H BOARDED AND SMOOTH x 

: BLACK AND COLORED SIDES 

} CALF LININGS 

H MAT CALF 

: METAL CALF 
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CALF 


Color 32 


Medium Brown 
(Smooth) 


Color 33 


Tony Red 
(Smooth) 


Tony Red 


(Boarded) 


This new medium brown shade is 
having a steadily increasing call 
from makers of the highest grade 
shoes. It is accepted as the new 
brown shade, and should be sampled 
in order to be appreciated. 


Nothing could be more remarkable 
than the continued demand for this 
famous color originated by us. De- 
spite predictions to the contrary, 
we are still having large and steady 
orders for Tony. 


Practically all our business on board- 
ed leather is on the Tony Red color. 
Nothing seems to please our trade 


so well for a boarded stock. 


CRESCO 


The old reliable. 


winter shoes. 


Year by year we make more of it for 
It seems an accepted trade fact that 
CRESCO is the only waterproof leather that takes a polish. 


CREESE &©KCOOK CO 
qenuctionsy 


> CREATORS OF NEW CALF LEATHERS 
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\ 


TANNERIES SALES ROOMS 
DANVERSPORT 95 SOUTH ST. BOSTON 
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* Harrisburg J 
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‘Our aim is to make fair returns to 
workers and fair buying prices to con- 
sumers.’’ 


In other words, every single worker in 
our organization knows that we pay a 
just wage for work well done; that we 
sell to the merchant at a price which 
will insure him a just profit; that the 
consumer may buy our footwear which 
satisfies at a just price. 


& & Td 








One thing especially we never lose 
sight of and this is, ‘“‘workers are the 
biggest consumers!’’ And inasmuch 
as the consumers are the ones who con- 
trol the prices, the workers must be 
just to themselves, or they cannot ob- 
tain satisfaction. 


m* mH aH 


The trade-mark at the top of this page 
is a symbol for just dealing to the 
worker, the merchant and the cus- 


tomer. 
a a om 








That is why our organization is work- 
ing and thinking with us; and we are 
working and thinking with our or- 
ganization. 

















Che Harrisburg Shoe Mig. Cs. 


of Harrisburg, Pa. 
WOMEN'S SHOES MISSZS SHOES CHILDRENS SHOES 
OF VALUE 
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SIDE AND VEAL 
UPPER LEATHERS 


By specifying Monarch Upper 
Leathers you are assured the 
right combination of STYLE, 
PLUS QUALITY. 


Consumers of shoes demand 
quality along with style for the 
prices they are paying today. 


MONARCH LEATHER CO. 
CHICAGO NEW YORK 
BOSTON 
U. S. A. 
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STYLE VALUES 
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McKAYS 






















The merchant who features M-C McKays knows that he is 
selling footwear which combines most effectively the two 






essentials style and value. 










Priced reasonably, the M-C line must appeal to feminine 
buyers who judge shoes by personal usage. 







Once particular women realize that your merchandising ad- 





vice is sound, the increase in your M-C trade will grow most 






satisfactorily. 












































MITCHELL-CAUNT CO. 


Factories - Lynn, Mass. - Boston Office, 72 Lincoln St. 
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HAT fine woolens are to 
good clothing NAVO- 
NOD CALF is to good shoes. 


So just as good clothing is judged 
largely by fabric your shoes can 
be judged if they are made of 
NAVONOD CALF. 


“NAVONOD CALF 
is the outward evidence of 
quality within.” 
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Mr. Dealer:- 


Here’s 
Something 
To Think 


Normal Foot Ist Degree Flatfoot 2nd Degree Flatfoot 3rd Degree Flatfoot About ! 


Do You Render Nature Tread Service 
Or Are You Still Selling Arch Supports? 


The medical profession agree Nature tread pads correct foot weaknesses 
that there is only one way to by shifting the body’s weight to the natural 
correct weak arches and that treading surface heel, outer border and ball, 
is by restoring weight bearing making it impossible for the arch to carry even 
where weight bearing naturally the slightest weight. 
belongs. In walking or standing 
only one-half of the normal in- OUR TESTIMONY 
step width (as shown in the “The underlying principles in the satisfactor 
normal print) should carry treatment of all common static defects of the 
weight. The arch must be free feet is that of restoring weight bearing to those 
at all times parts of the feet to which weight bearing nat- 

" urally yey oes opher forme rd ey a y 

The arch is the most sensitive support or palliate.”’ (Maj. Edw. A. Rich, M.D. 

part of the foot and was not MC.U.S.A. Supervising Orthopedic Surgeon.) 


designed to carry weight. 











“Some people get temporary relief by wearing 
arch supports. Arch supports in time do more harm 
than good’’. Dr. W. i% Evans, Health Ed. The 
Chicago Tribune. 

This imprint of _ the 
normal left Foot” inde. ou ‘He said he ‘would put a pad on the inside of 
pe nd rte * ~ ake y' the heel and shoe proper so as to make the weight 
~— the "s weight, yt alk roll to the outside of the foot’, asked his opin- 
this surface is to Ww ion of aa , he gave a strong adverse 
(> F ops Pl giae opinion.”—Dr. W. A. Evans, The Chicago Tribune, 
, quoting a noted British Surgeon. 


“The Nature Tread Pad is O.K.” C. H. Ewing, 
M. D., Pres. Kansas State Board of Health. 


Every Orthopedic Surgeon endorses the Nature 
Tread principles. None will approve of arch 
supports. 











Some of the largest shoe stores in the country 
have tried out Nature Tread Pads and are now 
disposing of large quantities and recommendin 
them as the latest and only scientific method o 
providing foot comfort. No adjustments, no bother. 


Naturally Write for complete facts! Progressive dealers 


ib j will find our fund of foot knowledge an education 
Ss Nor an Arch Support edlt qauth kevin: 











NATURE TREAD MFG. CO. 606 Tacoma Bldg., Chicago, Il. 





RO AONE bn te irasia ip ateannn ? axeiiniee a : 
soe 3 CIA Rates amgaeaN sy, 











ESM SE EBT anaes = 22 





34 BOOT AND SHOE RECORDER July 24, 1920 



















ZA ee 2 — 2 2 2 2 2 DT HY YT SS oh AZ 1) 
——J ——— i — i — i 2 3) fe SS SS 
( Gs 8 SSS SOS SSS SSF )})) (« }SEF=£2B8=—_ZZEBSS SS OSwOOSSZESSSS mas 


_ THE ; 
FIRST NATIONAL BANK 
OF BOSTON 






































Capital, Surplus and Profits $ 37,500,000 
Deposits a - 4 185,000,000 
Resources - . / 265,000,000 





















Make It Your New England Correspondent 
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Our Boudoirs, Strap Sandals and Mary Janes 


BOUDOIRS MARY 
LOW HEEL JANES 


7-8 HEEL 











Are always the best sell- 
ers and priced right. In 
stock for immediate ship- 
ment. 


2% TEN DAYS 
NET 30 DAYS 












Black $1.60 
1.75 Send Us Your Orders 
an =s—:*1:.85 






ALSO 2-STRAP 
ONE STRAP oo, 
SANDALS 
SANDAL 9.8 HEEL 








7-8 HEEL 


High . Low Heel 


2.35 


CONSOLIDATED SLIPPER CO. : - HAVERHILL, MASS. 
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Coats of arms—granted in days of chivalry in 
recognition of especial merit and worth—are to- 
day proudly preserved by descendants bearing the 


honored names. 


The New Castle Coat-of-Arms—our trade mark 
—is a strictly modern coat of arms, designating 
a line of glazed kid of unexcelled excellence. It 
is recognized wherever good shoes are made as 
marking a stock offering the utmost in finish, serv- 
ice and value. 


Black, White and Colors 


New Castle Leather Company, Inc. 
NEW YORK 


BOSTON MONTREAL, CANADA CHICAGO 
and the Principal Leather and Shoe Centres Everywhere 
Factory: Wilmington, Del. 
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Of all the elements of shoe quality—of appearance, 
service, comfort and all-around satisfaction— 
none are more important than the selection of 
hides and the tanning of the leathers. 


The human element is the big factor in the pro- 
duction of leathers of surpassing merit—the sort 
of leathers on which, in upbuilding good will for 
your store, you safely may place dependence. 


The innumerable fine points of fine leather mak- 
ing cannot quickly be learned. Three generations 
have contributed to the knowledge, the research 
and the ability on which is founded P & V 


Supremacy. 


Pfister & Vogel Leather Co. 


Milwaukee, U. S. A. 
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TRADE MARK 











Tan Vici Pony, Tip, Lace, Lenox Last, McKay 
7800 1114 to 2. .$4.25  * doo .$3.75 
7802 5 to 8. . $3.25 
Tan Side, Pony Cut, Tip, Lace, Leriox, McKay 
7815 1114 to 2. .$3.85 te to 11 $3.40 
7817 5 to 8. . $2.90 
Pat. Vamp, Dull Top, Button, Peggy na by 
7504 3 to 8... . . $2.50 7505 1 to 5... . .$2.15 


Genuine Fat Baby, Vici Pat. Tip, ee Turn 
7127 2 to 5 No Heel. . $2.2 


Children’s Turns on Our Popular 
Peggy Last ; ie 
Patent Chrome, Dull Top, Plain Toe. 
No. 7504, 3 to 8, Wedge Heel 
No. (e008, 1 to€, No Peed. = 24... 5... Se 2. 15 


























Regrets Won’t Get You Any Business 


Next Fall, when your customers begin to demand shoes and you have no 
new styles to give them, rest assured you will lose more business in a short 
while than you can ever hope to build up again in a long, long time! 


Buyers will not be in the market for excuses. When they come into your 
store they will expect to obtain fresh new stock, and unless you show 
them what they want, they will simply pass you by and go eslewhere to 
buy. 


The 3W’s Lenox line always has and always will sell. Once worn it is 
always in demand. This dull period just now means nothing next Fall. 
Folks returning from vacations will make an active shoe market right 
after Labor Day, and it is the part of wisdom to prepare for this business 
—NOW. Today is when shoes are worn—there is no tomorrow. So 
why wait for what will never come? 


Weimer, Wright & Watkin Co. 


Manufacturers 


STOCK DEPARTMENT 


Philadelphia, Pa New York 
35 South Second St. Bush Terminal Sales Building, 42nd and Broadway 
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A BROADSIDE FROM 
Colored GUN METAL Sides 


Today’s swing toward lower-priced footwear is bringing the quality side 
leather—GUN METAL SIDES—more and more into the limelight. 


This leather unquestionably represents topmost value in the grade. It has a 
finish and feel all its own, and in service will give a quality and quantity of 
wear that satisfies even the most exacting purchaser. 


This is the side leather to which you can safely pin your faith, Mr. Dealer. 
Specify and insist upon the genuine—A. C. LAWRENCE’S Gun Metal Sides. 


We emphasize the firm name, for while we are the only ones having the right 
to the use of the trade name, GUN METAL, still it has come to be commonly 
used in describing leather of the kind. This in itself is a genuine tribute to 
the value of the REAL GUN METAL leathers, for no one would borrow the 


name of an inferior article. 








Lawrence Leathers are Reliable Leathers 








A. C. Lawrence Leather Co. 


161 South Street, Boston 


NEW YORK CHICAGO ROCHESTER 
ST. LOUIS CINCINNATI GLOVERSVILLE 











July 24, 1920 BOOT AND SHOE RECORDER 


MARARAR 


= 





(RARAD 


gy 
ays 
S97 


TSrrect Dodg e 


FOR ALL OCCASIONS 


IN STOCK 


RARAR 


ar 


RAR 


(RARARARAR 


Stock No. X331 
134 inch Baby Louis Heel 
Price $5.50 
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Stock No. X340 
1% inch Baby Louis Heel 
Price $6.00 
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Styled for Double Duty 


HIS smart looking 2-strap has the 
advantage of being able to be 
changed into a Grecian Sandal by 

fitting a centre strap as in the accom- 
panying illustration. 


RARARG 


BA 


IRARARG 


WesyenNa 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 
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i ; “EVERY SHOE A BUSINESS BUILDER’’ 
AND 
=68 | 
E have established an In- 
Stock department featur- 
ing,.our best sellers in 
Turns of Quality. 
Retailers who cater to better-class 
trade will find this new stock serv- 
ice a short cut to bigger business. 
Present line is an unusually fine 
combination .of real shoemaking, 
up-to-the-minute style and qual- “a 
ity leather. It makes a real appeal ae OP Se, Bewaeds 66e- 
to worth while trade. inpen — White American Cloth. 
2 





No. 100—Black Patent y+ Tie, 34-inch Vamp, 
oe Louis Heels. Sizes AA, 34 to 8; A, 3 to 8; 


The “H. & E.” Laska Pump. Three weeks’ deliv- B, 2% to 8; C, 3 to 7. 
eries. Dull Lunar Kid, Patent, American Cloth, 
Black Satin, Suede. 2% to 8. AA to C. No. 101—Dull Lunar Kid Lang vA yy pag ye 
Vamp, 17-8 Louis Heels. Sizes 3% to 
3 to 8; B, 2% to 8; C, 2 to7 


HOPKINS & ELLIS 
HAVERHILL, MASS. 


BOSTON OFFICE 108 LINCOLN ST. 











“EVERY SHOE A BUSINESS BUILDER” | 
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Bis Money Made in Constant 
Turnover of Small Investments 


Look deeply into every notable mercantile success 
and you will find constant turnover invariably 
responsible. 

Which type of merchant is making the most money in 
the shoe business? 

The man who believes. in making capital work faster 
—who believes in swift turnover. ~ 

The quicker your dollars turn over, the more money 
you make. There is nothing new to that. 

For YOU, an opportunity lies in the development of 
the Combination Last Shoe business in your com- 
munity. For these reasons: 


(Potential sales possibilities.) 95% of all women, 
so an authority states, can be fitted with Combina- 
tion Last Shoes. 


(Capital required.) Your initial investment need 
not be large. The amount can be kept at a minimum 
because X-L Combination Last Shoes are ‘carried 
IN STOCK—always available upon a few hours’ 


notice. 


(No losses.) Since it is a business of staples, no 
“stickers” are left at the end of the season—there 
are no losses due to style changes. 


Sample Orders Solicited 


Write for Folder Describing X-L Combination Last Line 


THE KROHN-FECHHEIMER COMPANY 


X-L LINE DEPARTMENT 


CINCINNATI, OHIO 





X-L 1“ Fing 


(ombination feature IN STOCK 





Four Feature Shoes. 


Each a Distinct Style for a Distinct Class of Trade. 
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The Boot and Shoe Recorder’s 
Permanent Exhibit in New York of 
American Footwear, Leather and 


Accessories for Foreign Buyers 


r | JHE Foreign Department of the BOOT AND SHOE RECORDER, 
in co-operation with a large number of the Jeading manufacturers 
of men’s, women’s and children’s shoes, leathers and findings, have 

on display at their New York offices, 127 Duane Street, an exhibit of styles 

for the inspection of foreign buyers. This exhibit will be permanent. 


The purpose of this display is to familiarize the foreign visitor with the 
class of shoe merchandise manufactured by the leading firms of the United 
States. No orders will be solicited or accepted at this exhibit. 


The visitor is free to examine and handle any of the samples represented; 
to secure such information as he may desire regarding same, and to receive 
letters of introduction to any manufacturer whose goods are on display. 
This display will enable the foreign visitor and buyer to intelligently decide 
on the lines most adaptable for his needs, thereby eliminating a loss of 
time in traveling to and from various sections of the country. He maye 
also secure such information as he desires regarding any line. 


Every assistance possible will be rendered by this organization to help the 
visitor to make his selections. 
You are cordially invited to make this office your headquarters while in 


New York. Facilities for writing of letters and receiving of mail are offered 
you. Write us in advance of your arrival, if possible. If not, call upon us 


personally, on your arrival. 

The samples on exhibit are those of manufacturers who seek export trade 
and are especially equipped to care for the same promptly. On the oppo- 
site page appears the list of the leading American manufacturers who co- 
operate in making this display. Others will be added from time to time. 
This display will have in attendance at all times one competent to inter- 
pret Spanish, Portuguese, French and Italian. 


All service in connection with this exhibit is gratis. 








FOREIGN DEPARTMENT 


127 DUANE STREET 
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These are the Manufacturers who 
make this permanent Display 


M. N. ARNOLD SHOE CO. 
North Abington, Mass. 
Men’s and Women’s Shoes 


Cc. & E. SHOE CO. 
Columbus, Ohio 


Children’s, Girls’, Misses’ and 


Women’s Shoes 


COLUMBUS POLISH MFG. CO. 
New York City, N. Y. 
Pastes and Polishes 
NATHAN D. DODGE SHOE CO. 
Newburyport, Mass. 
Women’s Shoes 
EDMONDS SHOE CO. 
Milwaukee, Wis. 
Men’s “‘Foot-Fitter” Shoes 
EXCELSIOR BELT & BUCKLE CO 
New York City, N. Y. 
Shoe Ornaments 
NATHANIEL FISHER & CO. 
New Yrk City, N. Y. 


Men’s, Women’s and Children’s 


Shoes 


FRANK E. FLEET CO. 
Boston, Mass. 
“Fleetfoot’”’ Leathers 


GIRARD SHOE CO. 
Philadelphia, Pa: | 
Children’s, Girls’ and Misses 
Shoes 


F. M. HOYT SHOE CO. 
Manchester, N. H. 
Men’s and Boys’ Shoes 


KROHN-FECHHEIMER CO. 
Cincinnati, Ohio 
Women’s “Red Cross” Shoes 


, 


F. MAYER BOOT & SHOE CO. 
Milwaukee, Wis. 


Men’s, Women’s and Children’s 
Shoes 


MAYFLOWER SHOE CoO. 
Lewiston, Me. 
Children’s Shoes 


OGDEN SHOE CO. 
Milwaukee, Wis. 
Men’s Shoes 


PLANT BROS. & CO, 
Manchester, N. H. 
Women’s Shoes 


RICE & HUTCHINS, INC. 
Boston, Mass. 
Men’s, Women’s and Children’s 
Shoes 
THOMPSON BROS. SHOE CO. 
Brockton, Mass. 
Men’s and Women’s Shoes 


TWEEDIE BOOT-TOP CO. — 
St. Louis, Mo. 
Boot Tops 


WATSON SHOE CO. 
Lynn, Mass. 
Women’s Shoes 


WELCH, MOSS & FEEHAN 


Haverhill, Mass. 
Women’s and Misses’ Shoes 


W. REED WILLIAMS 
New York City, N. Y. 
Women’s Shoes 


E. T. WRIGHT & CO., INC. 
Rockland, Mass. 
Men’s Shoes 


















BOOT and SHOE -RECORDER 


NEW YORK CITY 
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SERVICE TO JOBBERS 
IS OUR PURPOSE 


Our Boston Office, 207 Essex Street, 
Room 420, will be open every day 


during the summer to meet visiting 


wholesalers. 


Union Stamp 


Wall, Doyle & Daly, Inc. 


with a 
Soonve® BROCKTON, MASS. 
WING Frost 
HEEL, 
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Bang Goes the Price! 


Women’s White Sea Island Pump Turn, -) . Women’s White Sea pemen. Y Turns, 
1-2 Louis covered heel. AA ro D....$1.45 4 plain toe, 1-2 Louis covered heel. A to 


REEF scx, Se Pie eee ae $1.45 


Women’s White Sea Island Pump Turn, 
12-8 covered heel. AAtoD........ $1.45 


Fine White Sea Island Turns 


at Less Than Tennis Prices 


PROSENBERG came in with spot cash and 


snapped up these fine values for you at a 
ridiculous. figure. 


First comers will get the makings of a real 
bargain ?sale. Order yours by wire. There 
are only 1000 cases. 


Sold in 36 Pair Case Lots Only 


(Solid Widths To Case) 


S. Rosenberg and Son 


The King of -Jobs 
209 Essex Street Boston, Mass. 
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‘The DOCTOR 
ffs, shoes must reflect 


the personal qualities.a 
saints sfiil practuce requires. \ 


ainlained 


Russia Calf Shoe 
on 
Here U R last. 


with 
Soonve™ 
WING Frost 
HEEL 


C.S. MARSHALL COMPANY 
BROCKTON 
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Mean ff 


Number 1058 


Wonderful shoemaking. Like a picture by an old master, this shoe 
reveals constructive _ability that few possess and fewer acquire. It’s 
a late addition to our line, bound to win your favor and please the 
lady customers. 


Witherell <@ Dobbins Company 


Quantity Producers of Quality Shoes 
7 Haverhill, Mass. 
Boston Office, 110 Lincoln Street 


The W @ D Line is Featured in the Chicago 
Market by Harper Kirschten Shoe Co. 
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WATERPROOF 


Trade Mark Reg. U. S. Pat. Off. 
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DURABLE 





They Are Comfortable— 
With Guaranteed Nedlin Soles 





The salesman and the saleswoman are the best judges of foot 
comfort, and they will agree instantly on a representative last 
from the line of service shoes with guaranteed Ne3Glin Soles. 


Standing at counters most of the day, walking more miles 
than they ever give thought to in those numerous trips up and 
down the aisles, they appreciate the flexible, firmly resilient 
nature of these unusually restful soles. 


They value shoe economy, too, and these shoes are not only 
moderately priced to begin with, but are bottomed with soles 
that have a reputation for long wearing qualities. Their every 
interest of purse and comfort and health recommends these 
durable, comfortable, waterproof Nedlin Soles— Goodyear 


guaranteed. 


More than 600 styles of high grade, serviceable shoes are now 
made with guaranteed Ne@dlin Soles, and a selection of repre- 
sentative lasts from the Nedlin line of service shoes for every 
member of the family makes a window display as attractiveas . 


it is profitable. 


THE GoopyvEAR TirE & RuBBER COMPANY 
Offices Throughout the World 


Goodyear Wingfoot Heels are the guaranteed walking mates of guaranteed 
Nedlin Soles. They’re so good that more than eighty per cent of all 
shoes made in this country with branded heels are fitted with them. 


Sole 


- COMFORTABLE 
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Taking the Gamble out of the 
Retail Shoe Business 


How much of his capital has 
the average shoe retailer tied up 
in reserve stock that may be 
depreciating in value every day 
it remains in reserve? 


How many such retailers would 
like to be relieved of this burden 
and the uncertainty of getting 
their money back with profit? 


The manufacturing and distri- 
bution policy of Rice & Hutchins 
makes it possible for shoe retailers 
to do business on comparatively 
small capital and carry practi- 
cally no reserve because the Rice & 


Hutchins’ factories are kept busy 
making shoes for stock which 
is assembled in nine centrally 
located distributing houses. 


These distributing houses supply 
retailers in such quantities as 
their needs require whether in 
case, dozens or single pair lots. 


It will, therefore, be seen that it 
is to the very great advantage 
of shoe retailers right now to 
take advantage of this stock shoe 
provision which practically elim- 
inates the great uncertainty in 
the retail shoe business. 


Rice & Hutchins, Inc. 


10 High Street, Boston, U. S. A. 
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